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Dealer Bill Fight 


Is Due Despite 
Senate Victory 


Day-in-Court Hearing 
Expected in House 
As Vacation Nears 


By William Ullman 
Washington Correspondent 
ASHINGTON.—Despite an over- 
whelming victory for the 
O’Mahoney “day in court” bill for 
auto dealers in the Senate, capital 
observers predict that the big 
hurdles are still ahead. 

The bill was passed without 
hearings 75 to 1 in the Senate, 
with Charles E. Potter, Michigan 
Republican, the lone opponent. 
However, a similar performance 

in the House, where the bill still has 
not been reported out of committee, 
is considered unlikely. 
* > 
eos have been promised 
for the House, and time is grow- 


ing short before the July 14 target _— q 


for adjournment of Congress. 
Minor amendments were offered 


by Senator O’Mahoney himself | General Mg 


in the three-hour floor debate 


in the Senate, One would extend | 
the “good faith” requirement to | 


* * * 


Discuss Dealer Bili— 


NADA's Frederick J. Bell discusses the 
legislative outlook with Rep. Emanuel Cel- 
fer, New York Democrat and House 


Judiciary Committee chairman, at the 
in | 
Celler is author of a House | 


NADA dinner for factory executives 
Washington. 


| News’ three-year index, but was|back above the 25,000-unit-week | 
a 5.1 percent improvement over | level for the first time since the| 


| 
| 


| 
| 


bill to give auto dealers the right to sue | 


their manufacturers for bad faith. 
. 2 


dealers as well as manufacturers, | 


and permit a factory to defend it- 
self in a suit by asserting the 

failure of a retailer to act in good 
faith. 

Another amendment would limit 
the damages a dealer could obtain 
in winning a suit to the actual dam- 
age sustained. The original version 
of the bill called for double dam- 
ages. 

* * 7” 
ENATOR John W. Bricker, Ohio 
Republican, called for the sec- 
(Continued on Page 4, Col. 1) 
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Dealer Legislation 
Scoreboard 


O’MAHONEY BILL (to give dealers day in court)—Passed 75 to 
1 in Senate without hearings. Faces‘tougher going in House where 
hearings are expected to be held Still not reported to floor in 


House. 
* 
MONRONEY BILL (design 
for dealers). Attacked by a 


é% 
to spell out specific “safeguards” 
makers, Justice Department and 


* 


Federal Trade Commission An Senate hearings. Monroney confers 


with Justice and FTC to s 
Federal agencies. At pre 
floor in either Senate or Hlouse. 


+ 


tight schedule ahead./ 


* 


CONGRESS ADJOWYRNMENT. 


if bill can be made acceptable to these 
time, this bill still was not reported to 


* 


Target date is July 14, with a 


Car Production Pace Rises; 


Ford Plans 8% 


L. Whitmyer 
St@fft Writer 
Chrysler Corp. to 
normal Assembly operations, 
plus slight production increases at 
ors, Ford Motor and 
ackard, pushed car 
05,848 units last week 
weekly yield since the 
May 26. 


same time, prospects 


Studebaker/ 


develop as R. S. Mc- 

, Ford division general 
manager, announced that July 
production will be 8 percent 
higher than June. 
This increase, he said, is equal | 
to more than an extra day’s out-| 
put at the division’s 15 car assem- | 
bly plants. He said June new-car 
sales were running nearly 6 per-| 
cent ahead of May. | 


* * 


| 
} 


& 


y 45s week’s car output was 15.7) 
percent below AUTOMOTIVE | 


the previous week’s production of 
100,668 units. The previous week's | 
total was 20.1 percent below the} 
index. 

The 5,000-unit increase last 
week also pushed June’s assem- 
blies to date to 328,202 units, 
approximately 20,500 units a day. 
If they continue this pace 
through the month, manufac- 
turers will complete June with 
approximately 431,000 assemblies. 
Truck output for the first 16 

days of the month totalled 66,914 
units, approximately 4,200 units a 
day. Estimated truck output for 
the month is 88,000 units. 
j * ” x 

a orvari from _ sporadic 

wildcat strikes and heat walk- 
outs in Detroit, Chrysler Corp. 
turned out 16,880 cars last week 
to show the biggest gain of any 
manufacturer. 





The previous week showed the 


Inside Automotive News... 


Engineering Section highlights, Page 25: In- 


terior trim field bustles with advances; safety 


gets SAE’s attention. 


Two full pages of new products—34 and 38. 
Systematized selling proves big factor in dealer’s 


operation. Page 2. 


Dealer who picks volume has no regrets. Page 20. 
Mechanics’ union organizer gives his side. Page 3. 
Last week’s Detroit auction, Page 6. Other auctions, Page 42. 


First May new-car registrations, new-car prices, Page 48. 
Vehicle production by makes, Page 61. 


July Hike 


corporation producing 12,692 
units. 

A breakdown of Chrysler Corp. 
output showed Plymouth hiking 
assemblies from 4,472 units a week 
earlier to 8,350 last week; Chrysler 


division jumping from 2,060 to 2,-| 


750; Dodge down slightly from 4,- 
193 to 4,000, and DeSoto dipping 
to 1,780 from 1,967. 


* * * 


|G™ with only its Buick division 


showing a decline, turned out 


| 55,990 units last week, compared 


with 54,466 a week earlier. 

Chevrolet raised output more 
than 900 units as it assembled 
29,600 cars last week, compared 
with 28,574 a week earlier; Cadil- 
lac jumped from 3,184 to 3,200; 
Oldsmobile rose from 7,668 to 7,- 
890; Pontiac hiked its schedules 
from 5,406 to 5,800, and Buick 
dipped slightly from 9,534 to 9,- 
500 units. 

Ford Motor also boosted produc- 
tion last week as Ford division got 


week ended May 19. 
Ford division estimated it would 
(Continued on Page 61, Col. 1) 


Big 3 Reports 
Sales Gain Calls 
Halt to Layoffs 


By Joseph M. Callahan 
Staff Writer 
A SLIGHTLY rising demand for 
some makes of cars has put the 
brakes on further unemployment 
in the auto industry for the re- 
mainder of the 1956 model run. 

This was the conclusion drawn 
from the remarks of representatives 
of the Big Three auto manufactur- 
ers who were invited to attend a 
special meeting here to cope with 
the jobless problem in Michigan. 

General Motors and Ford Mo- 
tor Co. representatives said that 
there would be no additional lay- 
offs in their plants and that they 
soon would begin calling back 
laid-off workers. 

The Chrysler Corp. spokesman 
said that he did not anticipate an 
upsurge in work but he did not 
expect the number of laid-off work- 
men to rise in_the 1956 model year. 

- * 
TIGATED. by’ the United Auto 

Workers, the unemployment “task 
force” had Michigan’s Gov. G. Men- 
nen Williams as chairman and con- 
sisted of three top UAW officials 
and the mayors of nine communi- 
ties in four states. 

Early in the meeting it appeared 
that fireworks would develop 
when Walter Reuther, UAW presi- 
dent, challenged some 

(Continued on Page 61, Col. 3) 
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New-Car Sales Holding 
At Last Month’s Pace, 


Dealer Survey Shows 


Profits at Rock-Bottom 


in Spotty June Market; 


Smooth Break-Even Cleanup Forecast; 
Cutbacks May Cause Shortages 


| By Robert M. Lienert 
Associate Editor 

a some makers report they 
| are scheduling higher produc- 
| tion in response to a June upsurge 
|in new-car sales, a dealer survey 


| by Automotive News indicates that} 


| the market continues to be spotty— 
|up for some, down for others. 
Balanced out, the dealer reports 
show June sales holding steady 
with May. 
However, 
cooperation, 


reassured by factory 


| profitless. 
Some dealers said new-car sales 


* * * 


having readjusted their operations 
to gear selling to current conditions 
and avoid red ink. 

Most said their goal is just to 
break even until 57 models arrive. 
Some, however, 
have barely managed to avoid 


ahead in the cleanup. 


new-car volume about equal to 
May, dealers in individual lines and 


| ward as much as 50 percent, 
trend in the first half of June was 
dealers checked. 


porting his volume cut in half, at- 


factory. 

. > * 
CINCINNATI Packard dealer, 
on the other hand, said, “We've 

had a lot of buyers and lookers and 
June is going to be one helluva 
good month. It'll be 15 to 20 percent 
over May.” 

Cincinnati dealers in other lines 
are split in reports as to whether 
June volume was up or down. Said 
one big three dealer: 

“Our June sales are about par 





Top Cars 


New-car registrations for four 
months, plus 11 states for May: 
1956 Pos. Make 1955 Pos. 

1— 531,974 Chev. 465,952— 2 

2— 441,163 Ford 484,500— 1 

3— 205,572 Buick 251,902— 3 

4— 173,905 Plym. 227,216— 4 

5— 163,081 Olds. 191,899— 5 

6— 132,848 Pontiac 174,319— 6 

7— 96,352 Merc. 112,929— 7 

8— 174,825 Dodge 98,440— 8 

9— 49,901 Cadillac 51,502—10 
10— 38,875 Chrysler 52,976— 9 
1l— 36,239 DeSoto 42,122—11 
12— 31,926 Stude. 35,470—12 
13— 29,103 Nash 28,526—13 
14— 14,532 Lincoln 9,724—16 
15— 12,565 Hudson 15,132—15 
16— 12,169 Packard 16,737—14 
18— 718 Cont’l 
17— 3,802 Imperial 4,661—17 

25,758 Misc. 16,927 
Total All Makes 
2,075,308 2,280,934 
Further details on Page 48. 


most dealers ex-| 
| pressed confidence that the 1956) 
| cleanup would be sensible although | 


may actually be curbed late this) 
| summer by a short supply of autos| 
resulting from production cutbacks. | 


ROFITS are at rock-bottom level, | 
although some dealers report) 


who said they | 
losses so far this year, see trouble 
While the consensus showed June | 
locations reported increases ranging | 
up to 40 percent. On the other hand, | 
some report volume plunging down-| 
In the Dallas area, a definite up-| 
reported by more than half of the) 
A Dallas Studebaker dealer, re-| 


tributed his situation to uncertain-| 
ties surrounding the status of his| 


with May, which were off. We're 


no longer a volume dealer. We’ve 
| cut expense and gone into a re- 

tracted program. Our total sales 
| in February were twice as great 
as those in May, but our new pro- 
gram to do less business has in- 
creased net profit.” 


Prospects of a steel strike have 
| dampened June business in Buffalo, 
| where thousands of steel workers 
are normally good new-car pros- 
| pects. 

Detroit dealers say June sales are 
running an average two percent 
ahead of May, despite layoffs in 
|} auto plants. 

In Birmingham, Ala., a strike at 
a subsidiary of U. S. Steel has 
affected new-car sales considerably, 
although two dealers reported a 
pickup in sales in the first part of 
June. 


. 


OST dealers in New Orleans re- 

ported little pickup in June— 
| the exception being retailers han- 
| dling high-priced lines. 

“Let’s put it this way,” said a 
dealer in a medium-price line. 
| “Activity has been increased, but 
not the sales.” 

“Business is lousy,” said another 
| dealer bluntly in New Orleans. 

A strike among structural steel 
workers has also hurt business 
in New Orleans, as has rainy 
weather. 

New York dealers report June 
| sales “a disappointment.” Some be- 
lieve this may have been caused 
by “stealing” units from June to 
close out May in “good” condition. 

” * 


* * 





O SPURT in June was noted 

by Miami dealers—but they said 

they had not expected one. Most 
(Continued on Page 60, Col. 1) 


‘Used Cars Defy A 


Seasonal Slowup; 
Shortage Grows 


Use? cars are contin4#ing to pay 
off the mortgage on the old 
homestead for auto dealers, but 
the retailers wonder how long this 
can last. 

Dealer after dealer has _ re- 
ported to Automotive News that 
his used-car business shells out 
dollars at brisk clip while profits 
have long ago dried up on new 
cars. 

With Decoration Day—the tradi- 
tional used-car turning point—long 

gone, used-car prices and demand 
have refused to buckle. 
” * . 


EALERS, however, fear that-.the 

used-car market may scale off 
after the Fourth of July—but they 
are not sure that it won't go right 
on booming. 

The only used-car difficulty 
right now appears to be an in- 
creasing shortage of desirable 
units. 

Some dealers, who have been 
scouring wholesale auctions in an 
attempt to pad out their inventories 
of used cars, say their territories 
apparently have been pumped dry 
of anything desirable. 

In only scattered instances have 
dealers reported what appears to 

(Continued on Page 4, Col. 5) 
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Feld Reaps Where Others Moan... 





AUTOMOTIVE NEWS, JUNE 25, 1956 


System in Selling Pays Off 


By H. L. Houck 
Staff Correspondent 
KANSAS CITY. Erven Feld 
Motor Co., Inc. (Dodge-Plymouth), 
topped the Kansas City district 
last year in Dodge sales — which 
it believes proves that success in 
the automobile business is the 
result of salesmanship since the 
same product was available in 50 
or more places in the aréa. 


W. E. Spencer, sales manager | 


since Jan. 1, was a salesman last 
year and sold more than 300 
Dodges in the 12 months which 
won him honors, prizes and pro- 
motion to sales manager. He 
has installed the methods that 
he used in making his record 
sales volume. 

Spencer has been with Feld 
four years, coming to auto sales 
from a manufacturing plant where 


he used up 19 years making plant | 
is color and if the prospect can’t 


Superintendent from a start as 
shop boy. He told Automotive News 
that the jobs were similar. 

“Only the products are differ- 
ent,” he said, “I still 
people.” 

Prospective buyers are required 
to test drive the car they are in- 
terested in before they take up 
much of the salesman’s time. Spen- 
cer believes that if they are too 
busy to try the car, then the sales- 
man is too busy to figure out trade 
details. 

The inference is that the pros- 
pect is not ready to buy at that 
time, 

The psychology of this, accord- 
ing to Spencer, is that persons 
owning a car three years old or 
older do not actually know how 
well a new car handles and how 
much liveliness it has at the touch 
of the foot pedal. By taking a 
test drive he knows a lot more 
about what he thinks he wants to 
buy. 

With the test drive out of the 
way, the process of making the 
sale proceeds. The buyer is quali- 
fied in casual conversation which 
usually begins with, “Don’t I know 
you from somewhere?” 


and this gives the salesman an 
idea as to what salary he makes. 

Continuing along this line, a 
salesman can discover about what 
he owes without having to ask 
personal questions and can judge 


whether he could afford to buy the | 


car on which his heart seems set. 


Business 
Barometer 


Auto Production—127,784 cars, 
trucks in week vs. 180,449 year ago. 
Business Failures — 286 in week 

214 year before. 
Department Store Sales — Up 
9 percent from year before. 

Freight Loadings—787,075 cars 
in week, an increase of 5,137 from 
year before. 

Gasoline Stocks — 184,409,000 
barrels, a decline of 461,000 barrels 
in week. 

Jobless Claims 221,500 
week vs. 193,700 year ago. 

New-Car Registrations—2,075,- 
308 in 1956 to date vs. 2,280,934 
year ago. 

New-Truck Registrations—309,- 
202 in 1956 to date vs. 278,586 year 
ago. 

Oil Stocks 275,147,000 bar- 
rels, a decline of 546,000 barrels in 
week. 

Steel Output — 95.7 percent of 
capacity estimated vs. 93.4 percent 
week earlier. 

Used-Car Prices — $863 in June 
to date vs. $852 in May. 

Wholesale Prices — 
cent on 1947-49 index, 
from week before. 


vs. 


in 


114.2 per- 
unchanged 


? 


Common Stocks 


June June 1956 
20 13 High Low 

Am. Motors 7 6% 8% 6%, 
Chrysler 64, 652 87 60 
Ford 545%, 54% 63% 51% 
GM 44%, 43% 494%, 40% 
S-P 7% 8 10% 7% 
Average 35.63 35.65 


am selling | 






































| At 
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The cus-| 
tomer usually tells where he works | 





| advises 


| were 


| 1956 Plymouth 


























































| gram. 


salesmen sell up 
indi- 


this point, 
or down, according to the 
cation of ability to pay. 

Salesmen are required to 
memorize the name of the pros- 
pect when they first make his 
acquaintance. Bill Spencer does 
it by repeating it several times 
and thereafter always calls the 
man by his proper name. People 
like to be recognized and 
remembered. 


About this time the salesman 


man 
knowledge that 
which shows each new and used 
ear in stock and its cost. 


man complete the sale. How- 
ever he is available and can be 
called for advice. Incidentally, 
the sales manager takes no 
credit for sales as all commis- 
sion goes to the salesman. There 
are no house deals. 

One thing that helps the sales- 
complete his deal is the 
there is a file 


The cost is represented in a 


coded number from which the first 


takes out an order pad and starts|@nd last digit is removed to get| 
to fill it out. If the customer pro- the exact cost price to the com-| 
tests that he’s not ready, the | P@ny. 


salesman tells him that they just 
want to get the details down and 
that if he doesn’t buy he can have 
the sheet they fill out. He doesn’t 
even put the customer’s name on 
it. 

One of the first things to decide 


get right with color, the salesman 
him to skip color. They 
decide on radio, heater, accessory 
group, and the price of the new 
car and the price of the trade 
and then go back to color and still 
the man’s name has never been 
spelled out on paper. This is to 
get many of the minor decisions 
out of the way before the customer 
is asked to buy the car. When 
these decisions have been made 
and written on the order, the 
salesman pushes order blank and 
pen to the customer and he has 
to sign or back out since all the 
decisions have been made except 
signing the order. 

There are variations, of course, 
with the orderly process of the sale 
held up by some road block. Most} 
such blocks can be handled by the | 
salesman making the deal as they | 
do not use closers. 


Spencer insists that each sales- 





Chicago Dealer, 
Sales Manager 


Face Indictments 


CHICAGO. John C. Clayton, 
president, and Ted Eisen, sales 
manager, Clayton Motors, Inc. 
(Dodge-Piymouth), Oak Park, 
have been indicted by a grand 
jury on counts of forgery and con- 
local 


spiracy, according to the 
Better Business Bureau. 
According to the BBB, cus- 


tomers charged that they had been 
induced to sign blank sales con- 
tracts and later found the balances 
larger than promised. 
Clayton denied the allegations 
and was reported to have said 
that the case followed his winning 


|a court victory over a local politi- 


eal figure. He added his belief that 


|“we will be completely vindicated.” 


The BBB also reported that it 
has asked Glen Motors, Inc. 
(Chrysler-Plymouth), to admit its 
recent televised offers of a new 
for $1,345 (plus 
taxes) to be incorrect. 

Investigators were said to have 
found that the car shown was) 
priced at $1,948, including a $20 
“error” in favor of the dealer. 


Kentucky Roatan 
Ask Factory Help 
On Ads, Junkers 


LOUISVILLE.—Resolutions ask- 
ing factory help in cleaning up 
advertising and setting up a “junker 
highway safety” program have been 
drafted by directors of the Ken- 
tucky Automobile Dealers Assn. 


In the advertising resolution, the 
association asked members of the 
Automobile Manufacturers Assn. to 
persuade their dealers to clean up 
their advertising “to the end that 
the predatory aspects may be re- 
moved and public acceptance of 
dealer advertising be returned to a 
high level.” 

The junker program is an effort 
to remove unsafe and overage vehi- 
cles from the highway. Factories 





trend 
dealer 
| out en masse for 
| manufacturer 
| week, 


Premiere hardtop coupe. 


If a prospect says he would deal 


if he could get this or that, the} 
salesman can ascertain the stock 
and accessories by a quick look in 
the file which is much faster than 
calling in the sales manager and 
having him get such information, 
and he knows how far he can go. 


When selling used cars the same 
(Continued on Page 8, Col. 1) 


WASHINGTON. - 
of recent 
relations 


Reversing a 
years, factory 
officials turned | 
NADA’s annual | 


dinner here last '| 


The full-dress affair, held in 
conjunction with the midyear 
meeting of NADA directors, was 
attended by Ivan Wiles, GM exec- 
utive vice-president in charge of 
dealer relations; Walker Williams 
and Arthur Hatch, of Ford’s 
dealer relations board; Charles 
Jacobson, Nicholas Kelley and 
Bob Somerville of Chrysler 
Corp.’s board; the general mana- 
gers and sales chiefs of all GM 
divisions, and various high 
officials of Chrysler divisions and 
independent manufacturers. 


Several senators and congress- 


men, along with finance company 





Traffic Council Suggests 
Spring Safe Driving Day 

WASHINGTON.—The advisory 
council of the President’s Com- 
mittee for Traffic Safety last 
week recommended its next safe 
driving campaign (S-D Day) be 
put off until next spring. 

It said consideration should be 
given to “selecting a period when 
the maximum number of people 
will be most likely to read and 
heed the safety messages.” S-D 
Day has been held in December. 
The council also is considering 
extending the S-D campaign over 
a full month. 





cost to the dealership. 





Inventory and Cost— 


W. E. Spencer, sales manager for Erven 
Feld Motor Co. (Dodge-Plymouth), Kansas 
City, top salesman in the area last year, 


is shown with the file which contains 
descriptions of each car in stock and its 





Factory Aides Turn Out 
For NADA Dinner 


officers, also were present. Until 
this year, there had been few 
GM officials present when the 
dinner was held in Detroit. 

Earlier in the week, the NADA 
directors decided to hold the 
association’s annual convention 
every four years in Washington, 
the next one being scheduled here 
for 1960. 

The board also voted to move 
the scheduled 1959 conclave from 
New York City to Chicago, due 
chiefly to the high cost of N. Y.’s 
new Coliseum. The 1957 conven- 
tion will be held in San Francisco, 
the 1958 event in Miami. 

The midyear directors’ meeting 
will probably be held in Washing- 
ton hereafter. 

Jay Green, assistant treasurer 
for many years, has resigned 
and James F. Cousins, controller, 
was named to succeed him. A 
second director from Texas was 
approved. 

The directors also okayed a pro- 
posal to permit retired dealers 
to be associate members of NADA. 
The proposal must be approved 
by a mail vote of the membership. 

NADA will join the Association 
of Better Business Bureaus in a 
broad new program to halt unethi- 
cal dealer advertising. 

In approving the new plan, 
NADA’s directors observed that 
much progress toward cleaner ads 
has already been made, but it noted 
that a small minority of retailers 

(Continued on Page 8, Col. 5) 
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| Lincoln Stylists Win Award— 


George W. Walker, above, styling director, Ford Motor Co., accepted an award | tion. 
| from the Industrial Designers’ Institute, Chicago, for the design of the 1956 Lincoln 
Six other company stylists were also honored for their 





were asked to cooperate with their! participation in creating the design of the Lincoln. Sharing the award were Elwood 


dealers in establishing such a pro- 


P. Engel, Joseph Oros, Eugene Bordinat jr., John Najjar, Rulo N. Conrad and Herbert 
Tod. 





St. Louis Blue 


Stirs a Storm 


Plymouth Tries Out 
Local Traffic Leader 


ST. LOUIS.—The Plymouth deal- 
ers of Greater St. Louis and the 
Plymouth factory are collaborating 
in an unusual merchandising stunt 
to boost lagging sales. 

The item being merchandised is 
the “All New St. Louis Blue” 
Plymouth — a model which is 
neither Belvedere, Savoy or Plaza 
and is advertised by the dealers 
for $1,776, including Federal tax 
and freight. It has no model in- 
signia, except the “forward look” 
emblem. 

The car is a two-tone blue and 
white two-door, with a six-cylinder 
engine and includes a heater and 
defroster, deluxe chrome molding, 
directional signals, whitewall tube- 
less tires and other extras. 

Basically the car is a traffic 
leader, which the dealers and the 
factory hope will stir up traffic and 
sales. A Detroit Dodge-Plymouth 
dealer said the St. Louis dealers 
would make about $100 on this car, 
not enough to cover their overhead. 

Despite cries of “special fac- 
tory discount” from dealers on 
the perimeter of Greater St. Louis, 
the Plymouth division and a St. 
Louis Plymouth dealer firmly de- 
clared that no extra discounts 
are involved. 

The Plymouth dealer in St. Louis 
said that the plan, which became 
operative June 14, was entirely vol- 
untary and that the initial adver- 
tising had stirred up a fair amount 
of traffic and sales. 

A Plymouth factory spokesman 
said the St. Louis dealers asked 
for a special car for their market 
which they could merchandise. 
Thus the program got under way, 
following a special runoff of a num- 
ber of identical blue and white cars. 

The program was kicked off by 
| large advertisements in the St. Louis 
Post-Dispatch and the St. Louis 
| Globe-Democrat which circulates in 
a 200-mile area. 

Outlying dealers complained 
| that their price on a comparative 
| ear was more than $2,100 and 

that this move would further 

damage their dwindling sales. 
| Similar merchandising devices 
| have been used from time to time 
| in the auto industry. 





3 Company Aides 
Named to Ford 
Dealer Board 


DEARBORN. Benson Ford, 
chairman of Ford Motor Co.'s 
dealer policy board, last week an- 
nounced the appointment of three 
men to the board organization. 

Thomas J. O'Neil has been named 
dealer policy board associate; John 





John B. Millis 


B. Millis, assistant to the chairman 
of the board, and Duane D. Freese, 
executive secretary. 

Formation of the board was an- 
nounced in April. Its purpose, 
Ford said, is to establish better 
communications and to improve 
relations between the company and 
its dealers. 

Other board members are Walker 
A. Williams and Arthur S. Hatch. 
Williams is a Ford vice-president 
and member of the company’s ad- 
ministration committee. Hatch was 
western regional sales manager for 
Ford division prior to his present 
appointment. 

O’Neil formerly was executive 
| director, sales and advertising staff, 
|and director of the staff office of 
| product sales and dealer organiza- 
Millis, who has been special 
assistant to Benson Ford, joined the 
company on the public relations 
staff in 1947 and was Lincoln- 
Mercury public relations manager 
from 1948 to 1955 


Thomas J. O'Neil 
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Dealers tell me 


By John O. Munn 





HERE is every evidence that 

dealer advertising is improving. 
Many are finding that the return to 
the old fashioned principles of 
sound merchandising is paying off. 

Not only has the dealer’s adver- 
tising improved by the elimination 
of unbelievable claims and crazy 
terms, but many dealers are insti- 
tuting local campaigns to sell them- 
selves and the services they render 
thoroughly in the minds and hearts 
of the people in the community. 

For example, I give you the text 
of a series that is being currently 
run in the local newspapers by 
Bob Eddy Buick Co., of Toledo. 
Each ad is attractively set up 
with the liberal use of white 
space and a line drawing of his 
block long establishment appears 
at the bottom. Most of the ads 
are personalized with a photo- 
graph of an executive of the firm. 

The series is being continued 
similar to the fourth ad that ap- 
pears below, in which a photograph 
and a statement from a customer 
and one of the Bob Eddy salesmen 
will be included. 

* « * 

Convenient Service 

S ALL progress comes from an 

interchange of ideas I give you 

the texts of these ads below. Eddy 
will feel complimented if any dealer 
decides to adopt all or any part of 
the text or ideas for his personal 
use. 

THE BEST PLACE TO GET 
THE BEST BUICK YET— 
BOB EDDY BUICK 
I've yet to see any 
that wasn’t a “good” car. Every car 
that comes off the production line 

is a “good” car. 
It has to be or it wouldn’t be 
built .. . or sold. 


There are lots of cars sold that! 


are not Buicks. We think that’s 


good, because it keeps us all con-| 


stantly improving our products. 
However, some companies, and 
Buick is the best example, get a 
head-start on others and a car 
that would normally be called 
“good” becomes “wonderful.” In 
the 1956 Buick we have an auto- 
mobile that is “wonderful.” 

Believe me, you can’t beat it. But 
better still, believe me and come in 
and prove it to yourself. Drive one 
home. Show it around the neigh- 
borhood. Drive it over to a friend’s 
house. 

You do this, and we feel confident 
of what you'll then do. 

We at Bob Eddy’s don’t find what 
they call “sales resistance” in peo- 
ple who are familiar with the mer- 
its of Buick. 

And remember, when you buy it 
at Bob Eddy’s you buy convenient 
service. 

(Signed) Bob Eddy 
BOB EDDY BUICK CO. 
1201-1215 
Monroe St. 


Owner Shows Pride 


THE BEST PLACE TO GET 
THE BEST BUICK YET— 
BOB EDDY BUICK 
For some reason or other, new 
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car advertising, or used car adver- | 
tising for that matter, has too often | 
been in the realm of the “gimmick.” | 


I can’t understand why. | 


Here we have a product that calls| 
for a considerable investment. It is| 
a product that its owner carefully 
selects and is justifiably proud of 
when he takes it home. 

It is a product of which the owner 
speaks with pride. 

Yet, when it is advertised there 
is too often some wild ballyhoo 
about it. 


For a long time I have wanted to 
tell the Buick story in the adver- 
tisements as I tell it to the customer 
who enters my place of business. 
We have the best Buick built and 
that is saying something. We be- 
lieve in an honest trade-in with full 
value offered for the car the motor- 
ist is actually “selling” to me. And 
we believe in letting the customer 
choose the accessories he desires. 
Every customer knows exactly what 
he is buying. 

If you want to “shop,” that’s fine. 
We feel sure you'll conclude there’s 
no reason for a man who wants a 
Buick to travel any further. than 
our showrooms, every reason to 
come back to us after he has real- 
istically weighed his own interest. 


(Signed) John O. Davis 





General Manager | | 


BOB EDDY BUICK CO. 
1201-1215 
Monroe St. 
CH. 1-3165 


* * x 
Company Warranty | 


BETTER BUYS 
FOR VALUE-WISE 
“A Bob Eddy Used Car... 
Warranted to be good.” 
Every used car you buy from the 
Bob Eddy Buick Co. has the com-| 
pany’s own warranty... 


| 


ranty on every used car after it has | 
been carefully reconditioned and/| 
passed inspection . . . 


Our Used Car Service Depart- 
ment has a rigid final inspection 
process which every used car 
must pass through before it can 
be offered for sale. Many of our 
Buick owners have purchased 
used cars from us to serve as a 
second car in the family... 
Many used car purchasers are 
customers who regularly buy au- 
tomobiles we have taken in trade 
for new Buicks. 

The used car buyer at the Bob 
Eddy Buick Co. not only is pro- 
tected by our warranty but dollar 
for dollar, gets the best value. 

The BOB EDDY BUICK CO. has 
built its business on INTEGRITY 
AND SERVICE ... The Used Car 
Division of the Bob Eddy Buick 
Co. must maintain this same in- 
tegrity and service. 

(Signed) E. J. Angers 
Used Car Sales Manager 
BOB EDDY BUICK Co. 
1201-1215 
Monroe St. 
Ch. 1-3165 
= *” * 


Testimonial Us 


VALUE AND SERVICE 
Ben H. Wilson 
Toledo Branch Manager 
Owens-Illinois Glass Co. 

Mrs. Wilson and I always have 
been Buick boosters on the basis of 
experience and have repeated our 
purchases at the Bob Eddy Buick 
Co. for the ninth successive time. 
The value of the car, the profes- 
sionally skilled service given it and 
the resultant economy weigh heavily 
with us, and Bob Eddy’s organiza- 
tion provides all three in a super- 
lative manner. 

That’s our story. 

The Bob Eddy Buick Co., Mr. 
Yerzy and the other employes 
have made our patronage of this 
firm a pleasure. 

MAURICE F. YERZY, Salesman 

Bob Eddy Buick Co. 

Stressing HONESTY AND 


SERVICE in automotive sales may 
(See Munn, Page 57, Col. 1) 
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How Unionist Looks at Dealers... 








Shop Organizer Talks 


By Joseph M. Callahan 
Staff Writer 
Epitor’s Note: The AFL-CIO 
has embarked on a campaign to 
unionize more of the nation’s 50 
million unorganized workers. A 
prime target of this drive is the 
nation’s new-car_ dealers. It 
appears that the new dealership 


drive is being unofficially kicked | 


off by a strike against nine of 
the 11 dealers in Galesburg, Il. 
To learn the objectives and the 
thinking of the unions, Auto- 
motive News has interviewed the 
union organizer in charge of the 
Galesburg campaign. 


oo Galesburg dealers have 

called me a Communist,” said 
Lee Chapman last week. “But how 
would they know? Most of them 
have never been more than 50 
miles out of this town and they 


| wouldn't know a Communist from 
a fence post.” 

Chapman, a representative of the 
|Grand Lodge of the International 





| Assn. of Machinists, (AFL-CIO), 
is the leader of. a 

four-man team of 

LABOR organizers which 
FRONT came to Galesburg 


about three months 
ago to persuade 
| 180-200 dealership backshop em- 
|ployes to join their unions. 
| A man with considerable organ- 
izing background, Chapman has 
| participated in drives to unionize 
|ear dealerships in Chicago, St. 
| Louis, Tulsa, Kansas City, Miami, 
New Orleans, Washington, Phila- 
delphia, Savannah, Ga, and a 
| score of other towns. 
A little more than _ three 
months ago Chapman and three 
| other organizers — two Team- 
sters and another Machinist — 





This Is a Garage?— 
. This strikingly different garage in San Francisco is the dream-come-true of Marshall 

The Bob Eddy Buick Co., one of Chin, seen above working on a car. Featuring an attractive front of natural wood 
the oldest automobile dealerships IN| on the outside and a functional cantilever-type lean-to structure housing the “pits” 
northwestern Ohio, gives this war-| and other equipment on the inside, the garage is quite a change from the usual 


run-of-the-mill building.—{United Press Photo) 








Funds in Dealer Reserve 


Ruled Free of 


By Maynard M. Gordon | 
News Editor 

ETROIT.—A tax decision poten- 

tially worth millions of dollars 

to new and used-car dealers has| 

been handed down by a Federal 

court. 

Upsetting precedent, the Fourth 
Circuit Court of Appeals at Balti-| 
more has ruled unanimously that 
funds in a dealer reserve are tax- 
exempt, 

The court voted, 3-0, that Trailer 
Dealer Blaine Johnson’s finance re-| 
serve need only be reported as tax-) 
able income when such funds had| 
been removed from the contingent) 
status and fully returned to the 
dealer. | 

* * * | 

7s ruling held great signifi-| 

eance for the finance industry 

and dealers because it was the first 

time that the tax status of a dealer 

reserve ever had been considered 
by an appellate court. 

In all cases to date, including the 
one recently decided in Johnson’s 
favor by the Circuit Court, U. S. 
Tax Court judges had held that 
dealer reserves were reportable for 
tax purposes. 

Importance of the case to the 
Bureau of Internal Revenue was 
attested by the fact that a four- 
man staff of the Department of 
Justice, headed by Carolyn R. 
Just, assistant Attorney General, 
unsuccessfully fought to preserve 
the Tax Court opinion in Circuit 
Court. 

The Government has a last re- 
course—the U. S. Supreme Court. 
A Justice Department spokesman 
told Automotive News last week 
that no decision had been reached 
on an appeal to the high tribunal. 

Tax experts, however, feel there’s 
a good chance that the Government 


Taxes 


will forego its right to appeal. 
Among the judges taking part in 
the Circuit Court decision was John 
J. Parker, one of the most respected 
Federal jurists in the U. S. Agree- 








ing with Judge Parker were Circuit 
Judge Morris A. Soper and District | 
Judge Roszel C. Thomsen. 

* 


* * 


came to Galesburg, organized a 
nucleus union and on May 15 
called a strike at every dealer- 
ship in town except the Cadillac- 
Pontiac and Chrysler-Plymouth 
outlets. 

When asked about the strikes, he 
said, “The only issue is union 
recognition. Wages, hours and 
working conditions are matters of 
negotiation that will be handled 
after we get recognition.” 

“It was necessary to call this 
strike to get recognition because 
these Galesburg dealers would not 
cooperate in any peaceable method 
to determine whether their em- 
ployes wanted a union.” 

# * s 

8-Weeks Notice Given 
ae ae the claims of 

dealers that they were sur- 
prised by the strike, Chapman said 
the dealers had been informed of 
the unions’ objectives as much as 
eight weeks before the strike. 

He continued, “We offered to go 
to the State Department of Labor 
for an election but the dealers 
refused. 

“Then we requested the dealers 
to submit their payroll to a 
mutually agreed upon judge. We 
would then submit our mem- 
bership lists to the same judge. 
And the judge, by comparing the 
two lists, would be able to deter- 
mine if the dealers’ employes 
had joined our union, 


“They also refused this plan and 
they left us no alternative but to 
strike.” 


Chapman also denied the 
dealers’ report that the union 
drive was slowly crumbling and 
that the strikers were returning 
to work. He said that only three 
men are back in the shops. 


(Earlier a Galesburg dealer 
reported that nine strikers had 
returned to work and that the 
union had no more than 25 of the 
180-200 dealership shop employes 


in town.) 
* * + 


‘No Majority’ Admitted 
“eer ve only got the ‘scabs’ 
inside the shop,” Chapman 
continued. “Sure, we don’t have a 
majority of the total workers in 
the dealerships — because many of 
the men who went out on strike 
have found other employment, We 
even found some of them jobs. 

“Now, the dealers’ attorney, 

Robert Morgan, wants to hold ar 

election. But we don’t want an 

election now. 

“These dealers are going to rec- 
ognize the union or they’re going 
to go out of business.” 

In organizing the dealership per- 
sonnel, Chapman’s two principal 
weapons are the picket line and 


HOULD the appellate decision|the appeal to other labor unions 
be left standing, there would|in Galesburg. 


be overturned years of what many | 
dealers alleged was tax discrimina- 


Because the workers of Gales- 


|/burg are unionized to a consider- 
|able degree, these two instruments 


While dealers financing with loan of economic boycott are having 


(Continued on Page 61, Col. 4) i 


(Continued on Page 57, Col. 1) 


On the House... 


Prominent dealer posed a good question for 


away lot 





Wemhoft 
civic clubs to their members. . 


dealers the other day. Says he: 
books being planned to give dealer costs on cars 
and accessories, do you, as a dealer, want to con- 
tribute to your own downfall by giving out such 
figures to these prospective book publishers?” Un- 
doubtedly some dealer will give out the necessary 
figures, but don’t let it be you. . 
times: Ford division’s jampacked customer drive- 
in Detroit now sports this billboard: 
“These Fords Are Sold. They’re Awaiting Delivery 
to Out-of-Town Buyers.” . .. 


“With several 


. Sign of the 


North Carolina directors have issued statement 
opposing sale of autos at wholesale prices by 


. . Walter. Cooper, NADA’s public 


relations chairman, says: “We have the most wanted product in 
the country, yet we refuse to make money selling it. This is true 
because dealers, through their advertising, have educated our 
customers to sick us on one another.” ... 

Connecticut association is studying proposal whereby dealers 
would rent a car to customer while his auto is being repaired, thus 


avoiding terrific expense and liability . . 


. Clint Coons (Pontiac) 


succeeds Glen Miller (Buick) as Missouri association director .. . 
Harry B. Hartley, assistant treasurer of Connecticut association, 
moves up to treasurer succeeding late Robert Pringle. 





—Pere Wemuorr, Editor, 
Automotive News 
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Tougher Going in House... 
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Dealer Bill Fight Due\\ 


Despite Senate Victory 


(Continued 


ond amendment because he could 
see no reason for punitive damages 
to be awarded to any party who 
recovers actual damages. 

Early in the debate, Senator Pot- | 
ter moved to recommit the bill to} 
the Judiciary Committee so that 
public hearings could be held. 

He asserted that if he were an 
auto dealer, he would be “scared 
stiff of the bill,” claiming that it 
charged the manufacturer with 
protecting the equities of bootleg- 
gers and “stimulators” as well as 
legitimate retailers. 

“Such a provision,” Potter de- 
clared, “would compel the manu- 
facturers to protect the equities of 
the very forces which 90 percent of 


the automobile dealers have con- 
demned.” 
* * * 
HE Michigan Senator quoted 


from a recent letter to O’Ma- 
honey from the Department of Jus- 
tice, in which Deputy Attorney 
General William P. Rogers chided 
O'Mahoney for failing to hold pub- 
lic hearings on his bill. The Rogers 
letter also suggested that the bill 
might oblige a manufacturer, on 
pain of double damages, to gear his 


U. S. Balks at Eased 
Monroney Bill 


WASHINGTON. — The Federal 
Trade Commission and Department 
of Justice were presented with a 
watered-down version of the Mon- 
roney bill last week, but spokesmen 
didn’t like it any better than the| 
original draft. 

The revised measure drops the 
provision requiring auto makers to 
buy back cars offered them by 
dealers. It also releases factories 
from paying dealers for maintain- 
ing service facilities and eases the 
factory role in liquidating a can-| 
celled dealer’s assets. 

Testifying before the Senate auto 
Marketing subcommittee, Assistant 
Attorney General Stanley N. Barnes 
said that Justice continues to op- 
pose special Legislation for one in- 
dustry. 

But Barnes said he would not 
object to a system which required 
a selling dealer to make payments | 
to a servicing dealer in whose terri- 
tory a new-car purchaser resides. 
He made it clear, however, that 
such a payment could not exceed 
the warranty costs actually in- 
curred by the servicing dealer and 
for which he was not reimbursed 
by his manufacturer. 

Barnes said he was opposed to 
penalty payments. 

The antitrust chief also said he 
had notified NADA that he would 
permit a civil test case on the 
question of territory security 
clauses, since the matter had never | 
been tested in courts before. 

Barnes said he would not oppose 
legislation requiring factories to 
terminate dealers only for fail- 
ure to adhere to contractual obli- 
gations, but he thought Congress 
should not try to prevent a factory 
from failing to renew a franchise. 
Such an interpretation of the law, 
he explained, would frustrate 
chances for new or rival methods 
of distribution to move into the 
auto field, and would frustrate the 
public interest. 

So far as the new bills anti- 
coercion clause is concerned, 
Barnes said he had no _ severe 
criticism, but he believed coercive 
tactics to be illegal already. 


Barnes told senators that he was 
aware that “the disparate eco- 
nomic position between dealers 
and factories weighs heavily 
against the dealer,” adding that 
dealer profits “were way out of 
line” compared with factory earn- 
ings. 

But as an attorney, he said he | 
had to oppose the Monroney bill 
for purely legal reasons. 


John W. Gwynne, chairman of | 
the Federal Trade Commission, | 








also opposed the revised bill. 


from Page 
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production and distribution to pre- 
serve each dealer’s investment. 

Potter said that in light of re- 
cent changes in franchises made 
by auto makers, “it would seem | 
to me folly of the first order for | 
us to rush in assuming that legis- 
lation is the panacea for all trou- 
bles.” 

Senator A, S. Mike Monroney de- 
nounced the Rogers position, and} 
said that the Big Three “seem to} 
have such complete and total con- 
trol of those in the Justice Depart- 
ment that the purpose of that de- 
partment is always to defend the 
giants and to let small, competitive, 
free enterprise take its dictation, 
according to whatever the ‘oracles 
on the mount’ decide—according to 
their own whim and greater profit.” 

* * * 
ONRONEY said he was getting 
“a little tired” of hearing De- 
partment of Justice officials take 


present Administration, he added, 
“the purpose of the game laws is 
to protect the hunter from the 
rabbit.” 


Reminding the Senate that a re- 
cent Ford Motor Co. witness was 
opposed to all dealer legislation be- 
fore both houses, Monroney said 
that the manufacturers “are run- 
ning the show, and they feel that 
they should continue to run the 
show.” 


The question before the Senate, 
declared the Oklahoma Democrat, 
was whether it favored the con- 
tinuation of little business or 
whether it would go allout for 
greater and greater monopoliza- 
tion of our economy. 

Senator O’Mahoney said he had 
conferred with Rep. Emanuel Celler, 
New York Democrat and chairman 
of the House Judiciary Committee, 
and he assured his colleagues that 
hearings would be held before the 
House group. Celler has introduced 
a companion to the O’Mahoney 
measure. 

It is understood that a tight 
schedule facing the House antitrust 
subcommittee will permit no hear- 
ings on the auto bill this month, 
and only a few days remain open 
for hearings in July. Since target 
date for adjournment this year is 
July 14, the House will have to 
move fast to report Celler’s com- 
panion to the O’Mahoney bill this 
session. 

* * 

ADA'S Frederick J. Bell opti- 

mistically predicted subsequent 


« 


passage of the bill by the House, | 
saying that approval would be bene-| 


ficial to dealers, factories and the 
public. The Senate action, he as- 
serted, is an important victory for 
small businessmen. 


“ge 





Discuss DeSoto Sales— 


A. B. Neilsen, center, DeSoto general 
sales manager, greets D. H. Copeland, 
left, DeSoto Western zone manager, and 
Y. M. Posthuma, regional manager, at 
the first of a series of informal meetings 
with field forces and dealers in Los 
Angeles. Discussing automotive sales 
trends, Nielsen said ‘1956 looks to be 


the third largest year in DeSoto history." | 1948 as a district manager in Port-| olis Speedway, averaging 





For Distinguished Service— 


M. R. Darlington jr., center, managing director, 
Committee, congratulates tire company public 
a special committee ‘‘Tribute."’ On loan f 
assisted in the organization of 
May. From left are Thomas S. Woods | 


Grover D. Motherwell, B. 
Rubber Co., New York; Darlington; Norbe 


F. Goodrich Co., 





Inter-Industry Highway Safety 
relations men after presenting each 
rom the companies for 90 days, the men 


community Vehicle Safety-Check programs during 


Il, Goodyear Rubber & Tire Co., Akron; 
Akron; Robert E. Griffin, United States 
rt J. Griffin, U. S. Rubber Co.; Francis P. 


Lowrey, field services director, Inter-Industry Highway Safety Committee, Washington; 
the side of big business. Under the! and Edward D. Burks, Firestone Tire & Rubber Co., Akron. Forest R. Eyer, General 


Tire & Rubber Co., Los Angeles, also served 


but is not pictured. 


To Push Service at Convention .. . 


Makers Get 


DETROIT. Auto makers will 
be offered free space at the NADA 
convention and exhibition in San 
Francisco Jan. 26-30 to set up serv- | 
ice centers, it was revealed last 
week by Hanford Crockard, Berke- 
ley, Calif., chairman of the conven- 
tion committee. 


Crockard; Walter M. Kiplinger, 


‘Mehring Heads 
Olds in Midwest; 
4 Zone Men Rise 


LANSING. — Oldsmobile has ap- 
pointed a new Midwest regional | 
|}manager and four new zone man-| 
agers. The new) 
Midwest chief is| 
S. F. Mehring, for- | 








manager. 

Mehring 
ceeds W. O. 
Lampe who now} 
is executive as-| 
sistant to the gen- | 


charge of dealer | 





relations. 
S. F. Mehring Joseph A. Poli, | 
Atlanta zone manager, has been 


| transferred to Boston to fill Meh- 


ring’s old post, and Lindsey G. 
Jones, Memphis chief, moves into 
the Atlanta job. 


| 
| 








J. A. Poli 


Portland | 
(Ore) zone manager, takes over in | ; 
Memphis, and George H. P. Carr 


G, H. P. Carr 
Claude W. Schulze, 


merly Boston zone | 


suc-| 


NADA Bid 


director of promotion, and Roy 
Smith, exhibition manager, ex- 
plained plans for the convention 
at a luncheon meeting here. 


Predicting that 12,000 dealers and | 


guests would attend the conven- 
tion, Crockard said the convention 
and exhibition would seek to accent 
the trend from gimmick and dis- 


| count selling to service selling. 


He said NADA was frankly ask- 
ing for the help of the makers in 


promoting the service theme, He) 


predicted that the climate would be 
just right at convention time to find 
dealers thinking: 


1. Of getting back to sound sell- 
ing. 

2. Of getting back to our business 
of selling parts, service and cars. 
3. Of getting back to making 
money. 

Crockard said that most cus- 
tomer complaints arise from im- 
proper thinking of service per- 
sonnel. The convention program 
will seek to build service opera- 
tions to a higher level. 

In a departure from the past, the 


eral manager in|? exhibition will be open to non-| 


members as well as members of 
NADA. Crockard asserted that the 
dealer morale in Northern Califor- 
nia was high, promising exhibitors 
a good turnout locally as well as 
nationally. 

Convention service sessions will 
be held Saturday and Sunday (Jan. 
26-27). Business sessions will be 


day. 


Used Cars Defy 


Seasonal Slowup; 
Shortage Grows 


from Page 1) 


be a softening in used-car demand. 

One such area is Central Mis- 

souri, where dealers reported a 
dropoff last week, The few used 
cars that are moving, they say, are 
being turned over as a result of 
“exceptional sales activity and 
ability.” i * 
DEALER in Ohio who handles 
a top-price line said he has 
been expecting all year long to see 
used-car business slack off, but that 
used units are still selling better 
than new cars. 

A Cincinnati dealer who de- 
scribes the new-car market as 
“tight” and “difficult” said last 
week, “Our used-car volume is 
good.” 

Another Midwest dealer, who said 
his new-car business in June had 
increased appreciably over May, 
admitted that used-car volume was 
still running better than 60 percent 
ahead of new cars. 

Chicago dealers say their used- 
;car sales are up, particularly on 
higher-priced units. 

* * 

PERATORS of wholesale auc- 

tions report demand is. still 
strong, but they say that buyers are 
becoming more selective. 

Said one veteran auction opera- 
tor last week, “Cheapies were 
slashed in price while ultra-clean, 
low - mileage and eye - appealing 
cars were battled over and sold 
for amazing figures. 
“Foreign cars are 
have been selling for 


(Continued 
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wanted and 
unheard-of- 


prices.” 
Although the average auction 
consignment last week was 175.3 


units, compared with 166.6 a week 
earlier, auction operators are con- 
tinuing to plead for more offerings. 
* * * 
7 prosperous used-car market 
has had a beneficial effect on 
prices. Certain models are averag- 
ing well above what they sold for 
| before the turn of the year. 

On Automotive News’ index of 
auction prices, there has been no 
decrease for six weeks in the 
overall average. Last week the 
| index went up again—by $3 to 
| level off at $863. That’s the high- 
| est it has been since the index of 

May 7—and only $11 below the 

average of four months ago, when 

first signs of spring buying were 
beginning to be felt. 

By models, last week's price ad- 
| awey were as follows: ‘56s, up 
| $17 to $2,178; '54s, up $12 to $1,103; 
| '55s, up $11 to $1,593; ’52s, up $2 to 
| $502; "51s, up $2 to $345; '49s, down 
| $3 to $183; ‘50s, down $6 to $255, 
and ‘53s, down $11 to $748. 

—Rosert M. Lienert 





Salerno Motor Burns 


ORCHARD PARK, N. Y. Fire 
| caused an estimated $30,000 damage 
|to a building occupied by Salerno 
|Motor Sales & Service here. One 
|}new car, three used cars and two 








| held Monday, Tuesday and Wednes-| trucks were destroyed. Cause of 


the blaze was undetermined. 











af, ee 
L. G. Jones 


Schulze 


©. W. 
succeeds Schulze in Portland. Carr | 


has been assistant zone manager in | 
Detroit. 


Mehring joined Oldsmobile in | 





| Ford Customline Sets Speed Record— 


A Ford Customline Victoria V-8 has set a 500-mile stock car record at the Indianap- 


107.126 m.p.h. 


From left, Duane Carter, competition 


He said that although the total consumer |land. He later was assistant zone| director, United States Auto Club, which supervised and timed the run, congratulates 


market is lower than 1955, DeSoto is the 


manager 


in Portland and Los| driver Johnny Mantz, Los Angeles, while Peter DePaolo, Long Beach, Calif., Ford 


only car in the medium price field that is) Angeles and headed the St. Louis| team captain, and Clarence Cagle, speedway superintendent, look on. Ford's record 
tops the old mark of 89.886 m.p.h. set in 1954 by Chrysler. 


| increasing its share of the market. 


and Boston zones. 
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=| Commercial Credit Plan” 


tter 


de- 
as ' 

ast says DeSoto- Plymouth dealer TOM O'BRIEN, 
Tom O’Brien Company, Indianapolis, Ind. 

said 
had 
fay, 
was 


cent ““There’s no doubt about it, good public relations is one 


ale of the big reasons for our success. Because we believe 
™ it’s best, it becomes our duty to present COMMERCIAL 


Crepit PLAN to our customers. Their factory-to-user 
auc- d 


still 
} are 


facilities make it possible for us to handle volume busi- 
ness and run our business on a year-round basis. Work- 
— ing with CoMMERCIAL CREDIT since we started 23 years 
an, 
ing 
old 


ago has helped us do a better job for the factory, the 
customer and ourselves.” 


and 
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Commercial Credit dealers 
are successful dealers 








Write or call our nearest office for complete 
information on the benefits of COMMERCIAL 
Crepit PLan. Why not do it today? 


COMMERCIAL CREDIT CORPORATION 


A service offered through subsidiaries of Commercial 












Credit Company, Baltimore ... Capital and Surplus 
over $190,000,000 ... offices in principal cities of the 
United States and Canada. 
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What the Ads Are Saying... 





‘Year’s Free Ride in a Chevrolet’ 


By John K. Teahen Jr. 
Staff Writer 


NE of the longest free rides yet} 


|port, and Dan-Ridge Chevrolet, | 
| Danbury. 
Cochrane and Henderson are 


discovered was offered by four|;owned by James R. Cochrane jr., 


Chevrolet dealerships in Connecti- 


*cut’s Fairfield County in a six-day| 
campaign which closed last Satur- 


day (June 23). 
The firms advertised: “Buy and 


ride in 1956, pay in 1957... 100 

new 1956 Chevrolets ... No pay- 

ments until July, 1957.” 
Cooperating dealerships, which 


call themselves the “Big 4,” were 
Cochrane Chevrolet, Bridgeport; 


Henderson Chevrolet, Stratford;| 


Towne & Country Chevrolet, West- 


Doctor Assails 


Curved Windshield 


As Safety Hazard 


CHICAGO. — Wraparound wind- 
shields violate all basic optical 
principles and constitute a hazard 
that cries out for correction, a 
doctor told the annual meeting of 
the American Medical Assn. 

Dr. DuPont Guerry, chairman of 
the opthalmology department, 


| who also is a partner in Towne & 


Country. His brother, Russell H. 
Cochrane, owns Dan-Ridge. 
* cd * 


ESPITE the general downtrend 


in retail auto sales, several 
dealer ads have sported a rosy 
|glow in recent weeks. 

In Denver, the opening-week 


promotion staged by Woody Cav- 
nar Motors (Mercury) was a re- 
sounding success. The dealership 
sold 217 new cars in six days. 
Features of the promotion 
were an offer to pay all interest, 
insurance, finance and carrying 
charges for 30 months plus a 





drawing in which three persons 
who had placed orders for new 
cars received them for $964 
each, 

An allout campaign of news- 
paper, radio and television adver- 
tising accompanied the sale with 


station KTVR telecasting 17 hours 
of live programs from the show- 
room. 

2 


x * 


N NEW YORK and Oklahoma 
City, a factory branch and a 


|dealership used newspaper ads as 





Virginia Medical College, told an| 


AMA panel that the wraparound 
windshield causes visual distortion 
and increased glare. 

(In Detroit, automotive engineers 


contended that the added safety | 
factor of increased visibility “more | 


than offsets any minor distortion 
effects there may be at the curved 
ends and corners of windshields 
areas the driver is not normally 
looking through.”) 

The doctors heard another report 
which advocated that seat belts for 
both driver and passengers be 


made standard equipment in the 
near future. 
The statement was issued by 


Dr. Elmer Hess, Erie, Pa., outgoing 
AMA president, and Dr. Fletcher 
D. Woodward, University of 
Virginia School of Medicine. They 
mentioned estimates by traffic 
safety engineers that universal use 
of seat belts could save more than 
10,000 lives a year. 


Dr. Leonard Scheele, surgeon 
general, U.S. Public Health Service, 
urged stricter licensing laws and 
periodic reassessment of the health, 
skills and ability of drivers, par- 


ticularly those with a history of | 


accidents.” 


Ore. Reales Begin 
To Shut Sundays 


EUGENE, Ore.—Many new and 
used-car dealerships in Eugene, 
Springfield, Cottage Grove and 
Junction City, all southern Oregon 
cities, elected to stay closed on 
Sundays under a new policy which 
could lead to permanent Sunday 
closures, 


Charles A. Cramblet, Eugene 
(Ore.) used-car salesman, said 
that some of the used and new- 
car dealers had agreed to Sunday 
closure, “under’ a more or less 
informal agreement.” 

Most of the dealers have oper- 
ated their Sunday sales offices 
since the close of World War -II, 
he said. 


Milner Names Garrard 


To High Executive Post 


JACKSON, Miss.—Ralph M. Gar- 
rard has been named executive vice- 
president, Milner Enterprises, ac- 
cording to R. E. Dumas Milner, 
president. Garrard formerly was 


vice-president, Milner Pontiac Co., | 


Little Rock, Ark. 


Horace Terry purchased Gar- 
rard’s interest in the Little Rock 
dealership. In other Milner changes, 
Julius H. Lile, formerly of Dumas 
Chevrolet Co., New Orleans, has 


purchased the interest of Charles} 








thank-you notes to customers and 
as invitations to other prospects to 


come in and share their good 
fortune. 
The Packard retail store in 


Gotham headlined, “Thank you, 
New York, for the biggest May 
in our 52 years on Broadway ... 
Our aim in June calls for 
doubling May sales. Come in and 
name your deal. We're outtrad- 
ing everyone in town.” 


Morris Chevrolet City, Oklahoma 


service theme. “Our aim March 
1, 1955,” the firm said, “was to 
sell and service more Chevrolets 
than anyone in Oklahoma. 
* ae * 

. ODAY we have reached that 

goal. We are No. 1 in Chev- 
rolet sales and our service is un- 
excelled. Sincere thanks to all of 
you who made this possible. We 
hope you continue doing business 
where business is being done.” 

In Edmonton, Alta.. Edmon- 
ton Motors, Ltd., celebrated its 
35th birthday by offering “65 
extra-special deals” on 1956 
Chevrolets, Oldsmobiles and Cad- 


illacs, 

Sunset Motor Co. (Chevrolet- 
Oldsmobile-Cadillac), The Dalles, 
Ore., advertised “the greatest 
assortment of fine cars ever dis- 
played in Eastern Oregon.” It 


mentioned 70 new cars and trucks. 
“Sunset always sells the most 
because Sunset always sells the 
best,” the dealership said. “Our 
reputation is your protection.” 
* * ® 
UYERS were invited to write 
their own deal at Hicks Ford, 
Covington, Ky. An advertisement 
supplied prices of all models and 
accessories and provided space for 
the buyer to write the total price 
of his car, the tradein expected 
and the monthly payment he pre- 
ferred to make. 


A tandem deal for a 1956 and 
1957 Dodge or Plymouth was 
offered by R. E. Broe, Inc., 
Springfield, Ill. 

During a two-day sale, the 
dealership said, purchasers of 
1956 models would “receive a con- 
tract guaranteeing you a 1957 
Dodge or Plymouth, when intro- 
duced, for $98 difference.” 

Broe also offered a free portable 


| City, .gave its thank-you note a/radio with each new car sold. 





Ford Begins Construction 
Of 3 Engineering Units 


DEARBORN. 
broken last week for a multi- 
million-dollar group of buildings at 

Ford Motor Co.’s 


president, turned 
the first spadeful 
of earth in a 
ceremony at- 
tended by 50 en- 
gineering profes- 
sors  participat- 
ing in the company’s first engi- 
neering forum. 

Three new staff and product 
engineering buildings, all three- 
story structures, will add more 
than 650,000 square feet to the 
engineering center. They will be 





E. S. MacPherson 


research and en- | 


Ground was|cent 


gineering center 
here. 

Earle S. Mac-| 
Pherson, Ford 


engineering vice- | 


adjoined by a new 45,000-square- | 
foot cafeteria. The three buildings | 


will be completed by December, | 
1957. 
The new buildings, extending | 


approximately 3,000 feet along Ro- | 
tunda Dr. between Oakwood Blvd. | 


and Military Rd.. are among 14 


structures completed, under con-| 


struction or planned as part of a 


$150 million postwar expansion of | 


Ford engineering staff facilities. 
Eventually, each of the three 


provide working quarters for 
1,200 employes. Product design 

and engineering work on the 

Ford car and truck, Mercury, 
Lincoln and _ special products 
lines will be carried on in two 
of the buildings. The third will 

serve as the new engineering 
staff administration building. 

The buildings will be 542 feet 
long and 104 feet wide. They will 
be of brick construction with 
aluminum facing to conform with 
other units in the center. Interior 
design will include use of movable 
metal partitions to permit changes 
in size of rooms with a minimum 


Burnham in Milner Chevrolet, Inc.,| of alteration. 


Fort Worth. Burnham now is an| 
executive of the New Orleans deal-| conditioned, 


ership. 





The buildings will be fully air- 
acoustically treated, 
and equipped with modern fluores- 


new engineering buildings, will | 





lighting. Pedestrian tunnels 
and canopied walks will intercon- 
nect the units. 

Welcoming the 50 visiting pro- 
fessors, MacPherson said, “All 
our facilities and all our expan- 
sion plans emphasize the vital 
importance of a good supply of 
qualified engineers. The present 
shortage of such men could well 
become a stumbling block, not 
only to our own expansion, but 
to the entire nation’s vigorous 
industrial growth.” 

Tracing the recent expansicn of 
the company’s engineering facili- 

(Continued from Page 60, Col. 5) 


1956 


217 Sales in Six Days— 


An allout newspaper-television-radio 


campaign 
(Mercury), Denver, sell 217 new cars during its first week in business. 





helped Woody Cavnar Motors 
Television 


station KTVR did all its live shows and spot announcements from the dealership 


during the six-day drive. 
Mercurys for $964 each. 


Early End to Hi 


As part of the promotion, three buyers got their new 


| h Car Stocks 


Predicted by Humphrey 


WASHINGTON. Secretary of 
the Treasury George Humphrey 
agrees with General Motors Pres- 
ident Harlow Curtice that the dis- 
count rate jump in April has had 
something to do with the low rate 
of new-car sales this year. 


Humphrey admitted this when 
he appeared before the Patman 
subcommittee to explain his dis- 
agreement with the Federal Re- 
serve Board over the wisdom of 
raising interest rates. 

Humphrey said he still didn’t 
agree with the FRB decision, but, 
as far as the auto industry is 
concerned, he said that “conditions 
are now proceeding in a _ satis- 
factory way.” 

In a short time, he added, auto 
inventory difficulties “will be be- 
hind us and we can forget them.” 

William McChesney Martin jr., 
FRB chairman, who also testified, 
said he didn’t think the higher 
rates had much to do with poor 


|}auto sales at all. 


He said that a car dealer had 
called him soon after the April 
increase to thank him, saying 
that “before you did that, we had 
no one to blame for our poor 
sales.” 

Martin said he didn’t like high 
interest rates personally, and pre- 
ferred them just as low as possi- 


ble without causing inflation. But 
as far as the little man is con- 
cerned, he added, price stability 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


June 20 
(56 models starting to slip a little. 

Sold 118 cars out of 194 entered.) 

BUICK—’'56 Super 4-dr., $2,800*; Spe- 
cial Riviera, $2,380*; 4-dr., $2,325*. 
55 Super Riviera, $1,755*; 2-dr., 
$1,600*. '54 Super 4-dr., $1,670* (ps), 
$1,410* (ps), $1,300*, $950; Century 
Riviera, $1,475*, $1,420*; Special 4- 
dr., $1,265*. °53 Special 2-dr., $925*; 
4-dr., $840*, $815*. '52 Special 4-dr., 
$360*. 

CADILLAC 55 (62) conv., $3,580* 
(ps). °54 (62) 4-dr., $2,375*. '50 (62) 
conv., $810*. '49 (62) 4-dr., $340. 

CHEVROLET—'56 Bel Air (8) 2-dr., 
$1,710. '55 Bel Air (6) Hardtop, $1,- 
565*; Bel Air (S) 4-dr., $1,550*; Two- 
ten (8) 4-dr., $1,165; Two-ten (6) 2- 
dr., $1,165; One-fifty (6) 2-dr., $975. 
‘54 Two-ten 2-dr., $870, $790*. ’53 
Bel Air Hardtop, $865*; 4-dr., $825* 
(ps), $695; 2-dr., $675; Two-ten 2-dr., 
$685; 4-dr., $685, $640, $570. °52 SL 
Deluxe Bel Air, $480*; Business coupe, 
$220. ’50 SL Deluxe Bel Air, $325*. 

DeSOTO — '53 . Fire 
$665*. 

DODGE — ’56 Royal Lancer Hardtop, 
$2,350*. °54 Royal (8) 4-dr., $925*. 
'53 Coronet 2-dr., $500. 

FORD—'56 Fairlane (8) 4-dr., $1,825*. 
‘55 Fairlane (8) Victoria, $1,600*; 
4-dr., 3 at $1,405; 2-dr., $1,300; 
station wagon, $1,415; Custom (8) 
2-dr., $1,285; Main (6) 2-dr., $950. 
'54 Crest (8) Country sedan, $1,345*; 
Victoria, $1,200*, $1,175*, $1,135* 
(ps), $1,000; Custom (8) 4-dr., $850; 
2-dr., $950; Crest (6) 4-dr., $760; 


Dome (8) 4-dr., 


Main (8) Ranch Wagon, $1,260*; 2- 
dr., $650, $585; Main (6) 2-dr., $700. 
‘53 Crest (8) conv., $910*; Victoria, 
$920*, $890*, $805*; station wagon, 
$825. ‘52 Custom (8) coupe, $560*. 
‘51 Custom (8) 4-dr., $295; Custom 
(6) 2-dr., $260. 

KAISER—’53 Manhattan 4-dr., $475. 

LINCOLN—’'56 Capri 4-dr., $3,275* 
(ps). 

MERCURY—’56 Montclair Hardtop, $1,- 
820*. '55 Montclair Hardtop, 2 at $1,- 
900* (ps); Custom 2-dr., $1,495*. ’54 
Montclair Hardtop, $1,390*, $1,275*; 
Monterey Hardtop, $1,320*. ’53 2-dr., 
755*, $715. °52 4-dr., $490*. ’51 4- 
dr., $275. 

NASH '55 Ambassador Country club, 
$1,700*. '53 Ambassador Hardtop, 
$735. °52 Ambassador 4-dr., $390*; 
2-dr., $350*; Rambler station wagon, 
$355. °51 Statesman 2-dr., $180. 

OLDSMOBILE — ’'55 (88) Super 2-dr., 
$1,750. '54 (98) Holiday, $1,800*; (88) 
Super 4-dr., $1,550*. 
$1,065*; 2-dr., $850*. 
$285*. 

PACKARD—’53 Clipper 4-dr.,° $700*. 

PONTIAC—'55 Chieftain (8) Catalina, 
$1,755*; 4-dr., $1,535*, $1,480*; 2- 
dr., $1,500*, $1,025, $835; Star Chief 
(6) Catalina, $1,360* (ps); 4-dr., $1,- 
090*. ‘50 Silver Streak (8) 4-dr., 
$300*. 

PLYMOUTH—’55 Belvedere (8) 4-dr., 
$1,400*; Savoy (8) 4A4-dr., $1,275*; 
Savoy (6) 2-dr., $1,045; Plaza (8) 4- 
dr., $1,035. '54 Savoy 2-dr., $715. 
‘53 Cranbrook 4-dr., $560, $520, $465, 
$310. ’'52 Cambridge 2-dr., $240. 


’53 (88) 4-dr., 
’50 (88) 2-dr., 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 42, 44, 46, 49, 50, 51 


| suggested 











is just as important as low in- 
terest and perhaps more so. 

The April which FRB 
explained as a move to combat 
inflationary tendencies, was evi- 
dently the result of other worries, 
too. Martin told Congress that 
high interest tends to discourage 
heavy industrial borrowing to ex- 
pand plant and equipment, and he 
that this might be a 
good thing for the economy right 
now. 

Some months ago, business- 
men told the Department of 
Commerce that they plan record 
spending this year for plant 
expansion, and it is probable 
that FRB feared they might 
overexpand, 

Should plants go into debt heav- 
ily to build and then face a poor 
sales market later in the year, in- 
dustries would find themselves 
caught in a hopeless squeeze. 

If such a thing happened, it 
would be too late for FRB to do 
much about it. 


Chrysler Export 
Headed by Row 
DETROIT. — Election of E. C. 
Row as president and a director 
of Chrysler Export Corp., suc- 
ceeding the late 
Cc. B. Thomas, 
was announced 
last week by L. 


L. Colbert, presi- 
dent of Chrysler 


increase, 


Corp. 
Row has served 
as president of 


Chrysler Corpo- 
ration of Canada, 
Ltd., since 1951, 
and will retain 
that position. 
The Canadian company and Ex- 


E. C. Row 


|port Corp. are separate operations 


and will continue so, Colbert said. 


Row began his automotive 
career in the planning department 


|of Dodge Brothers in 1916. 


Pa. State Police Senh 


Precise Injury Causes 


HARRISBURG, Pa. Precise 
causes of injuries in auto acci- 
dents are the object of a research 
project which has been started by 
the Pennsylvania State Police. 

Troopers in the _ Harrisburg, 
Bethlehem, Greensburg and Wyo- 
ming districts have been given 
special forms on which will be 
recorded the specific injuries to 
driver or passenger. 


The obvious cause of injury —- 
such as left knee injured by strik- 
ing the emergency brake or a nose 
broken by hitting the windshield 
— will be recorded. 

The findings will be available to 
auto makers for changes in design 
aimed at reducing injuries. 





wr the first time 
in the history 
f stock car racing— 


ONE CAR LEADS 
ALL THREE NASCAR 


DIVISIONS—CHEVY 


1, CHEVROLET 


WINS ACCELERATION TEST! 


2. CHEVROLET WINS FLYING MLE) 
Lihue: ' ee 
Short Trach racy, i Comertle and Grant Rehns peut sTaa0m8S 

vvmmen in oe re ies te West tc oa 


car circait — Chevrolet is ont-pulatiog everybody’ sheet Track Renee 


oder mee prec oP en ANY cos 
- a ae MOHEST PRICED 8% Coprortible Rowes 


sypcod CREVROLIT 
What dees this growe? Much more than pure a 


‘The car that’s made the most news 
is making the most new friends! 


— 


i 
tl 
ij 


f 

} 

alt 
‘ 
i 


Chevrolet’s been making the big performance news of the year— 
and newspaper ads like those reproduced above have been telling 


ili 


Hi 


nati 
i 


Chevrolet hangs up 
a new round-the-clock = === “Sess millions of readers about it! 


performance record... he = ’ a ‘ 
et aes 3; fos -* At Pikes Peak, Daytona Beach, and Darlington, $.C., Chevy backed 

up the statement ‘“The hot one’s even hotter!’’ with record-breaking 

action. Week after week in stock car competition, Chevrolet’s been 

showing its heels to cars of all power and price ranges. No other car 

has even come close to the record of performance triumphs Chevrolet 

has scored this year. Naturally, the big winner’s been making the 


} 
{ 


big news! 

Seems that people go for a winner—a car with the kind of perform- 
ance and stability that make driving safer and happier. Because 
more people are buying Chevrolets than any other car—by a wallop- 


ing big margin! 


if? 


ii 


It’s easy to see why the past, the present and the future look bright- 


thy 


est for Chevrolet dealers. 


Lith, 
a pjptast 


YOU'LL PROFIT MOST WITH 
AMERICA’S FOREMOST CHEVROLET DIVISION OF GENERAL 
AUTOMOTIVE FRANCHISE MOTORS, DETROIT 2, MICHIGAN 
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Feld Reaps Where Others Moan... 


System in Selling Pays Off 


(Continued from Page 2) 
plan is followed except that | 
prospect debates the condition of | 


the used car he wants to buy. 
Only a block away is an official 


;remark that such things are easy| the sales were repeats, certainly 
to fix. Strangely enough they) a tribute to continued good re- 
another offer is made when the| don’t have much trouble arriving | lations. 


at the price of the trade. 


All customers are invited to send | Members of the sales staff follow 
in their friends and every effort |their own ideas but they have the 


Where do prospects come from? 


Kansas City motor car testing|is made to develop an atmosphere | benefit of the methods used by 
station where a car can be tested | of friendliness that leads to repeat) Spencer. For one thing, he sent 
thoroughly by disinterested experts | customers. Spencer told AvuTomo-| out a typewritten letter stating 
for a fee of $12. tive News that his record number|that he was selling Dodge. 

The prospect is told that if he |of sales in 1955 was due in part| This letter was placed on factory 
will pay the fee, Feld will do | to repeat customers customers | bulletin boards in many of the 
anything called for in the report | that he previously had sold during| industrial plants in the area. 
without charge. Spencer said |his four years with the company.| Spencer doesn’t believe catching 
Feld has never lost a sale on | . license numbers and working cold 
this basis. = ee ee =) lists in the telephone book produce | With Dodge 25 Years— 
One of the most unique phases | prospects fast enough. 


of the sales routine at Feld comes| Dealer Guilford Elected He leaves his card and asks| 


| Adolph Medinger, right, president, 
|“send me some business” at every | 


Bridge Motors, Inc., Bronx, N. Y., accepts 


when it’s time to buy the trade} ° ; 7 
from the prospect. No adverse By Ohio County Assn. |contact with the public — service Ve a aren ae tae ee a 
criticism of the customer’s car is} FINDLAY, O. — Vern Guilford| stations, supermarket, clothing and|“: “- “ow jottom, Dodge New York re- 


gional sales manager. Medinger became 
a Dodge dealer in 1931. 


permitted. He is told that they | (Lincoln-Mercury) has been elected| sport store — everyone he comes 
need variety on their used car lot| president of the Hancock County|in contact with is asked to send | 
and that they want his car. They | (O.) Dealers Assn. for the coming| him some business. With Spencer | 
like: his car and probably don’t | year. prospects are never sold, they buy.| at that time asked to send him 
have any just like it on the lot. Other new officers are L. C, La- Each salesman participates in | some business. 

If the surprised prospect calls|tham (Oldsmobile), vice-president,| the delivery of the unit he has | Spencer leaves his cards, when 
their attention to a bad tire or/and Karl Kahlo (International), sec-| sold and each customer is called | on a trip, at restaurants and serv- 
a rip in the upholstery they! retary and treasurer. by the salesman in a week and ' ice stations and last year had a 









“There’s no slack season for me!” 


I don’t depend 
on automobile 
sales alone — 









Dozens of smart dealers through- 
out the country have already dis- 
covered this ideal way to keep 
yearly profits evenly distributed. 
You who have the proven ability 
to sell... and with practically no 
increase in personnel or facilities 
---Can now gain extra profits from 
selling STEWART Mobile Homes. 


VAST MARKET 


Nearly two million Americans are residents 
of mobile homes. In 1955, approximately 
96,000 coaches were sold at a retail 
sales figure of nearly $400,000,000. 
Why don't you share in this great market? 
Be a franchised Stewart dealer and cash 
in on plus profits month after month. 


EASY FINANCING 


Stewart Coaches are recognized by all 
well-known trailer financing firms. Re- 
quirements as to sturdiness, long life, high 
resale value, and backing by a well 
established financially responsible manu- 
facturer, have been fully met. For qual- 
ified dealers, we can arrange financing. 


ACCEPTED LINE 


Stewart Mobile Homes ...seen and 
bought everywhere... are accepted as 
one of the very best manufactured to- 
day. A complete line of coaches, With 
merchandising aids that back you up, will 
assure you, as an exclusive Stewart dealer 
in your area, of real sales potential. 





STEWART COACH INDUSTRIES, INC. 
Department AN e Bristol, Indiana 


For details, write, 
wire or call today. 





customer drive in 180 miles to 
buy a car. 

“Most prospects already are in- 

terested in the product when they 
| come in,” Spencer said, “but what 
we do after that makes our busi- 
|ness different from other Dodge 
| dealers.” 
For instance, Spencer tells his 
|sales staff that it is safe to talk 
| about the weather, the atom bomb 
and farm crops but that’s about 
all, 

They sold a lady who had been 
to another dealership because its 
salesman mistook her father for 
her husband. She had picked out 
the car she wanted and later 
returned with a man whom she 
introduced. The salesman took it 
for granted he was her husband. 

She resented the implication, 
went to Feld and bought the 
car. It happened that the father 
told Spencer this in_ recalling 
how he had told his daughter to 
pick out the car she wanted and 
he would pay for it. 


This should prove to the most 
| downhearted that good salesman- 
ship will make sales and profits 
today and tomorrow as it has in 
the past. A firm can be neck and 
| neck in product with not 1 percent 
| difference but one can be 100 per- 
|cent ahead in salesmanship. 


| 
| 
} 





‘NADA Dinner 
‘Draws Raft of 
‘Factory Aides 


(Continued from Page 2) 





still advertise in “a razzle dazzle, 
| blatant fashion.” 

The directors expressed their 
appreciation to Better Business 
Bureaus across the nation for 
their assistance in the ad cleanup 
so far, and noted that a majority 
of 150 local associations report- 
ing on the advertising situation 
said they had seen marked im- 
provement in dealer ads and sell- 
ing tactics. 

The new program will be headed 
by Frank Yarnall, chairman of 
NADA’s advertising ethics commit- 
tee. 
| In other actions, the NADA board 
authorized a special insurance com- 
mittee to move ahead with plan- 
| ning a new life and major medical 
| insurance program for members, 
and approved plans for more fre- 
quent management conferences at 
points closer to dealers. 

Directors also okayed plans for 
new personnel relations bulletins. 


Chrysler Hires 
Phileo Ex-Chief 


DETROIT. — James H. Carmine 
has been appointed as a consultant 
to Chrysler Corp. on merchandising 
and marketing. 


Carmine retired as president of 
Philco Corp. in April after 33 years 
with the company. He continues as 
an active member of Philco’s board 
of directors and finance committee 
and serves as a special consultant 
on merchandising and marketing. 

Carmine joined Philco as an auto 
storage battery salesman. After 
several years in the East, he went 
to Chicago in 1932 as midwest sales 
manager. In 1939 Carmine trans- 
ferred to Philco headquarters in 
Philadelphia as assistant general 
sales manager and successively 
held the positions of general sales 
manager, vice-president of mer- 
chandising, vice-president in 
charge of distribution, executive 
vice-president, and president. 


Buick’s ‘APE’ Expedites 
Parts to Western Plants 


FLINT. — Buick is employing 
an “APE” to get parts out to its 
western assembly plants faster. 

The “APE” is a new train 
called an automotive parts ex- 
press which has cut twe full days 
off shipments from Flint to west- 
ern and southwestern assembly 
plants. 


Worked out by Buick traffic 
officials and dispatchers of the 
Chesapeake & Ohio Railroad, the 
APE consists of a full train of 
automotive parts which is organ- 
ized in Flint, thus avoiding two 
days of organizing and classify- 
ing the train Grand Rapids 
and Plymouth, h. 
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In Philadelphia, buying begins at home 
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<1 The Bulletin goes home...delivers more copies 
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., | to more people every seven days in 

fter 


“: | Greater Philadelphia than any other newspaper 
aan 
rely 
am Practically all buying in Greater Philadelphia begins at home with the entire family in 
ive on the decision. And the family newspaper is The Evening* and Sunday** Bulletin. 


The Bulletin packs selling power throughout a market noted for its buying power. 
Philadelphians like The Bulletin. They buy it, read it, trust it and respond to the 





ing advertising in it. The Bulletin is Philadelphia’s home newspaper. 
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er. * Largest evening newspaper in America ** R.O.P. editorial and advertising color 
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ays ADVERTISING OFFICES: Philadelphia, 30th and Market Streets + New York, 342 Madison Avenue 
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In Philadelphia nearly everybody reads The Bulletin 
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AUTOMOTIVE 


AUTOMOTIVE NEWS PLATFORM 
we 1 |. Fair and equitable contracts between manufacturers and dealers in 
A motor vehicles, parts and accessories; 


{ 2. Every dollar of ine and oil taxes, collected by states and federal 
t governments, applied to the building and maintenance of highways; 


R 1 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


Weed Out the Blind Spots 
In Selling Operation 


oo look for blind spots in your trading techniques? 
Most of us have some. There are times when we can 
afford them, and times when we cannot. 


In a market like this, dealers can afford darned few. 


In the trading business, a blind spot is a belief—right or 
wrong—that keeps a dealer from making the most of his 
opportunities. 


A typical blind spot, frequently voiced, is this: 


“Those big old Blurper Eights aren’t worth the money 
they’re bringing. I wouldn’t give $200 for one on a trade- 
in.” 

But the going price is $800, and the blind dealer just sets 
up the deal for his competitor down the road who allows 
the going price and makes a profit. 


In this case, the first dealer might well have been right, 
but the Blurper Eight has been so well merchandised that 
enough customers are sold on the product and overlook the 
deficiencies. 


Then there is the dealer that says this car or that won’t 
sell, yet other dealers are selling it. So they have more 
selling opportunities on their own product. 


Other dealers get in the habit of selling against this car 
or that and, if they are at a price disadvantage, they sit and 
brood instead of hunting and selling. 


It is human for us to develop these little habits, preju- 
dices and tabus. When business is going in high gear, they 
don’t hurt too much. 


But when every deal and every dollar counts, it is time 
to sit down and look for blind spots. Make a list of the stock 
phrases and beliefs expressed around your shop. Are they 
sound, or just personal prejuducies? 

You may find that they are chains which needlessly 
shackle your selling operation. 
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Omaha— | 


Harmer; San Antonio—J. H. Reed: San Francisco— | 
Dunkin; Spartanburg, S$. C.—L. D. | 








Coming 
Events 


Dealer Conventions 


June 25-27 — Michigan Automobile 
Dealers Assn., Hotel Olds, Lansing. 


June 28-July I—New York State Automo- 
bile Dealers, Inc. Directors and County 
Vice-Presidents Sprin Meeting, Lake 
Placid Club, Lake Placid, N. Y. 


July 26-28—Annual Summer Meeting, Au- 
tomotive Trade Assn. Managers, Benja- 
min Franklin Hotel, Seattle, 


Aug. 26-27—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah, 

Aug. 26-29—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 


Sept. 7-9 — Maine Automobile Dealers 
= Marshall House, York Harbor, 
e 


Sept. 17-18—Minnesota Automobile Deaiers 
Assn,, St. Paul Hotel, St. Paul. 

Sept. 18-19—South Dakota Automobile 
Dealers Assn. Mitchell, S. D. 

Sept. 23-25—Colorado Automobile Deal- 
er's Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 23-25 — Texas Automotive Dealers 
Assn., Commodore Perry Hotel, Austin. 

Sept. 24-25—Wisconsin Automotive Trades 


Assn., Hotel Schroeder, Milwaukee. 
Sept. 26-28 — New Jersey Automotive 
Trade Assn., Chalfonte-Haddon Hall, 
Atlantic City, 

Sept. 30-Oct. 2. — Tennessee Automo- 
tive Assn., Gatlinburg, Tenn, 


Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 

Oct. 4-5—25th Annual State Convention, 
Kansas Motor Car Dealers Assn., Baker 


Hotel, Hutchinson, Kansas. 
Oct. 1426—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 


mond. 

Oct. 21-22—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Cklahoma City. 
Oct. 21-23—Automobile Dealers Assn. of 
Alabama, Inc., Buena Vista Hotel, 
Biloxi, Miss. 
Oct. 21-23—Florida Automobile Dealers 
—. Fort Harrison Hotel, Clearwater, 

3. 

Oct. 21-23—Tenth Annual Convention, Ne- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Oct. 30-31 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria. 

Nov. 3-5—Texas Independent Automobile 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 

Nov. 11-13—Kentucky Automobile Dealers 
Assn.. Seelbach Hotel, Louisville. 

Nov. 13—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland. 

Dec. 4—Utah Automobile Dealers Assn., 
Salt Lake City. 

Jan. 26-30—40th annual NADA _ Conven- 
tion and NAD Equipment Exhibition, 
San Francisco, n . 


Auto Shows 


Nov. 10-17—International Autorama, Com- 
mercial Museum, Philadelphia. 
Dec. 8-i6—National Automobile 

Coliseum, New York. 

Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 

Jan. 19-26—Pittsburgh Automobile Show, 
Hunt National uard Armory, Pitts- 
burgh. 

Jan. 19-27—Detroit Auto Show, State Fair 
Coliseum, Detroit. 

Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 9-16—Albuquerque Auto Show, Coli- 
seum Bldg., State Fair Grounds, Albu- 
qureque, N. M. 

Feb. 9-16—Milwaukee Auto Show. 

. *¢ * 


General 


July 18-19 — Truck-Trailer Manufacturers 
Assn., Eighth Annual Summer Meeting, 
Edgewater Beach Hotel, Chicago. 

July 26-28—Automotive Trade Association 
Managers Meeting, Benjamin Franklin 
Hotel, Seattle, Wash. 

Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 
Edgewater Beach Hotel, Chicago. 
(See CALENDAR, Page 56, Col. 4) 
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30 Years Ago... 
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Automotive Cartoon 


Of the Week 


"Why not try that on a few doors, Harold?” 


Letterbox 






An Indian, Not a Chief 


It would be a pleasure to know 
personally the man who advertised 
his services in the May 21 AuTomo- 
tive News as follows: “What have 
you to offer a man with no college 
education?” He goes on to identiry 
himself as the type of worker who 
might be regarded as an Indian 
rather than a chief. 


I like his reference to the experi-| 


ence that cannot be.taught in col- 
lege. I have had about 28 years of 
this same kind of experience, and 
I do not feel the least bit inferior 
when among automobile men. 

In fact, one of my favorite re- 
marks to the customer is, “I did 
not have money to study law, so 
I don’t make a dime winning ar- 
guments. It is only when you see 
my sleeves rolled up changing 
over license plates from some 
shabby job to one of these sharp 
Bob Lynch cars that I am mak- 
ing money.” 

It seems in order to confide in 
Automotive. News, so I will confess 


The Big Stories 


Production of motor vehicles in the United States and Canada in 
May, as reported to the Department of Commerce, was 394,781 and 
51,374 trucks, of which 371,595 cars and 48,082 trucks were made in 


the U. S. 


The Flint Motor Co. has contracted to sell to General Motors its 
automobile assembly plant at Flint for a consideration understood to 


be close to $4 million. 


Another monthly production record for Chevrolet cars was shat- 
tered in May when the Chevrolet Motor Co. produced 74,617 auto- 


mobiles, the largest single month’s production 


history. 


in the company’s 


The first shilling-in-the-slot gasoline pumps for use by night drivers 
have been installed in England. After the coin has been inserted, the 
only thing necessary is to pull a knob and the gasoline is delivered. 

Announcement of price cuts ranging from $15 to $45 on all Ford 
models strengthens the rumor that Henry Ford is preparing to bring 
out a low priced six-cylinder model. 


—From the files of Automotive News. 





‘Right Attitude... . 2 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor,. Automotive News, Detroit 26, Mich. 





| that I do sometimes have a tugging 
at my heart for having missed the 
superfinish of social grace with 
which our fine institutions of learn- 
ing seem to be able to endow our 
sons and daughters. 

Maybe if my two sons do not be- 
come priests, they will want to be 
automobile dealers. You may take 
this seriously; I believe in the need 
for good ones in both fields. If they 
choose the latter, and I am still 
around, I might feel disposed to 
encourage college or university 
training, or I might be forced to 
hand them each the old scuffed and 
worn Do-It-Yourself Kit, that my 
Dad let me use back in the depres- 
sion days, 

I am still using some of the old 
tools, and they turn out the slickest 
greenbacks that anyone’s family 
could ask for. 

At any rate, I regard this fellow 
very highly, and if I had the need, 
facilities or opportunity for such a 
chap, he would be invited to join 
my organization fast.—Rospert S&. 
LyncH, Bob Lynch Motors, Rock- 
ford, Ill. 


* * * 


The Better Deal 


I liked the article in Better 
Homes and Gardens on the subject 
“How to get the best deal on & 
new car” and I wonder why D. D. 





Williams, of Kelley Williams, 
Kansas City, took exception to it. 

I have read dealer advertising in 
many cities. It has been a long 
time since I have seen a dealer 
advertise the merits of his car. 

All of the advertising says “We 
give a longer and better deal than 
any other dealer.” I know from my 
radio that all soaps wash whiter 
than all other soaps, so perhaps all 
dealers give a better deal than all 
other dealers. 

From its title it would seem that 
Better Homes and Gardens is 
merely cooperating in carrying the 
message found in the dealer’s ad- 
vertising.—G. F. Atcort, Blooming- 
ton, Ill. 
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Planning for tomorrow - Producing for today! 


For a third of a century Bendix Products Division has 
demonstrated time after time its ability to not only 
meet current production demands, but to actually 
anticipate future automotive requirements. 

For example, Bendix* Power Braking and Power Steering 
are today two of the industry’s most popular new car 
features because Bendix started planning them years ago. 


Likewise, new products now being developed at Bendix 


% 


eiaih le 


Products Division may well be expected to make auto- 
motive headlines on future new car models. 


That this Bendix program of constant progress will 
continue is a certainty because looking ahead plays 
such a very important part of the job at Bendix. 


*REG. U. S. PAT. OFF. 
BENDIX oivision SOUTH BEND torana 


Export Sales: Bendix International Division, 205 East 42nd Street, New York 17, N. Y. 


by. 


AVIATION CORPORATION 
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Bendix Power Brakes 


POWER BRAKING e CONSTANT VELOCITY UNIVERSAL JOINTS e HYDRAULIC REMOTE CONTROLS 


BRAKES e POWER STEERING e 
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Canadian Budget 
Soars to Record High 


By M. L, Schwartz 
Staff Correspondent 

Canadian road builders face the 
busiest year in their history, the 
Canadian Good Roads Assn. here 
forecast in a review of road- 
building budgets. 

For the first time in history, 
total road budgets for all gov- 
ernments, provincial, municipal 
and federal—have passed the 
$700 million mark. 

The association estimated in the 
survey that road and street bud- 
gets total more than $720 million 
compared with $637 million in 1955 
— up 13 percent. 

Provinces now spend more for 
roads than for any other item in 
their budget, the survey shows. 
Expenditures for health and wel- 
fare rank second, while education 
is third. 

The provinces, which will spend 
67 percent of all the money ear- 
marked for roads this year, have 
almost quadrupled their expendi- 
tures from $127 million in 1946 to 
$487 million in 1956. Municipal | 
governments this year will spend 
$156 million, compared with $142 
million in the preceding year. 

One notable aspect of road bud- 
gets during past several years has | 
been the steadily rising highway 
activities of the Federal Govern- | 
ment, increasing its road expendi- 
tures from $47 million in 1955 to 
$63 million in 1956. 
About half of the Federal monies | 
will be devoted to contributions 
to the provinces under the Trans- 
Canada Highway Act and con- | 
struction of the Trans-Canada} 
Highway through the _ national | 
parks. The Department of National 


Selling of Safety 
to Public Called 
Spectacular Flop | 


Selling the public on safety has) 
been a spectacular flop, some 50 
Kansas newspapermen were told in| 
Topeka, Kans., in the first News- 
paper Seminar on Traffic Safety 
ever held in the nation. 

Paul Jones, public information| 
director of National Safety Council, 
said that was the reason America 
is losing the war against accidents. 
He said “nobody wants to win it.”| 


Jones admitted safety education 
lacked two things — an organized 
movement of citizens and “a touch) 
of glamour.” 

Kansas Gov, Fred Hall promised | 
a@ crackdown on unsafe drivers, | 
saying most accidents are caused) 
by either “fool drivers” or “careless | 
drivers.” 

He said the state is considering | 
more maximum-speed-limit zones, | 
since Kansas does not have a state- | 
wide maximum speed law. 

Kenneth Neu, representative of 
the American Assn. of Motor Vehi- 
cle Administrators, said “the nut) 
who holds the steering wheel is| 
the busiest gravedigger,” and sug-| 
gested better driver’s license laws. 

* ” > 








Fools’ Proof 
Will Safety Devices Lull 


Auto Drivers? 


Allan G. MacNab, Ontario 
Registrar of Motor Vehicles, has 
told the Oshawa (Ont.) Junior 
Chamber of Commerce that the 
solution —-“if there is one”—to the 
traffic accident problem lay in the 
realm of public awareness of the 
Hazard. 

“All the laws in the world will 
not make our roads and highways 
safe unless individual motorists 
want to have them safe and know 
exactly what each driver must do 
to achieve this goal, he said. 

“Much has been said and written 
lately about special safety devices 
in cars. There is, in fact, some | 
danger that they may lead to over- 
confidence on the part of a new 
generation of drivers who will get 
the idea that cars are so fool-proof 
that even fools can drive them,” 
said MacNab. 


Defense will spend $11,300,000 on 
the Northwest Highway System. 

Despite readily rising budgets 
for roads and streets, moderni- 
zation and development pro- 
grams have been falling behind 
the tremendous growth in motor 
vehicle registrations in Canada. 

Where in 1945 there were 11.4 
motor vehicles per surfaced road 
mile, there were 18.0 in 1953 and 
19.0 in 1954. 

Canadians, too, continue to use 
the automobile for travel more 
than any other people with the 
exception of Americans. 

The association estimates motor 
vehicle travel almost doubled from 
17,600 million vehicle miles in 1948 
to 34,900 million vehicle miles in 
1955. 

Motor vehicle travel in Canada 
last year was thus equivalent to 
7,000,000 individual car trips on 


THEY SHOP IN TOWN JOURNAL 


the 5,000-mile Trans-Canada 
Highway from St. John’s New- 
foundland, to Victoria, B. C. 

The average Canadian travels 
about 8,600 miles each year in his 
car and uses about 570 gallons 
of fuel in the process. 

Given suitable weather condi- 
tions, the association said, a rec- 
ord volume of road and street 
work will be completed during the 
current building season, though 
a shortage of highway engineers 
continues to place restrictions 
upon the speed with which the 
program can be carried out. 

a * > 


Human Error Kills 

Human error has been blamed by 
W. M. V. Ash, Canadian Highway 
Safety Commissioner, as responsi- 
ble for 92 percent of highway fatali- 
ties. He said speed and power do 
not kill unless a driver allows them 
to become greater than his ability 
to control. 

+ as 2 


Glare of Sun Termed 
Major Safety Hazard 








NOR 
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During the 1918 gas shortage, 
one motorist used natural gas to 
run his car. 





strain of driving against the glare! 
of the sun, is a major problem for 
motorists during the vacation sea-| 
son, according to the Sun Glass 
Institute. 

And the threat extends to night 
driving, the Institute asserted. It 





| expose their eyes to bright sunlight 
| with out the protection of sun 
| glasses can lose 50 to 90 percent of 


their night vision. 
+ = + 


Bluefield Ends License 

June 30, a five-year-old Bluefield 
(W. Va.) driving permit require- 
ment will be abolished. The city 
lawmakers said the permits consti- 
tuted “a nuisance tax” that has 
been replaced by a special services 
fee. They said they do not think 
a city drivers license is a fair tax. 
The permits cost $2 each. 

* * * 


Passage of Highway Bill 
Called Cause for Optimism 


“If an adequate highway bill be- 
comes law this year, we have good 
cause for optimism regarding the 
future of highway transportation,” 
P. D. McLean, assistant director of 
the National Highway Users Con- 
ference, told the Johnson City 
(Tenn.) and Jonesboro (Tenn.) Ki- 
wanis Clubs. 

McLean noted that Tennessee 
would benefit greatly by an ex- 
panded Federal Highway program, 
since the state needs about $380 





“Visual fatigue,” caused by the! contended that persons who over-| million of work on its highways. 
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Chrysler Dealer Driveaway— 


Biggest dealer driveaway since World War II took place at the Chrysler plant in 
Detroit when 112 Chrysler dealers from Ohio, West Virginia, Pennsylvania and Mary- 
land drove 115 Chryslers home. The dealers were the guests of Chrysler at a party, 
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where they were addressed by top division executives. 


Safety Award to Chrysler 


DETROIT. — The National 
Safety Council’s Award of Merit 
has been presented to the Nine 
Mile press plant of the automo- 


tive body division of Chrysler 
Corp. for completing 1,025,652 
man-hours without a disabling 
injury. 


Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

oS to a late higher 
court Gecision an automobile 
dealer who finances an automoible 
must have authority of the present 
lien holder to lawfully repossess 
the car, otherwise he is liable in 

damages to the purchaser. 

However, the dealer is liable 
only for actual damages, unless 
testimony shows that when re- 
possessing the car he was guilty 
of wrongful acts of violence, 
maliciousness or oppressive con- 
duct. 

For illustration, in Woodward 
Automobile Co. v. Tatum, 277 S. W. 
(2d) 943, the testimony showed: 
Woodward Automobile Co. sold to 
one Tatum a used Plymouth auto- 
mobile for $95 down and an install- 
ment note for $304, payable $12.50 
each two weeks. 


The note retained a lien on the 
car until payment and provided 


that in the event of default the 
lien-holder could mature the note 
and pick up the automobile and sell 
it, crediting the proceeds of the sale 
upon the note. 


+ + * 


Illegal Repossession 


OODWARD Automobile Co. en- 
dorsed this note with recourse 


Studebaker Truck Drive 
Adopts Price Theme 

SOUTH BEND.—Price advan- 
tage is the theme of a 60-day 
marketing program for Stude- 
baker Transtar trucks, which 
began last week, according to 
William A. Keller, general sales 
manager. 

He said 500 dealers are co- 
operating in the campaign which 
is designed to build dealership 
floor traffic for Studebaker’s 
volume truck, the half-ton units. 


sells the whole 
Countryside Market... 
Town and Farm 


In full-page, full-color advertisements in the June issue of both Farm 
Journal and Town Journal, Chrysler spells out the design features 
of its bright new line of cars for 1956. Why does Chrysler advertise 


in this combination of magazines—the Countryside Unit? 
Because every month more than 5 million copies of the Countryside 
Unit reach and influence the biggest single automotive market in 


America—countryside America. 
More than 22 million families live beyond the metropolitan centers 


—in countryside America. They own and operate nearly half of 


America’s cars and 65% 


of all the trucks. 


Almost 73% of the 


nation’s automobile and truck dealers do business in countryside 
America, serving the very families that see and read Farm Journal 


and Town Journal. 


This is market penetration—merchandising force—unequaled by 
any other national publication in this important area. Dealers like 
this advertising, too, because it assists them by preselling their best 


customers and prospects . . 


. and in keeping them sold. After all, 


the Countryside Unit has impact on the community much like a 
local newspaper—gives dealers the local support they want. 


People like to read advertising in magazines 


SD” A Home for Real Countryside Living 
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to General Finance Co. Tatum be- 
came delinquent two payments on 
the car note and Woodward repos- 
sessed the automobile by removing 
it from in front of Tatum’s house. 
Tatum sued Woodward for dam- 
ages, including exemplary damages. 

In subsequent litigation the 
higher court held that Woodward 
illegally repossessed the automo- 
bile from Tatum because the for- 
mer had no. authority from Gen- 
eral Finance to repossess the 
automobile. 

Therefore, the court held Wood- 
ward liable to Tatum for $232.50, 
actual value of the repossessed car. 

However, the higher court re- 
fused to award Tatum any exem- 
plary damages, and said: “The 
conversion of property may be ac- 
companied by such wilful acts of 
violence, malicious or oppressive 
conduct as would subject the wrong- 
doer to exemplary damages. How- 
ever, we do not find evidence of 
any acts of violence, maliciousness 
or oppressive conduct as would 
subject the defendants (Woodward 
Automobile Co.) to exemplary 
damages.” . a 


Dealer’s Promise 


NOTHER important point of 

law decided by this higher court 
is that a promise made by an auto- 
mobile dealer to not resell a repos- 
sessed automobile is valid and 
enforceable. In this case Tatum 
testified that she went to the car 
lot and made an oral agreement 
with Woodward whereby the latter 
agreed not to dispose of the car 
until Oct. 14. However, Woodward 
resold the automobile Oct. 11. 

This court held: “The question 
is whether defendants (Wood- 
ward Automobile Co.) agreement 
with plaintiff (Tatum) to hold the 
car until Oct. 14 was supported 
by consideration and enforceable. 
Plaintiff (Tatum) agreed that if 
defedants would hold the car 
until Oct. 14 she would pay the 
two installments in arrears, with 
an additional sum of $5. We 
believe that this constituted an 
adequate consideration. 

“The agreement to hold the car 
until Oct. 14 was valid and when 
defendants (Woodward Automobile 
Co.) breached the agreement and 
sold the car on Oct. 11 they con- 
verted it at that time. From the 
foregoing it follows that defendants 
(Woodward Automobile Co.) were 
nevertheless guilty of a conversion 
of the car on Oct. 11.” 


Ariz. Truckers Upheld 


In Leasing Decision 

PHOENIX, Ariz.—Arizona’s Su- 
preme Court has upheld unani- 
mously a lower court decision that 
persons renting trucks and trailers 
to Southwest Lumber Mills, Inc., 
were not motor carriers. 

In its opinion, the court held that 
such truckers had a lease agree- 
ment with the company and were 
not subject to license taxes under 
the State motor carrier act. 


Isbrandt to Direct 
AMC Engineering 


DETROIT. — R. H. Isbrandt has 
been appointed engineering director 
for American Motors, it is an- 
announced by Meade F. Moore, 
automotive engineering and re- 
search vice-president. 

Formerly chief 
design engineer 
for AMC’s auto- 
motive division, 
Isbrandt was 
named executive 
engineer early 
this year. He pre- 
viously served 
with Nash as 
chassis designer 
—_ 1929 to 1936. 

brandt joined 

B. Hi. lsbrandt Firestone in 1936 
as assistant automotive research 
engineer, and later became vice- 
president and general manager of 
Firestone Aircraft. 

In 1947, Isbrandt joined Kaiser- 
Frazer as chief chassis engineer 
and became the company’s chief 
aircraft engineer in 1949. 


Canada’s Imports Drop 
OTTAWA.—U. S. motor vehicles 
entering Canada in first four 
months this year totalled 292,706 
units, a decrease of 1 percent from 
last year in this period, the Cana- 

dian Government has reported. 





Typical automotive installation. Note how 
Purolator Dry-Type Micronic Air Filter 
helps preserve low “profile” of engine. 


Now... from Purolator 


POSITIVE DIRT 


With Std. 
Air Cleaner 


1 | 


With Positive Dry-Type 
Purolator Micronic 
Air Filter 


Oil ring comparison. Rings shown from Chrysler 300’s after Above — Chrysler Type 300 that won two championships in 1955 
100-mile Dirt-Track NASCAR operation. Note ring at right and is leading in points for 1956. Sponsored by Mercury Outboard 
from engine with Purolator Air Filter is virtually new-clean. Motors. 











CHRYSLER 300 ENGINE COMPARISON 
AFTER 100-MILE DIRT-TRACK RACE 


Engine Part 


Cylinder Wear 


Top Ring Gap Increase .093” 
Top Ring Land Increase .029” 
Oil Ring Gap 


Piston Top 


Piston Top Wear 


Compression 


Horsepower 


Crankshaft 


Rod & Main Bearings 


Carburetor 


As presented in SAE paper 
by John Cox and Herbert Otto. 


CAR B—with Positive 
Dry-Type Purolator 
Air Filter 


CAR A—with 
Standard Air Filter 


.030” .00028 

No Increase 

No Increase 
.078” No Increase 

Baked Clay 

.007 Diametral 

40 Ibs. Loss 


Carburetors clogged 
Further running 
impractical 


No Deposit 
No Change 
No Change 
No Change 


Egg-shaped 

Replaced Shaft 
Required Replacement 
Orifices Plugged 


Data submitted by Kiekhaefer Corp., manufacturers of Mercury Outboard Motors 


NOTE OVER-ALL SUPERIORITY OF CAR “‘B” 


Note significant over-all superiority of engine equipped with 


positive dry-type dirt filter. Write for Purolator Brochure A-625 


“‘Dirt-Proofing Engines with Positive Air Filtration.”’ 





New dry-type Micronic air filter by Purolator 


‘ ghows amazing results... 


The New Purolator Dry-Type Micronic Air Filter 
shown in the car above is born of wartime experi- 
ence in designing and building dry-type air filters to 
protect precision aircraft instruments; it is backed 
by more than 30 years’ experience in the production 
of filters of all types. 


Tests, in NASCAR Grand National Championship 
Events, show that with the advent of this new air filter 
another source of engine wear has been minimized. 


In fact, Purolator’s new. Dry-Type Micronic, un- 


der normal operating conditions, is capable of re- 
moving more than 99% of all foreign substances 
from the air that enters the engine. 


Other indicated advantages are lower power-drop 
at all engine speeds . . . lower initial installation and 
service costs . . . more compact design—greater 
under-hood efficiency. 

Purolator engineers invite inquiries, extend lab- 
oratory and design facilities to all who wish to 
obtain further information. 


PUROLATOR PRODUCTS, INC. 


Rahway, New Jersey and Toronto, Ontario, Canada 


INDUSTRIAL WIRE CLOTH PRODUCTS CORPORATION —A division of PUROLATOR PRODUCTS, INC. 


Wayne, Michigan. 











**Purolator’’ and ‘‘Micronic,’’ Reg. U.S. Pat. Off. 











— new generation has put the 
top down again. Yesterday my 
secretary came in after lunch and 
said: “How do you like my new 
sports car coat?” 

I asked her if she knew some- 
one with a sports car. “Not yet,” 
she said. But she will. Because 
the sports car seems to be coming 
into its own. 

Going at top speed with the wind | 
in your hair has always. been 
synonymous with youth—no matter | 
what the vehicle. So I was inter- 
ested in the remarks at a recent | 
meeting of the American Psycho- | 
analytic Assn.: 

“Hot-rodders are the outcome of 


| 





sped through a moon-silvered night 
with his best girl, her hair blowing 
in his face. Or, I wonder if he ever 
read anything about the history of 
automobile racing. 


Ever Since 1894 


been the spur to experimentation, 
the basis for improved automotive 
design and good publicity for the 
industry. 
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recapture the delights of infancy | 


. the urge to rejoin dearly be- ~ 


loved parents, lost through death 
or separation.” 


I wonder if that psychiatrist ever 


* * * 


ACING cars, the guinea pigs of 
the automotive industry, have 





Ever since the Paris-to-Rouen 
race in 1894, the first organized 
automobile race, when there were New Home for Gibson— 
only five manufacturers in the This is the new headquarters of Floyd Gibson (Ford) in Tulare, Calif. The grand 
world able to produce a finished | opening featured a “Gibson Girl" contest, a mile-long parade of Ford cars and 
automobile — Benz, Daimler, | trucks and an open house. 

DeDion-Bouton, Panhard- |— i -- ——— 


Levassor, and Peugeot—publicity | : . : ‘ f 
has been a major incentive, In |And two years later, as a promo-/|was no precedent as to what con- 


the early years top officials — | tion scheme, the Times Herald| stituted an automobile. The 
men like Walter C. White—raced | staged the first American automo- | DeDion-Bouton, which actually 
their own cars. | bile race. Duryea as winner, es-| came in first was given third prize 
Americans became car-conscious | t@blished a new world record at/as a compromise, because it was a 








unsolved childhood problems . . .|when a Daimler was displayed at | 5.05 mph. tractor hitched to a regular vic- 


swift acceleration is the desire to| the Chicago World’s Fair in 1893. Judging was tough because there | toria carriage. Thus started the de- 





Sell the high dent-resistance 


of Stai 








nless Steel 





the Eight 
Hag dot Lave, 


\ M 





Tell new car buyers that stainless steel trim, unlike less 
versatile metals, is functional as well as decorative. 

A good talking point is the common use of stainless 
steel for body moldings. Because stainless steel is solid, 
tough, inherently strong, it withstands the impact of park- 
ing lot bumps. It protects body surfaces from dents and 
scratches—helps to prevent paint from chipping off 
doors and fenders. 

The extremely high dent-resistance of stainless steel is 
a big point in your favor when it comes to costs of recon- 
ditioning cars for resale. The trade-ins that require the 
least amount of renovation—the ones that have kept their 
good looks—the ones that move fast—are the cars that 
shine with stainless steel brightwork. 


There is Don’t forget the ‘“‘bonus benefits” of stainless steel. It 


will never chip, crack, flake, or peel off. It is famed for 


a big difference corrosion-resistance. It withstands harsh cleaners and 


snow-melting compounds. 


in bright trim Know the stainless steel trim on your product. Check 


your manufacturer’s parts list. Then sell them by telling 
them about stainless steel —the brightwork they don’t 


—look for it have to “baby.” 


REPUBLIC STEEL 


General Offices e Cleveland 1, Ohio 








sign trend away from the horseless 
carriage. 


» 


The ‘Hot Rod’ Look 


ACE cars began to look pretty 

much like the_ stripped-down 
hotrods of today, and didn’t chang: 
much until after the early days of 
the Daytona-Ormond Beach and 
Vanderbilt Cup era. 

Then on the heels of World Wa: 
I came the foreign racing car in 
vasion. Cars like Peugeot witl 
drivers like Dario Resta held the 
lead until 1920, when Gaston Chev 
rolet, driving the Monroe designed 
by his brother Louis, won at In 
dianapolis. American race car de 
velopment had finally outstripped 
that of Europe. 

Gradually race cars became 
more streamlined. Engineers 
started to talk about wind re- 
sistance until in the late twenties 
we had cars like the fairly sleek 
White Triplex, in the late thir- 
ties Capt. George Eyston’s Thun- 
derbolt, looking like a modern 
airliner without wings, and in the 
late forties, John Cobbs’ Railton, 
which now — almost ten years 
later — looks like something just 
off the drawing-board for a 
rocket ship. 

But sports cars—-the toned down 
versions of race cars—-built for or- 
dinary roads, not tracks, beaches 
or salt flats, lagged behind. They 
were for the wealthy few. Mass 
production that gives more people 
more and better cars does not fos- 
ter the handcrafted automotive 
jewels like today’s Italian Ferrari 

Although Ferrari says he looks to 
America for 50 percent of his sales 
he makes only 80 cars a year 
cost: From $9,000 to $14,000 each. 


Historic Repeat 

ISTORY seems to be repeating 

itself. Just as we had an influx 
of foreign racing cars after the 
first world war, now following 
World War II we are being in- 
vaded by the foreign sports car. 

According to history, we should 
soon develop sports cars that sur- 
pass them-—-and mass-produced at 

that. It looks as if we'd started. 
With continued prosperity and bet- 
ter highways, it seems like a sure 
thing. 

P. S. Well, I expect my secre- 
tary will get to ride in that sports 
car, all snuggled down with the 
wind in her hair. And, in spite of 
the psychiatrists, I'll bet the last 
persons she'll be wanting to join 
will be her parents. She'll proba- 
bly marry the guy and I'll be 
placing a want ad again. 

Then, some noon, the girl who 
answers that ad will come tripping 
in on her little high heels to ask: 
“How do you like my new moon- 
rocket reefer?” Ah, Youth! And 
their unsolved problems! 


AERA Conclave 
Sets Attendance 


Mark at Chicago 
CHICAGO. More than a thou- 


|sand members and guests from 





practically every state in the Union, 
as well as Canada, Mexico, British 
Honduras and Venezuela, attended 
the 34th annual convention of the 
Automotive Engine Rebuilders 
Assn, here. All previous attendance 


| records were broken. 


Ninety-eight manufacturers of 
automotive replacement parts, shop 
equipment and related subjects par- 
ticipated in the convention. Equal 
time was divided between the pro- 
gram sessions and booth confer- 
ences. 

The following officers were 
chosen for the ensuing year: 

President: H. A. Torgis, Toronto; 
first vice-president: Fred A. Lam- 
bert, Los Angeles; second vice- 
president: Leonard Connett, New 
Orleans, and treasurer: C. W. 
Yount, Indianapolis. 

New directors chosen for a three- 
year term were: L. M. Lee, Marsh- 
field, Wis.; Thos. H. Reynolds, 
Youngstown, O., and W. P. Smith, 
Lexington, Ky. 

E. R. Sluggett, Detroit, was re- 
elected for a three-year term as 
director. 

The association’s 35th annual 
convention will be held in the 
Sheraton-Cadillac Hotel, Detroit, 
next May 12-15. 

Yount, an official of AERA since 
1925, was presented with a bronze 
plaque in appreciation for his serv- 
ice. 


AMERICA’S OUTSTANDING PERFORMANCE AUTOMOBILE 


It takes a lot of automobile to set the pace for the rough and rugged Pikes Peak Hill Climb. 
That’s why this beauty’s a natural to pace the assault on the Peak. Under her hood is the 
biggest bundle of dynamite in the medium price field . . . power aplenty to take the steep 
grade to the summit with ease. And for maneuvering safely at high speed through the 146 
hairpin curves enroute . . . mister, nothing can match De Soto’s full-time power steering. 


Naturally, we’re pushing De Soto’s power and performance story to the hilt. And there’s a lot 
to push—in February, a Daytona record for 6-passenger stock cars with production-model 
engines .. . on Memorial Day, a Speedway-sizzling performance as pace car for the famed 
Indianapolis “500” speed classic... and on July 4, pace-setter at Pikes Peak. It’s the kind of 
sales punch that’s paying off for DeSoto dealers where it counts most . . . on the showroom floor! 


ANOTHER REASON WHY IT PAYS TO BE A DESOTO DEALER 
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Burtrum’s Creed: ‘Friendly Selling’ a 








Bringing the Customers Back 


MIAMI, Okla, — C. L. Burtrum, 
general manager, Burtrum Motor 
Co, (Lincoln-Mercury), which has 
set an imposing sales record in its 
district, attributes much of his 
sales success to “being unquestion- 
ably the most accommodating au- 
tomobile dealer in the area.” 


Present and future prospects 
do not seem to bother Burtrum 
who also heads _ Burtrum- 
Woolston, Joplin and Carthage, 
Mo, and Burtrum Bros., Granby, 
Mo., and Vinita, Okla, all 
handling Lincoln-Mercury. 


last year’s figures he is generally 
selling about the same ratio as last 
year. 

In his area, Burtrum’s Mercury 
sales last year exceeded the sales 
of three dealers in one of the Big 
Three. He sold 59 percent of all 
cars sold in his price class, 57 
percent of all cars sold in the 
medium-price bracket and 60 per- 
cent more units in 1955 than all 





other dealers in a 60-mile radius. 
His highly profitable operation is 


based on selling all the time and | 


maintaining a constant friendly 
attitude, requiring the same from 
salesmen and maintaining a repu- 
tation for being “accommodating.” 
For instance Burtrum will loan 
a car to any customer whose car 
is laid up. This entails consider- 
able expense but it builds good- 
will, he says. 
He attributes part of his con- 


| Elizabethtown Dealers 
|Elect Hicks President 


Even though sales are down from | 


ELIZABETHTOWN, Ky. — Sam 
Hicks, (Pontiac), 


Automobile Dealers Assn., has been | 
elected president of the Elizabeth-| 


town Automobile Dealers Assn. 

Other officers are James L. Pate 
(Oldsmobile), vice-president; Sam 
Swope (Dodge-Plymouth), secre- 
tary, and Neil Judd (Buick), treas- 
urer. 


a director and| 
charter member of the Kentucky) 


| sistently high record of sales to} 
|a large backlog of satisfied cus- 


tomers who buy from him regu- 
larly. 

“We have any amount of repeat 
business,” Burtrum told AUTOMOTIVE 


and thumbing through it. 

“Here’s one,” he said. “This man 
| bought his first car from me in 
| 1948 and since then he has bought 
| 20 cars and pickups. He has a son 
|and a_ son-in-law and _ they’ve 
bought 20 cars. That’s three people 
who have bought 40 cars from me 
and that’s a lot easier than finding 
|40 people to sell a unit each. 
“These three use a lot of cars 
|and pickups in their business but 
| if they hadn’t got a good deal and 
were not satisfied with their treat- 
ment they would never have bought 
the second or third unit. 
| “We sell a lot of used cars, 
more than 100 a month. We have 
one customer who buys nothing 





News, pulling out a customer file 
| 
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| Deep-Tread Truck Tire 


Introduced by Dayton 


DAYTON, O.—Dayton Rubber 
Co. has developed a new deep- 
tread truck tire which, the 
company says, is made with the 
highest-t e nsile-strength rayon 
available and will give up to 55 
percent more mileage, more re- 
caps and better traction. 

Called the Dayon Thorobred 
Deep Skid, the tire has 30 percent 
deeper tread and a carcass of 
2,200-denier super cordura rayon, 
according to the company. 


but Buicks, but he comes here 
to get ’em.” 
Burtrum likes the 
| business and enjoys 
people and selling cars. 
each customer to send 
neighbors. 

One of the selling aids used 
recently was a five-minute televi- 


automobile 


He asks 
in two 


tion of Burtrum’s sales and serv- 
ice departments in Miami: The 


|}newspaper advertising. 





can make a profit,” Burtrum said, 


Here’s how and where Celanese 
Fortisan-36 rayon pays off 


LIGHTER! 


HIGH-PRESSURE HYDRAULIC HOSE 
Less weight for a given strength is the pay-off 
when FORTISAN-36 takes over here. Power trans- 
mission is more reliable. High tensile strength of 
this new fiber plus superior ability to withstand 
heat make hose safer as well. 


STRONGER! 


RADIATOR HOSE— Stronger than steel, pound 
for pound, FORTISAN-36 as reinforcing cord 
endows radiator hose with extra strength. It re- 
sists stretching, takes higher pressures than con- 


ventional fibers, is more flexible. 


STABLER! 


V-BELTS—“‘Infinitesimal change in cord length’’ 
is one V-belt maker’s report on FORTISAN-36’s 
performance. As reinforcement, this new Celanese* 
fiber won’t expand or contract under atmospheric 
changes or ‘“‘work.’’ Makes possible matching belts. 


Write for facts and figures on this sensational new 
Celanese rayon fiber made from saponified acetate—it 
can do a job for you. Ask for booklet TD20A. Celanese 
Corporation of America, Industrial Sales Dept., Textile 
Division, Charlotte, N. C. Branch offices: 180 Madison 
Ave., N. Y. 16; Pilgrim Sq. Building, 9 Overwood Rd. 


at W. Market St., Akron 13, Ohio (Tel.: TE 6-2392). 


*Reg. U.S. 


FIBERS FOR 


Pat. Off. 


Cc 
INDUSTRY 


FORTISAN* RAYON - FORTISAN*-36 RAYON - ARNEL* TRIACETATE+ ACETATE+ VISCOSE-RAYON 


talking to) 


sion movie explaining the opera- | 


firm also uses radio spots and 


“We never let a deal go if we} 


! 

|“and we love used cars and stock 
|a lot of them. We have ts have 
|a lot of variety both in models and 
|makes and even then we miss a 
| deal or so every day because we 
|don’t have the car a customer is 
| looking for. 

“One of the secrets of good 
used-car selling is to have the 
cars in good shape with hot 
batteries. Another thing, if we 
don’t have wha, a customer is 
looking for we are glad to get on 
the phone and locate it for him 
with some other dealer. People 
appreciate these small things and 
tell their friends and relatives.” 


Turning to another dealer prob- 
lem—color—he said, “Sure, we have 
trouble with colors, but we try hard 

|to sell what we have because we 
|}can make immediate delivery. I’ve 
had a man and wife flip a coin, 
at my suggestion, to determine the 
color.” 

Burtrum considers everyone as a 
prospect and also as a person who 
appreciates good service. He feels 
that most people like to buy in 
a friendly atmosphere, and he be- 
lieves in selling all the time. 

He drove into a gas station re- 
cently—he spreads his gas buying 
to increase his contacts and 
asked the attendant when he was 
going to buy a new car. The man 
said in about 60 days. Burtrum 
told him: 

“Get all the information you 
want, check prices, look at models, 
come to me and I'll give you the 
best deal.” 

The man showed up and 
bought. He had shopped and said 
some dealers had given him a 
packed price and others wouldn’t 
price their product at all. 

He told Burtrum the book value 
of his trade and said he had to 
have a little more and he knew the 
price of the car he wanted to 
buy. The deal was closed in a few 

| minutes. 


Burtrum sold the trade at a profit 
|and made a reasonable profit on 
|the new car. And because of the 
| way the deal was handled, he 
probably made the customer a 
friend for life. 





Called the Only 


Peril to Prosperity 


FLINT.—Too many persons think 
that business is bad—and that is 
the only thing bad about business 
today, according to Arthur H. Mot- 
ley, director of the U. S. Chamber 
of Commerce and president of 
Parade Publications, Inc. 

Motley spoke at the Flint Cham- 
ber of Commerce's annual dinner. 

“There has been too much public 
concern over expanded consumer 
credit, overproduction in certain 
lines, lack of dealer profit and the 
weakness of the independent auto 
producer,” Motley said. 
| “This has led to a general con- 
| viction that the automotive climate 
is overcast and soon the hurricane 
warnings will be hoisted. And if 
that happens, it will be our own 
fault. 

“The cure rests with the business- 
man himself. Look business facts in 
the face. There are plenty of rea- 
sons to change the forecast from 
‘storms tomorrow’ to ‘fair weather 
expected.’ ”’ 
| Motley noted that independent 
| appraisals of time payments indi- 
cated they were no higher in rela- 
tion to real income than any other 
time during the economic pros- 
| perity of the last decade. 

“Automobile manufacturers have 
introduced more realistic produc- 
| tion schedules and have recognized 
their duty not to flood the market,” 
Motley said. “And now dealers are 
getting more help from their manu- 
facturers than ever before.” 

Motley said big population in- 
|}creases foreseen in the next few 
years should lead to the sale of 
6.5 million to 7 million new cars 
annually. 


|Ford Fund Gives $58,750 
‘To 58 Universities 

DEARBORN. — Henry Ford II 
has announced that 58 colleges and 
universities will share $58,750 in 
| cost-of-education grants made 
| through the Ford Motor Co. Fund 
| scholarship program. 

The grants are made annually 
‘toward the general educational 
budget of eligible schools. 
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| OPERATION DEMONSTRATION | 


Co-Sponsored by National Automobile Dealers Association and LOOK Magazine 
A nation-wide used-car promotion September 6, 7 and 8 
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Here’s the biggest used car promotion ever! Just zine, on newsstands August 21st. This issue will 
when franchised dealers need it most, before new reach 19,500,000 people, one out of every six in 
model announcements. The theme—“The best:place your market. Your factories are solidly behind the 
to buy a used car is behind the wheel’’—gets results. | promotion. NADA is behind it, too, to help you get 
OPERATION DEMONSTRATION comes from a__ the kind of promotion you need at the time that 
great article “How to Buy a Used Car” which will you need it. Don’t miss your chance to cash in on 
appear in the September 4th issue of LOOK Maga- __ this hard-hitting, sure-sell promotion. 


FRANCHISED NEW CAR DEALERS—ORDER YOUR TIE-IN KIT NOW 
Kit contains: Deadline for orders is June 29 
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1. Gigantic colorful all-weather banner : 20 feet x 3 feet 5. 200 performance check sheets: 8%” x 11” 

2. Nine hard-selling posters : Two sizes G. 250 envelope stuffers: 3%” x 7%” 

3. Two service department posters: 68” x 16” 7. Newspaper ads and mats: 2200 lines, 600 lines, 300 lines 
4. Fifty windshield stickers: 4” x 5%” 8S. “OPERATION DEMONSTRATION” Sales Idea Book: 8%” x 11” 
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1eSs- 
phe This kit—one of the biggest promotion values ever offered dealers—costs $15 
Prom delivered—send your check today. To get your tie-in kit, write: Fred Talento, 
uther Automotive Merchandising Manager, LOOK, 488 Madison Ave., N. Y. 22, N. Y. 
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Indecision Costs Money .. . 





He Picks Volume; No Regrets 


ISHAWAKA, Ind. — “In select- 

ing an incentive program, a 

dealer has to decide what kind of 

an operation he’s going to run, and 

then concentrate all his energy in 

this direction, because indecision 
costs a dealer money.” 

This is the credo 

of Jordan Kapson. 

He is president 

of Jordan Mo- 

tors (Dodge- 

Plymouth) here 

and has a repu- 

tation of being an outstanding 

dealer. 

Jordan said a dealer can be 
either (1) a volume operator with 
a few quality salesmen, (2) a 
volume operator with a lot of 
salesmen, (3) a promotional oper- 
ator (relying on advertising 
largely) or (4) a dealer who 
wears overalls himself and 
pitches in on any job in an 
attempt to hold down the payroll. 
Jordan chose the volume opera- 

tion with half a dozen good sales- 
men when he opened his dealer- 
ship seven years ago and he said 
he has no regrets. He reported that 
in each of the seven years his sales 
increased over the previous year. 
Last year he sold 1,385 new Dodges 


and Plymouths and about 3,000! 


* * * 


used cars. 

| PAY my salesmen a straight 
commission — no salary,” as- 

serted Kapson, “If they make 

money, the company makes money 

and vice versa. 

“You'll find most volume 
dealers using the same plan, I 
think. It will work for a dealer- 
ship that moves 75 or more cars 
a month, but you can’t do it if 
you're in a small town and you’re 
selling only 15-20 cars. Then, 
you'll have to pay a salary.” 

Jordan Motors salesmen get a 
commission of 20 percent of the 
total profit if the dealership makes 
$100; 25 percent if the company 
makes $200, and 30 percent if the 
firm makes $300. This would 
amount to $20 in the first case, 
$50 in the second case, and $90 in 
the third instance. At Jordan’s, 
“profit” is the difference between 
the factory invoice price and the 
customer price. 

In addition, Kapson pays his 
salesmen a small bonus for selling 
any car that has been in stock 
for 30 days or so. This bonus is 
in the form of stamps which can 
be turned in for merchandise. Kap- 
son thinks that it’s very important 
that incentives be provided for 
moving “older stuff.” 

7 * 7 


DP erLY Kapson will pro- 
vide a little extra incentive to 
his sales force by offering $10 for 
the day’s first deal, $10 for the 
most deals in the day or $10 for 
the fattest deal. Occasionally he’ll 
give a hat for some particular 
effort. 

He said that each month he'll 
take a specific sum of money and 
either use it mostly for advertising 
or for a salesman’s contest. 

“Right now,” he said, “There 
isn’t too much business around, 
so we're spending money on ad- 
vertising.” 


In his most recent contest, Kap- 


‘Car E’ Puts Lilly 
In Dealer Post 


DEARBORN. — Miles Lilly, for- 
mer eastern regional sales super- 
visor of the Ford tractor division, 
has been ap- 
pointed dealer 
placement mana- 
ger in Ford Motor 
Co.’s special prod- 
ucts division. 

Lilly has a rec- 
ord of automotive 
experience dating 
back to 1929, ex- 
cept for the period 
during World War 
II when he served 
as a U.S. Navy 





Miles Lilly 
commander in both the Pacific and 
Atlantic fleets. 


He was in dealer development 
work with General Motors for nine 
years and spent four years with 
Nash-Kelvinator Corp. as merchan- 


dising manager. 





son awarded a $1,000 trip (either to 
Florida or Mexico) to the sales- 
man who had the most sales above 
his quota, a figure set by the com- 
pany. Other prizes included a 
weekend in Chicago and merchan- 
dise. 

Jordan Motors also provides hos- 
pitalization to all employes who 
desire it. 

2 * 7 

ESIDES his six new-car sales- 

men, Kapson employes a gen- 
eral manager, sales manager, nine 
used-car salesmen and a used-car 
manager. He said that many of 
his salesmen make more than $10,- 
000 a year. 

One of his top salesmen never 
works more than eight or nine 
months a year, quitting for the 
remainder of the year after he 


reaches a point where he thinks the | 


income tax is too high. 

“This past year,” he com- 
mented, “this fellow made $13,- 
000 in eight months and then went 
off on an extended trip. We 





usually expect him to be gone 
every December, January and 
February.” Despite these unusual | 
working habits, he’s a very valu- 
able man and we're glad to have 
him around.” 

Kapson’s salesmen work two dif- 
ferent shifts. One day they'll work 
from 1 p.m. to 9 p.m. and the next 
day they’ll be on a “Kelly shift”’— 
which is just in the morning. | 

Kapson’s profit picture this year 
has been helped considerably by a/| 





feeling he had last year that 1956) 
would be a used-car year. He later | 
opened his second used-car lot and | 
thinks now that this was one of | 
his wisest moves. 
* * * 
aye craggpeice gae that April was 
not a good month, he said “We 
sold 120 new cars last month, 
retailed 204 used cars and whole-| 
saled 52. That tight-money situa- | 
tion is hurting us some. | 
“But I still think there will be | 
some profit this year, but you'll 





“Youve been waiting for an 
incentive to get moving this week, 
Ed! Here comes your wife with a 
few now!” 





“One thing, you’ve got to be 
sales-minded. If you want to 
make any money in the front end, 
the dealer has to have the right 


attitude; he has to be enthusi- 
astic.” 

He commented that sales in Mish- 
awaka, a suburb of South Bend, 
have been hurt this year by un- 
employment at the Studebaker 
plant. 

“We like to see them go full- 
blast,” he said. 

Summing up his selling philoso- 
phy, Kapson said. “This is a 
gambling business. If you don’t 
| want to gamble, you might as well 
get out.” 


Tetrick Named 
Avis President 
| BOSTON. — William M. Tetrick 
| has been elected president of Avis 
Rent-a-Car System. He _ succeeds 


Richard S, Robie who resigned and 
is disposing of his interest in the 


| 





| firm. 


have to work for it. This probably | dent i e 
will be the first year that our sales | operations. The company said he 
won’t exceed the previous year. 


Tetrick formerly was vice-presi- 
in charge of passenger-car 


was instrumental in developing car- 
rental plans in conjunction with 


| airplane and train travel. 


Fred A. Mudgett will fill Tetrick’s 
former position. He also heads the 
company’s license division. 
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Hahn Draws a Full House— 


Over 1,000 persons registered at the house-warming which officially opened the 
Hahn Chrysler-Plymouth Co. in Seattle. Formerly operated by Stanley S. Sayers, the 
dealership has been taken over by C. A. Hahn, who is vice-president of the Chrysler 
National Dealer Council. Hahn also owns a dealership in Yakima, Wash. 


Car designers think of PLExicLas® acrylic 
plastic when they think of tail lights, park- 
ing lights, instrument panels, nameplates, 


Meeting the Practical Problems... 


Case Histories of a Salesman 


Epiror’s Note: This is one of a 
series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

* * oa 

Dear Ed: 
garage what to say at the 

right time has always been a 
great advantage to an auto sales- 
man, but I'm 
going to tell 
you a story 
about being at 
the right place 
at the right 
time. Here’s 
how it hap- 
pened. 

I was sitting 
in a restaurant 
having my 
en lunch when my 

Bert Simons attention was 
diverted to two men at the next 


Chemicals for Industry 





table. These two guys were talk- , 
ing loud enough for me to hear | 
what they were discussing. | 


After listening a few minutes 
I gathered that the one man 
named Joe was a potential new- 
car buyer and the other called 
Tom was his good friend who 
was his advisor in the deal. 


Joe and Tom had just come 
from another car dealership. They 
were now “be backs” for some | 
salesman like myself, who prob- 
ably did everything he could to 
make a sale. 

* * * | 
ELL, Ed, he didn’t do every- 
thing and what he did do he 
apparently didn’t do well enough 
because these two loud talking 
“be backs” were discussing the 
fact that they weren’t going back 
to that place. 

They would try some other 
place. And only because they 
didn’t like the salesman. It 


seemed that salesman “X” 
crossed himself up a few times. 
When I heard Joe tell his friend 
he thought the salesman was ex- 
aggerating about the gas mileage, 
I walked over and introduced my- 
self. 


It was easy enough to get real 
chummy with these two fellows 
because, as we all agreed, this 
coincidence of our being brought 
together could be good for all in- 
volved. 

* * * 

/ FTER all, I'm an auto sales- 
*% man and they really wanted 
to buy a new car. After the first 
minutes of getting acquainted, 
both Joe and Tom were pouring 
all their complaints of the “other 
guy” at me. 

And I was feeling sorry for 
them and agreeing with every- 
thing they said, After a lot of 
gossip back and forth and what 
I thought to be the proper time, 
I gathered them up and took 
them to my place. 


Joe drove my demo and by the 
time we got there, my job was 
pretty well finished. I had sold 
myself to them first, then I let 
the product (my demo) sell itself. 
The rest was routine. 


Yes, Ed, I sold them a new car 





for lots of reasons but the most 
important one, of course, was be- 
ing at the right place at the right 
time. 

Bert £mMons. 


Air Condiatemaes 
In Oldsmobiles 
Up 50 Percent 


| LANSING. — Consumer demand 
| for factory-installed 1956 Oldsmo- 
| bile air conditioners for an eight- 
month period 

ended in May 

has increased 

more than 50 per- 

cent over the 

comparable period 

last year, accord- 

ing to J. F. Wol- 

fram, Oldsmobile 

general manager. 

During the 

same period, the 

number of pack- 

J. F. Wolfram age units installed 
| by Oldsmobile dealers at point of 
|sale rose more than 100 percent 
|over the same eight-month span, 

Wolfram added. 

Figures released by Oldsmobile’s 
| chief executive show that from Oc- 
tober, 1955, through May, 1956, the 
number of factory-installed air con- 
ditioning systems totalled 18,470 as 
|compared to 12,212 units for the 
same eight-month period ending 
with May, 1955. 
| ‘The number of units installed by 
| Oldsmobile dealers from October, 
| 1955, through May, 1956, totalled 
| 3,320-—-or more than double the 1,637 
dealer installations recorded for the 
similar period last year. 

“In the eight months, 6 percent 
of all Oldsmobiles produced have 
been equiped with air conditioners,” 
Wolfram said. This compares with 
3.7 percent for the same period 
last year. 


70 M.P.H. in 2nd 
1918 Runabout Retains 
Plenty of Scat 





ornaments and dials. Why? Because de- 
signers have learned to take advantage of 
the resistance of PLExIGLAS to weather, 
heat and breakage . . . its gleaming beauty 
. .. the optical effects possible . . . the abil- 
ity of this acrylic plastic to be molded 
accurately into complex shapes. 


EM ROHM & HAAS 


COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


Representatives in principal foreign countries 


SALMON, Id. — Remember the 
1918-19 Daytona Paige-Detroit run- 
about? John Swauger does. He 
owns one and says it will go 70 
miles an hour in second gear. 

According to Swauger, only 59 of 
the cars were built and 19 were 
shipped to the West. He says his is 
one of three remaining in the U.S. 
It was acquired from the original 
owner, the late J. D. Carr, Mackay, 
Id. 

The 4,000-pound sports job has a 
66-horsepower, six-cylinder engine. 
Swauger says one reason it never 
attained great popularity is that 
the two-wheel brakes are inade- 
quate for the weight and speed of 
the car, requiring a skilled driver 
to handle it. 





Canadian Distributor: Crystal Glass & Plastics, Lid., 


Our technical representatives and Plastics 
P 130 Queen’s Quay at Jarvis Street, Toronto, Ontario, Canada 


Laboratory design staff would like to show 
you how PLexicLas can contribute both 
beauty and utility to molded parts. 


Detroit Representative: R. C. Oglesby, Nor-Way Building, 
20211 Greenfield Road. BRoadway 3-0674. 
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THE FORD FAMILY OF FINE CARS 








our product advantage stor 


Tiny—but tough! 


Three ammeter pivots: less than %& of an inch in diameter—a 
“Lilliputian” washer from a speedometer assembly—a shiny 
bushing-speedometer speedcup. These are precision parts, pro- 
duced to exact standards for Ford Motor Company cars. 


They’re evidence that even the most minute part in every one 
of the Ford Family of Fine Cars is carefully made to provide 
the car owner with lasting performance and quality. And this 
attention-to-detail extends to every phase of Ford Motor 
Company manufacturing, styling, engineering and research. 


It shows up in our advertising, too. Ford Motor Company dealers 
are backed by an altogether solid program—that measures up 
in impact. 


Naturally, each division of the Ford Motor Company has a 
tailor-made advertising program of its own. In addition, Ford 
Motor Company extends the added prestige and selling power 
of television’s greatest color spectacular to all members of 
the Ford Family. 


And all members of the Family benefit from the big national 
magazine schedule, too, that reaches 40,000,000 people every 
month. This is solid support—at both the manufacturing and 
advertising levels—giving the Ford Family of Fine Cars dealer 
a distinct advantage that pays off in sales. 
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AUTOMOTIVE WASHINGTON 


NADA’s Building Due 


To Become Landmark 


By William Ullman 


Washington Correspondent 

ADA’s Board of Directors has held its first meeting as 

Washington landlords instead of tenants. To commem- 

orate the event, the press was taken on a deluxe, blue-ribbon 
tour of the shiny new premises at 2000 K Street N.W. 

Guide was Jim Cousins, hefty controller for the dealer 


association. Like the rest of 


the capital staff, Cousins is | 


proud of the new head- 
quarters. As the man in charge of 
the purse strings, he’s pleased that 
NADA, after 39 years, can finally 
start collecting rent instead of pay- 
ing it. 

Few of the hundreds of trade 
associations in Washington can 


boast of their own buildings. A 
number of them, like the American 
Trucking Assns., are located in one- 
time mansions in the city. 

Others, like the Automobile Man- 








William Uliman 
First of all, trade groups have 


Pete nn eddie 





ufacturers Assn., 
rent suites in 
conventional office 
buildings. But as 
Cousins pointed 
out, there’s a lot 
to be said for 
custom - designed 
headquarters, par- 
ticularly for an 
association with 
as many members 
as NADA. 








Automatic Tire Inflation 
at your fingertips... 


lots of meetings. Cousins’ tour of |the minutes of the board meeting 


NADA’s new home began in the 
building’s basement, where there is 
a huge, carpeted conference room. 
Plastic partitions can be unfolded 
like an accordion to break the place 
up into three smaller rooms, and, 
theoretically, three separate meet- 
ings can be held in the basement 
at the same time. 
* * * 


Plenty of Lung Room 


GHOULD this occur, and delegates | floor. 


begin shouting at one another 
over a point of order, acoustical 
ceilings will absorb all the sound. 
Cousins hopes the conference 
rooms will prove a big drawing 
card in attracting other associa- 
tions to the building. There is even 
a small kitchen down there, and 
a cordial, white-jacketed waiter 
named Sam Newman to look 
after the hunger and thirst of 
visitors. 
At a recent meeting there of 85 
Young Executives, Sam served a 
complete luncheon without mishap. 


Past the conference room, Cousins 
led the way to a heavy steel door 
with a combination lock. 

“This is the vault,” he explained. 
“There’s nothing much we want to 
lock up yet, but I guess we'll put 





saves time — assures accurate control of pressures 


ECO ISLANDER ana 


REMOTE TIREFLATORS 


You have a strong story to impress your customers 
with Balanced Inflation®—and it’s an easy story to 
demonstrate with ECO. They're convenient and 
assure pressure at all times. 

In your luberoom you can have both air and water 

at your fingertips with an attractive ECO Islander 

that blends with the rest of your equipment. 

In your shop you can install an ECO Remote Tireflator 
anywhere—above or below floor or ceiling, on wall or 
post. You'll always know ECO will deliver exact 
pressure set for—from 5 to 110 pounds, And ECO 
gives you long, trouble-free service —the initial cost is 
usually the last. Call your John Wood Representative 


for full details. 


JOHN WooD COMPANY 


BENNETT PUMP DIVISION - Muskegon, Michigan 


in Canada: Toronto ¢ Montreal * Winnipeg * Vancouver 


in there.” 
* * oa 


Pastel Wall Coloring 


HE ascent to NADA’s offices on 

the top three floors is made by 
one of two self-service elevators. As 
an aid to visitors, one of the eleva- 
tor buttons was marked simply 
“NADA,” but Cousins explained 
that it had to be replaced with an 
ordinary numeral for the eighth 


“People didn’t get it,” he said. 
“Lots of them punched the seventh 
floor button instead and walked up. 
Then they missed the receptionist 
and ended up lost in the back 
offices.” 


Executive offices are handsomely 
decorated in a variety of pastel 
shades, and the suite occupied by 
Executive Vice-President Fred Bell 
is a salty showplace. 

As befits a retired admiral, it 
is filled with treasures from all 
over the world which Bell has 
picked up in his travels. They 
include a mahogany sea captain’s 
desk made in England in 1850, a 
pair of lamps made from Floren- 
tine urns and a set of prints 
showing the blow-by-blow de- 
struction of the British frigate 
Java by the American Consti- 
tution, 

Bell, who often works far too 
late into the night to make it home 
to Maryland, also has a bedroom 
and kitchen, or galley. The galley 
makes it possible for the admiral 
to offer a little Southern hospitality | 
to distinguished visitors, whose 
throats are often dry and dusty as 
a result of Washington’s enervating | 
weather. 

Bell’s formula for hospitality is 
strict. It is compounded of four 
parts gin to one part of vermouth, 
but it is a formula which left his 
pretty secretary in a state of em- 
barrassed confusion on one occa- 
sion. 

* * * 


4-1, But in Reverse 


bpm a parched executive called 
on Bell, the young lady was 
unable to find Sam at the critical 
moment. She entered the galley 
bravely, reciting to herself the 
magic formula: “Four to one, four 
to one.” 

A few minutes later she emerged, 
proudly bearing a frosty pitcher 
containing four parts of vermouth 
to one of gin. It is a hazardous 





existence. 

This is the first time that the 
used-car guidebook staff has been 
under the same Washington roof 
with the rest of the association. 
It takes some formidable elec- 
tronic equipment to produce the 
book, including a 3,000-pound 
tabulating machine, and it’s been 
hard to find a place to hold it 
until now. 

The building itself is an eight- 





story structure of ceramic-glazed 
brick trimmed with black granite.) 
The first floor will be occupied by| 
one of the city’s leading steak | 
houses, and in no time at all, the| 
NADA building should be one of| 
Washington’s most well-known! 
landmarks. 

This is important in the capital, 
where appearances do count, and 
it will help make the association 
familiar to the hundreds of thou- 
sands of visitors who come here 
each year. 

Furthermore, it looks like a good 
investment for every dealer who 
is a member. No matter which 
political party is in power, it looks 
as if Washington keeps right on 
growing. 

Good business locations are at 
a premium now, but one of these 
days, they will be practically non- 
existent. NADA made a shrewd 
move in building when it did. 

x * + 


For Small Merchants 


R. ARTHUR F. BURNS, chair- 

man of the President’s Council 
of Economic Advisers, has been 
picked as chairman of a new 
Cabinet Committee on Small Busi- 
ness. The group will have the con- 
tinuing function of recommending 
administrative action in the field 
of small business to the President 
and, should the need arise, new 
legislation. 

George J. Burger, veteran 
spokesman for the National Fed- 
eration of Independent Business, 
called the move “a forward step 
by the Administration to recog- 
nize this basic problem facing 
the future of over four million 
small business institutions in our 


economy.” He added that he 
trusted it was not a partisan 
move. 
But said he 


Burger already 


knows the real cause for the 


“destruction” of small business, He 
blamed it on the failure of admin- 
istrations “for the past 35 years or 
more to vigorously enforce the anti- 
trust laws.” 


If antitrust law enforcement is 
not the principal concern of the 
new Cabinet committee, he con- 
cluded, then its deliberations will 
be “wasted.” 

x « 


Just What Is Small? 


HE U.S. Chamber of Commerce, 

on the other hand, is confused 
about just who a small business- 
man really is, and charges that 
the Small Business Administration 
doesn’t have a definition either. 

“We have heard,” says a Cham- 
ber publication, “one definition that 
a small businessman is a business- 
man who stands less than five feet 
six inches in height.” 

The implication is that SBA 
has been remiss in some way for 
not defining small business in 
black and white, either through 
number of employes, or size of 
assets, or sales, or something 
else. But small is a relative term; 
it is relative to something that is 
big. 

And SBA has shown wisdom in 
remembering this. Obviously, a 
small automobile dealer is a lot 
smaller than a small steel manu- 
facturer, but both may be small 
when put along side one of the 
giants in their particular industries. 

The concern of SBA — and pre- 
sumably of the new Cabinet com- 
mittee — is over companies who 
find their size a handicap in rac- 
ing against large competitors. That 
might be a firm that employs 10 
people, or it might be one employ- 
ing 1,000. 


* * * 


Defense Controls 


_— House okayed a two-year 
extension of the Defense Pro- 
duction Act and sent the bill along 
to the Senate. On that side, the 
Banking and Currency Committee 
has already approved an extension. 
The House bill would require 
the Department of Commerce to 
make a comprehensive study of 
the nickel shortage, as well as 
current methods of allocation. 

Meanwhile, Defense Mobilizer 
Arthur S. Flemming told Congress 
that about half of the nickel needed 
for the government § stockpile 
already has been obtained. 

The U. S. would be even closer 
to its goal if so much nickel had 
not been diverted to civilian indus- 
try during the current shortage. 


Weeks Optimistic 
As Employment, 
Spending Mount 


WASHINGTON. — Secretary of 
Commerce Sinclair Weeks injected 
an optimistic report into the cloudy 
economic situation last week. 

He reported that despit auto lay- 
offs, May employment rose one 
million to a near-record of 65 mil- 
lion, close to the alltime peak of 
65% million reached last August. 

He also said that business spend- 
ing for the third quarter will rise 
by an annual rate of $2 billion, 
making likely a record year for in- 
vestment expenditures. 

Brushing off the auto sales de- 
cline as a “soft spot,” Weeks said 
the leveling-off was “not unex- 
pected.” He stated that the current 
situation was a “necessary pause 
for regrouping and for consolidat- 
ing gains.” 


Firestone Income 


Rises 21.5 Pct. 


AKRON. Firestone Tire & 
Rubber Co. and its subsidiaries had 
net sales of $532,070,658. during the 
six months ended Apr. 30, 1956, 
compared to net sales of $519,508,- 
494 in the same period last year. 
This was an increase of 2.4 percent. 

Firestone net income amounted 
to $27,140,605 for the six months 
ended Apr. 30. This was 21.5 per- 
cent greater than the $22,330,210 
net income earned in the same 
period of 1955. 

Both net -sales and net income 
were the highest ever attained by 
the company in a six-month period. 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 


‘Soft? Leathers, Metallic Plastics, More Aluminum ‘es 








New Ideas in Trim Pushed for 57s, ’58s 


By John T. Benedict 


Engineering Editor 
N AUTOMOTIVE interior trim, a vast array of new devel- 
opments is moving along toward production release. Many 
ideas are expected to appear for the first time in ’57 and ’58 


models. 


No phase of interior trim will be neglected in the rush of 
- , ®new ideas. Major innovations 








by John T. Benedict 





SAE Gets the ‘News,’ 
Hears ‘Where Power Goes’ 
_. it’s just my imagination, | 
but it seemed to me that this| 
years SAE summer meeting in| 
Atlantic City was the occasion for 
an unusual number of new product} 
development revelations and first-| 
time disclosures of technical data. | 

Technical paper presentations 
and round-table discussions were 
spiced by off-hand reference to a 
variety of items now leaving the 
experimental laboratories for the 
production lines. Examples include: 
New developments in seat padding 
and upholstery materials, air-filled | 
seat cushions and backs for passen- 
ger cars, aluminum finned radia- 
tors, various plastic trim items, 
three new vehicle retarders, several 
truck emergency braking systems 
and a new series of V-8 engines. 

Included in the wealth of fresh 
technical information presented 
at the meetings were: Practical 
data on the effect of automotive 
air conditioners on gasoline vola- 
tility requirements; specific de- 
sign ideas, such as flexible bump- 
ers, now in experimental status, 
but which promise improved 
crash protection, and a new “dy- 
namic snubber” technique for 
simulating crash impact tests 
without actually demolishing the 
automobile. 

A review of technical news high- 
lights also calls to mind interest 
displayed in experimental “unit 
seats” of one-piece molded con- 
struction, integral seat with struc- 
ture built into the car floor, adjust- 
able rear seats and the long-awaited 
seat-belt specifications outlined for 
Air Force ground vehicles by Lt.- 
Col. Stapp. 





* * * 


Whither Power? 


AMONG the other tidbits of engi- 

neering information were a pro- 
posal that human motion sensitivity 
be used as a guide to road design, 
GM’s description of its free piston 
engine and Ford’s unannounced 
Presentation of data on the same 
research subject. 

A most unusual symposium, on a 
subject never hefore discussed in 
such comprehensive fashion at an 
SAE national meeting, was the one 
built around the question: “Where 
does all the power go?” 

The discussion featured five in- 


(Continued on Page 40, Col. 1) 


range from headlining to floor 


| coverings — and affect every 


interior component from seats to 
door panels, not excluding side- 
shields, headers and dashboards. 

Here’s a sampling of a few of 
the ideas to be unveiled in com- 
ing months: Vastly improved 
“soft” leathers; embossed uphol- 
stery fabrics; “jewel-tones” in a 
metallic finish on plastic-coated 
fabrics; three-dimensional mate- 
rials of many types; radical im- 
provements in diverse “breath- 
able” fabrics, and several new 
types of rigid headlinings. 

Other ideas sure to be in the 
news are: Flock-sprayed urethane 
foams which require no other cov- 
ering; novel uses of metallic yarns; 


| revival of interest in wool and other 
| natural fibers; the “silky sheen” for 
luxury-car upholstery; textured ex- | 


panded vinyl foam deposited on a 
fabric base, and a variety of plas- 


| tic-to-metal laminates 


7 * 


TYLING dictates have led one 
company to develop a converti- 
ble topping material that permits 
matching of color interiors, while 


providing a fully contrasting color) 


for the outside surface. 


Another supplier is directing re-| 
search toward production of low-| 


cost rubber-plastic auto floor cov- 
erings with appearance and feel 


simulating textile carpets. Not to be 
outdone, a carpet-maker is speed-| 


ing the “revolution underfoot” by 


| working on patterns and textured | 


effects in tufted carpeting. 

In one of the most significant 
departures from conventional in- 
terior trim practice, aluminum is 
due for increased emphasis 
coming models. The perfection of 
various commercial processes for 
aluminum surface coloring is the 
signal for stylists to open a new 
bag of tricks. 

New ideas for aluminum in inte- 
rior trim may be expected to run 


the gamut of textured and colored | 
designs, as aluminum now becomes | 


an integral element of dashboard 
and molding trim items for execut- 
ing an overall styling theme. 

- +. os 


Sales Appeal 
With ‘Improvements’ 





appeal and the everlasting quest 
for “something different,” many of 


the new styling effects are achieved | 
simultaneously with improvements | 


in function or upgrading of mate- 
rial specifications and properties. 

For example, the new leathers 
now being readied for introduction 
on some ’57 models (quantity avail- 
ability in ’58), are reported to have 
overcome present difficulties with 
cold-cracking. 

Other new fabrics have been 


Firm Organized 
To Sell New 


Synthetic Rubber 


AMAICA, N. Y. — Greer Hydrau- 
lics, Inc., has announced for- 


mation of a new affiliate firm, | 
which will | 
manufacture and market a new | 


Greer Industries, Inc., 


synthetic rubber under the trade 
name Disogrin. 

Greer said the new product was 
developed through research and 
testing in laboratories, the field 
and in pilot production. 

It was said to have “Physical and 
chemical properties that appear to 
surpass those of natural and other 


synthetic rubbers.” 
* * * 


REER also said it has “high ten- 

sile strength, abrasion resist- 
ance characteristics, as well as re- 
sistance to aging and high ozone 
concentrations, to oil and jet fuels 
and to radioactivity.” 

Under license from Mobay 
Chemical Co., it can be manu- 
factured in several combinations, 
Greer said. 

In addition, Greer has a technical 
assistance agreement with Carl 
Freudenberg, KGaA, Weinheim, 
Germany, manufacturer of Vulkol- 
lan, an elastomer of the same 
family. 










Uses for New Synthetic— 


ao) 


developed with emphasis on im- 
proved wear qualities, color fast- 
ness and soil resistance—along 
with all-important styling con- 
siderations. 

A large number of padding mate- 
rial developments is .on the hori- 
zon. Experimental programs em- 
brace such chemically differing 
foam types as natural latex, vinyl 
| chloride, polyester and polyether 
urethanes, molded fiberglas and 
expanded nitrile gum plastic (Roy- 
alite). 

A gradual increase in padding 
applications may be expected. 
Where safety provisions can be 
achieved without compromising ap- 
pearance or adding excessively to 
cost, it is apparent that automotive 
interiors will become softer and 
safer through additional use of ure- 
thanes and other foam paddings. 

By the very nature of some styl- 
ing developments, the desired effect 
is gained only through an intrinsic 
|increase in the cost of components 
| going into the car. In other cases, 
| there is the “plus” value of attain- 
ing an engineering or styling goal 
| with the collateral benefit of sim- 
plified installation or reduced man- 
| ufacturing costs. 
| = + : 
RODUCTION considerations 

often may be seen as an impor- 


* 


| tant factor behind a stylish new) 


. Rod Mill 


60 M.P.H 


, interior trim development. With 
| labor costs rising steadily, engineers 
and stylists tend to simplify designs 
|'so pieces may be made in fewer 
| operations and with less hand labor. 

Trends are toward ideas that 
eliminate assembly operations. Am- 
ple support is found for advocates 
|of principles favoring the concept: 
“Integral, molded design—for in- 
stallation as a unit.” 

Headlinings furnish an example 
of a component whose installa- 
tion costs are due to decline as 
rigid headlinings gain wider 
usage. Arm-rest design trends 
attest to emphasis on molded 
construction and reduction of as- 
sembly operations for interior 
components. 

Important contributions to prog- 
ress in interior trim often come 
from another link in the network 

of suppliers—the firms that spe- 
cialize in selling fully trimmed com- 
ponents (such as seats) and “ready- 
to-install” sub-assemblies to the 
car makers. 

Indicative of the scope of these 
operations is the increasing variety 
of designs and styling effects 
achieved with dielectric bonded 
interior trim. A stylist said, “there’s 
a growing trend for door trim, seat 
bolsters, etc., based on the styling 
tricks and manufacturing tech- 

(Continued on Page 28, Col. 1) 
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U. S. Steel Division ‘Shakes Down’ Machinery; 
Setup to Replace 2 Plants 


| (*LEVELAND. — Engineering im- 
agination and skill have been 
| teamed to give the American Steel 
| & Wire division of U.S. Steel Corp. 
what is described as the “most ad- 
| vanced rod mill ever conceived and 
| constructed in the steel industry.” 
Today, at the division’s Cuya- 
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The samples in the above photo illustrate products that can be made of Disogrin, 
a new synthetic rubber. They include: Accumulator bladders, three cubic inches to 10 


| gallons; sheets in various thicknesses; scraper and O-rings; U-cups; gaskets; dia- 


LTHOUGH the accent admit-| phragms and bellows; shoe heels and lifts; pistons; check valves and piston rings; oil 
tedly is on appearance, sales’ seals/ coated metal rollers and bearings, and molded gears. 


SAE Papers Stress Safety, Fuel and Design 


TLANTIC CITY, N. J. — The 

presentation of fresh data on 
subjects ranging from automotive 
crash research and safety design 
for “delethalized” interiors to fuel 
volatility and octane rating tech- 
niques indicates the scope of in- 
terests at sessions during the sum- 
mer meeting of the Society of Au- 
tomotive Engineers. 

Other engineering highlights in- 
cluded an analysis of the technical 
feasibility of automotive-size 
nuclear reactor engines and 
descriptions of the GM _ experi- 
mental free-piston and gas-turbine 
powerplants. 

At a vehicle retarder sympos- 
ium, the first disclosures were 
made on design details for two 


hydraulic and one _ electrical 
method of supplementing truck 
service brakes. 

Technical papers were presented 
on such diverse subjects as car 
handling, seating, power loss, brake 
design progress and aluminum 
radiators. Among the other sub- 
jects discussed were a new series 
of V-8 engines, cavitation of engine 
cooling jackets, fuel pumps, trans- 
mission fluid and operating experi- 
ence with tubeless tires for trucks. 


ENGINEERING 
NEW. PRODU6@TS 


Page 34 





In a paper entitled “Human 
Factors of Crash Protection in Au- 
tomobiles,” Lt. Col. John P. Stapp 
described specifications for lap- 
type safety belts and their instal- 
lation in Air Force ground vehicles. 

* * * 

yeas design modifications 

recommended by Stapp include 
bumpers that will “adequately at- 
tenuate crash forces so the force 
transmitted to the passenger com- 
partment will be within human 
tolerance limits.” Reference was 
made to an Air Force-sponsored 
project in which a hydraulic and 
spring mounted bumper is being 
designed by Prof. J. J. Ryan at 
the University of Minnesota. 

Stapp also. advised that movable 


down” the machinery. Four lines 
hoga Works, crews are “shaking- 
of rods are produced simultane- 
ously at more than mile-a-minute 
speeds. 

Before the year is out, this mill 
will reach its annual capacity rate 
of production of 450,000 tons. It 
eventually will replace the yearly 
360,000-ton output of two rod mills 
placed in operation in 1916. 

. = * 

aE new facility includes com- 

bination rod mill, billet and rod 
storage. The mill consists of 25 roll 
stands and is capable of rolling all 
sizes of rods from a minimum of 
commercial No. 5 gauge (.218 inch) 
up to 1% inches in diameter. All of 
the smaller sizes up through 9/16 
inch diameter are rolled four 
strand. Sizes over that figure are 
run either double or single strand 
up through the maximum of 1% 
inches. 

All sizes are rolled from a stand- 
ard 3% inchx3*% inch x 34 foot steel 
billet weighing 1,200 pounds. Billets, 
| (Continued on Page 26, Col. 2) 


| seat tracks and locks be stressed 
for a minimum force of 5,000 
pounds. This design strength 
should reduce the possibility of 
seats tearing loose from anchor- 
age points and adding to the im- 
pact weight of the car occupant. 

This strengthened seat instal- 
lation could .serve as a better 
foundation for seat belts — so 
eventually the belts may be 
fastened directly to the seats 
without requiring a connection to 
the car frame. 

A session on nuclear engines and 
atomic reactors brought to light 
many problems which remain un- 
solved in any attempt to design 
a practical automotive-size nuclear 

(Continued on Page 35, Col. 1) 
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Funds Granted 
For Plastics Study 


DETROIT.—An intensive research 
program on properties of plastic 
used for tooling applications has 
been initiated by the American 
Society of Tool Engineers Research 
Fund. 


A $10,000 contract has been 
awarded to the Purdue Research 
Foundation. Work will be carried 
on under the direction of O. D. 
Lascoe, professor of manufacturing 
processes in the department of gen- 
eral engineering. 

In conjunction with the ASTE 
Research Fund, cosponsors of the 
project include Bakelite Co.; Shell 
Chemical Corp.; Ciba Co., Inc., and 
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U. S. Steel Division ‘Shakes Down’ Machinery; 
Setup to Replace 2 Plants 


(Continued from Page 25) 


as received by rail, are stored in 
outside racks serviced by overhead 
traveling cranes. Cranes unload in- 
coming billets, stock them in pro- 
per racks according to analysis and 
as needed remove them from the 
racks and place them on a me- 
chanical “billet unscrambler.” This 
device automatically unpiles 
batches of billets and positions 
them in a single layer ready for 
delivery to the heating furnace run- 
in table. j 

The heating furnace is capable 


hour. The furnace is of two-zone 
construction with a hearth area 
38 feet wide and 70 feet long and 
has side charge and discharge 
openings. The furnace hearth is a 
combination of water-cooled and 
refractory skids. 

The fuel used can be natural gas, 
coke oven gas or fuel oil as de- 
sired and the furnace is complete 
with refractory recuperator which 


is available to handle this first step 
in rod rolling. The billets are 
charged four at one time from the 
furnace run-in table. There are ap- 
proximately 256 billets in the fur- 
nace being heated at any one time. 
A single billet remains in the fur- 
nace for about one and a half hours 
in order to bring its temperature 
to a suitable rolling point from its 
original cold state. 


After reaching a temperature of 
approximately 2150 degrees Fahren- 
heit, the billets are discharged one 
at a time from the furnace by 
means of a push out unit. As the 
billet leaves the furnace, a pair of 
motor driven pinch rollers aid in 
feeding the billet into the mill. 


Since four billets are rolled si- 


operator at the entry end of the 
mill to direct the billet being 





Marblette Corp. of heating 100 tons of billets per 


provides 700 degrees preheated “ multaneously it is necessary for the 
* * 


So of temperature, fuel 
air ratio and furnace pressure 


"Give us your best 


This is the American Family that’s always wanting more car for its 
money . . . ever new improvements in performance, styling, safety 
and value . . . and is getting it. Give this luxury-demanding, con- 
venience-conscious, beauty-responsive, value-informed American 
Family what it looks for in a car . .. and you switch it from buying 
*‘next year” to now. 

Borg-Warner has been serving the automotive industry and help- 
ing to give the American Family more for its money for over half a 
century. During all this time, “design it better—make it better” 
has been a guiding principle. And because of that principle, B-W 
engineering and production have become a recognized and tradi- 
tional part of automotive progress. 

Today, 22 of the 32 Borg-Warner divisions and subsidiaries serve 
the industry. 19 of the 20 cars made incorporate one or more essen- 
tial parts engineered and produced by Borg-Warner. This long-time 
record of cooperative accomplishment ideally prepares B-W for 
the challenge of the future. 


ENGINEERING 
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BORG-WARNER 


In 1900—The old time mixing valve was replaced 
by MARVEL CARBURETORS. 

In 1903—The Spur type Differential was intro- 
duced by WARNER GEAR. Radiators made of cop- 
per tubing with attached cooling fins introduced by 
LONG. 

In 1913—The Single Plate Clutch was developed 
by BORG & BECK and Silent Timing Chains were 
introduced by MORSE CHAIN. 

In 1916—Universal Joints were developed by 
MECHANICS. 

In 1921—First standard type Transmissions were 
introduced by WARNER GEAR. 

In 1922—Double Plate Clutches were introduced 
by LONG. 

in 1923—Multiple Spring Clutches developed by 
ROCKFORD. 

In 1924—Vibration Dampening Flexible Center 
Clutches introduced by BORG & BECK. 

In 193O0—Transmission Synchronizer Units for cars 
and trucks produced by WARNER GEAR. 

In 1931—Roller Bearing Universal Joints intro- 
duced by MECHANICS. Free Wheeling offered to 
the industry by WARNER GEAR. Tapered Steel Discs 
for truck wheels were developed by INGERSOLL. 
In 1934—Automatic Overdrives for transmissions 
were introduced by WARNER GEAR. 

In 1938—Borglite and Torbend Clutch Plates were 
introduced by BORG & BECK, LONG, and ROCK- 
FORD. 

In 1939—Ty-Ply Rubber-to-Metal Bonding mate- 
rial developed by MARBON. 

In 1949—-Automatic Transmissions for passenger 
cars perfected by DETROIT GEAR and WARNER 
GEAR. 

In 1952—MARVEL-SCHEBLER introduced Power 
Chambers and Hydraulic Power Units for trucks and 
trailers; LPG Carburetion Systems for trucks, trac- 
tors, buses, taxis and stationary engines. 

In 1953—Automatic Transmissions for trucks pro- 
duced by WARNER GEAR and DETROIT GEAR. 

In 1955—Morlife Clutches for trucks, buses, and 


other heavy duty equipment introduced by 
ROCKFORD. 


pushed out of the furnace into the 


pass which is empty. This is done 
by a four-line billet switch capable 
of keeping all of the active pass 
lines continuously supplied with hot 
steel without any intervals of in- 
activity. The entire mechanism is 
operated hydraulically and con- 
trolled by an operator at a nearby 
control desk who can see the opera- 
tions at all times. He also signals 
the push out operator when an- 
other billet is required. 


The rolling operation is con- 
trolled from one main air- 
conditioned operating pulpit. 
From here the operator can at all 
times see each stand of the mill 
and can adjust the speed of each 
stand as conditions require. 


In addition to the main operating 
pulpit, there is also a control desk 
for the furnace discharge operator; 
a control desk for crop and cobble 
shears; and separate pulpits for 
laying and pouring reels. The 
operators in these pulpits can con- 
trol the rotary dividing shears and 
switches, the reel pipe sprays, the 
reel drives, strippers, pushoffs, fans, 
coil conveyor and hook carrier. 


. 
Vickers Completes 
> 7 
Reorganization of 
> >. * 
Engineering Unit 
DETROIT. — Completion of re- 
organization of Vickers, Inc., engi- 
neering department has been an- 
nounced by Dr. N. 
E. Edlefsen, di- 
rector of engi- 
neering. 
The reorganiza- 
tion program’s 
completion was 
timed to coincide 
with the opening 
of Vicker’s new 
administrative 
and engineering 
center in subur- 
ban Detroit. N. E. Ediefsen 
Under the new organization, the 
engineering division is comprised 
of five operating departments in 
addition to an administrative de- 
partment under an engineering 
manager. 


The research and development 
department combines, under a direc- 
tor, all groups working on basic 
research problems in hydraulic and 
related fields. 

Design and engineering for each 
of Vickers’ principal product lines 
is handled by a separate depart- 
ment (two departments in the case 
of aircraft) each headed by a chief 
engineer responsible for products 
and complete system in that field. 
These four departments cover in- 
dustrial, automation and marine; 
ground mobile; airborne products- 
Detroit; and airborne products-El 
Segundo. 


Each department is staffed indi- 
vidually, and has separate labora- 
tory facilities for development and 
testing to provide a group of spe- 
cialists working full time on the 
products of each principal sales 
field. 


Body Engineers 
Meet Oct. 17-19 


DETROIT. — The 11th annual 
technical convention of the Ameri- 
can Society of Body Engineers will 
be held here Oct. 17-19 at the Rack- 
ham Memorial Building. 

The sessions will include discus- 
sions of problems encountered in 
hinging and sealing hardtop sedans, 
foreign car structure, new ideas on 
safety, gas turbines and idea cars. 

John E. Lane, of Shakeproof divi- 
sion, Illinois Tool Works, is con- 
vention chairman. 


Jenness Named Chief 
Of Electronics Parley 


CHICAGO. — Robert R,. Jenness, 
Northwestern University, has been 
elected president of the 1956 Na- 
tional Electronics Conference which 
will be held here Oct. 1-3. More 
than 10,000 are expected to attend. 


Other officers are John M. Gage, 
Purdue University, board chairman; 
Karl E. Rollefson, Muter Co. ex- 
ecutive vice-president; John S. 
Powers, Bell & Howell Co., execu- 
tive secretary; Elmer H. Schiebe, 
University of Wisconsin, secretary; 
Howard H. Brauer, Bell & Howell, 
treasurer, and Charles W. McMul- 
len, Northwestern, assistant treas- 
urer. 
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atl as original equipment! 


— This is the third ad in the American Rayon Institute’s new 
1956 series reaching 73,500,000 car-conscious customers 


through four-color spreads and pages in Post, Collier’s and Life. 
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ai These ads tell 73,500,000 new-car prospects that— 
ans, —_—_—_—_—_—_—_——————————— 

oh 

divi- 


heavy duty trucks rely on Rayon Cord Tires for rugged use 

emergency vehicles—ambulances, police cars, fire engines—depend on Rayon for safety 
i Rayon cord is, pound for pound, as strong as steel 
9 out of 10 cars ride on Rayon Cord Tires 


Rayon Cord Tires deliver premium safety at no premium in price 


o 
3 
S 
@®eeee*® 


Every car manufacturer uses, as standard equipment, Rayon — the world’s leading tire cord 





liebe, ; . American Rayon Institute, Inc. 
350 Fifth Avenue, New York 1, N.Y. 





We’re keeping your customers sold on the tires you sell 








Trim Designers Busy 


New Ideas Near Fruition Include ‘Soft’ Leathers, 
Metallic Plastics, More Aluminum 
(Continued from Page 25) 


niques for obtaining an ‘expensive| and utilization of fibers, yarn and 
pleated and piped look’ without ac-| fabrics that best combine crafts- 
tually sewing or stitching the 48-|manship with modern textile 
sembly.” , | science. 

Originally pioneered by National | Throughout both the auto and 
Automotive Fibres, Inc., the dielec- textile industries, it is universal 
tric bonding principles now are used : ; : 
by other firms to bond and emboss Cue aan te Soe 
door panels, seat cushions, backs and groups to work closely with textile 


toppers. The dielectric process : , 
: : f |suppliers to design and develop 
quickly bonds the foundation, nae | individual fabrics for particular 


rubber or other pad and fabric trim. | 
Pleated cushions and backs with ™akes and models. 
foam rubber inserts are produced| This wasn’t always true. For- 
without hand-stitching or stuffing.| merly, the car maker “selected” 
.s @ « upholstery materials from a lim- 
ited range of samples shown by 
each supplier. Now, the method 
by which a fabric reaches the 
automotive production line would 
be characterized more accurately 
rics demanded by the auto in-| 98 “creation” of “custom designs” 


| than mere “selection” from 


dustry, textile suppliers and yarn 
mills have of necessity adopted an| #mong ready-made materials. 
Some fabric suppliers are work- 


“engineered approach” for design’ 


‘Engineer’ Approach 
Vital in Design 
— ACHIEVE the variety of fab-| 








a great new dual-purpose tester 
for opening up a vast new market! 


Tests radiator 


Now, for the first time—a new, lightweight 
radiator and pressure cap tester! And, it is avail- 


able through your AC supplier for only $9.55 *! 


AC engineers have developed a pressure tester 
that makes it possible to check radiators and 
pressure caps right before your customers’ eyes. 


The test is quick and easy. The evidence is 
convincing proof that customers must accept. 
Here is a chance to sell pressure caps as they 
have never been sold before . . . and in quantities 
that have never been sold before. 


A recent spot check of cars on the street indi- 
cates that a large percentage of all cars in use 
need new pressure caps today. And, now you 
can prove it to your customers’ satisfaction. 


Get set to take care of your part of this 
24,000,000-pressure-cap market now with this 
great new tester. 


*Price of tester and four adapters. 













Also available ... NEW AC 
12-PACK assortment! 


Seven popular, fast- 
moving types of pres- 
sure caps packaged 
in colorful display car- 
ton. Puts you in the 
pressure cap business 
fast with an assortment 
that fits practically 
every car on the road. 
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ing toward the goal of designing 
and manufacturing fabrics for a 
particular automotive styling sec- 
tion. They present ideas to stylists 
from drawings and, in some cases, 
even show patterns made on hand 
looms before making samples on| 
mill machinery. 

* * * 


HE “fabric design” concept 
reaches so far back that, within 
the past two years, there has been 
a trend for the yarn mills to estab- 
lish Detroit representation for close | 
contact with the auto companies. 
Thus, even the firms that supply | 
the fabric-makers have installed 
their own direct pipelines for co- 
operation with the car companies 
in advance planning on upholstery 
yarns. 

To assure proper coordinated 
planning and development of up- 
holstery materials from the incep- 
tion of new-model design pro- 
grams, the car manufacturers 
have tended to add textile engi- 
neers and trim stylists to their 
own organizations. 

The textile designer truly has 
“come into his own” now, and fills 
a recognized need, as the transition 











Forticel Arm Rest— 


A new cellulose propionate molding 
used for this arm 


material, Forticel, is 
rest. Other interior trim applications are 
expected. 

* * * 
to “engineered fabrics” is in full 


swing. 


Fruits of the cooperative engi-| 


neering and design approach, and 
close liaison between textile sup- 
pliers and car makers, may be seen 
on current models. Increasing evi- 


dence of the “new way of specify- 
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ing upholstery fabrics” will appear 
on ’57 and ’58 cars. 
+ * * 


Expert Calls Turn 
On Luster Trend 


ECENTLY, in a discussion of 

automotive textile evolution, 
Richard T. Chatham jr., Chatham 
Mfg. Co., described the growth as 
proceeding “from mohair plush to 
woolens, to patterns and now syn- 
thetics.” 


In a neat summary of present 
upholstery, he said, “in the 1956 
models, you find gig-finished woolen 
system broadcloths, tweeds made 
with spun yarns, jacquards with 
spun metallic and filament yarns, 
dobby patterns on both worsted 
and woolen systems and a wide use 
of boucle or novelty yarns.” Some 
fabrics were referred to as “flat and 
| slideable,” others are heavily tex- 
tured. Some are bright and gaudy, 
|others extremely conservative. 


| With the advent of synthetic 
| blends, patterns became more 
prominent and brighter colors 
were introduced into auto fabrics. 

The last several years have seen 
the appearance of filament yarns 
in a wide color range. In addi- 
tion to the new bright hues, bolder 
pattern designs have been made 
available by the use of jacquard 
weaves. 

Chatham pointed out that, al- 
though the current models feature 
|a number of bright and lustrous 
fabrics. the choice of tweedy and 
spun fabrics in some cars is an 
indication that the luster trend may 
have reached its peak. 

“It is noticeable,” he said, “that 
|colors selected for 1957 model trim 
materials are not as bright or strik- 
ing as those which have been used 
| for the last two years.” 

“Raw materials” available to the 
fabric designer include a profusion 
|of synthetic fibers such as nylon, 
| viscose, acetate, saran and metallic 
|} yarns—as well as natural fibers 
such as cotton, wool and linen. 
Fabrics may be made on various 
types of machinery and by varied 
| systems of manufacturing. 

+ ” * 

| [PESIGNING of a textile fabric, 
according to Chatham, covers 
|“much more than just the creation 
| of a pattern.” The job calls for 
|consideration of all the physical 
requirements of the particular fab- 
ric in relation to the function to 
be performed in end use. 

For automobile fabrics, he cited 
these important factors: Weight, 
tensile strength, shrinkage, stretch, 
wear qualities or abrasion resist- 
ance, dye and light stability, soil 
resistance and water repellency. 

Furthermore, the designer must 
take into account the fabric cost 
and plant machinery limitations. 
Finally, and most important, the 
overriding criterion is that the fab- 
ric must have customer appeal. 

Finishing methods vary. As 
fabric is treated by various proc- 
| esses to give it a slick feel, fric- 


| tion is reduced. Slideability is 
improved and cloth wear de- 
creases. 


Ease of movement over the fab- 
ric surface also may be provided 
by certain wax-type finishes, sili- 
cones and various types of resins. 
Such methods, according to Chat- 
ham, “have not yet reached their 
highest development.” Manufactur- 
ers of these products reportedly 
are working to produce finishes that 
actually will become a “part of the 
cloth” and enhance the original 
qualities. 

Throughout the automotive and 
textile industries, there has been 
considerable experimental work on 
cleanability and the problems of 
soil resistance. Progress thus far 


has not been outstanding. 
i * * x 





T IS known, of course, that some 

fibers are more resistant to soil- 
ing and are more easily cleaned 
than others. With the large amount 
of effort directed toward solution 
on this problem, Chatham predicts 
that it will be solved in the near 
future. 

The obvious question is — what 
next? Despite the wide variety of 
fabrics now in use, Chatham points 
out that everyone in the automo- 
tive upholstery business realizes 
that the use of synthetics still is 
relatively new. Designers evidently 
have not exhausted their creative 
|resources with delivery of spun 
|yarn tweeds, smooth fabrics con- 
|structed of filaments and liberally 
sprinkled with metallics. 

In Chatham’s opinion, “much 

(Continued on Page 29, Col. 1) 
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Interior Trim a Fertile Field 


(Continued from Page 28) 


can be done in body-cloth devel- 
opments by using synthetics as 
yet untried.” Even while the in- 
dustry is going through a period | 
in which the use of synthetic 
filaments predominates, problems 
are recognized—and it is known 
that the full use of filaments 
greatly restricts constructions and 
fibers which can be used. 

“There is a field yet to be devel-| 
oped, where most blends are used 
in spun yarns; and perhaps we may} 
reach a point where combinations 
of synthetics and natural fibers 
produce an ideal body-cloth, better 
engineered for its end use,” said| 
Chatham. 


‘Ideal’? Fabric 
25% Wool Blend 


A T GEHRINGER & FORSYTH, 

representatives for Burlington 
Mills, Goodall Vinyl Fabrics, Bur-| 
lington Decorative Fabrics Associ-| 
ates and Peerless Woolens, Ray E.| 
Forsyth remarked: 

“I’m inclined to go along with} 
those who say the ideal auto trim 
fabric would be 75 percent syn-| 
thetic and 25 percent wool.” 

A hint that an upswing of inter- 
est may bring wool blends into 
favor is found in Forsyth’s disclo-| 
sure that “quite a few people” at) 
several of the car companies have 
requested his firm to “style some- 
thing with wool.” 

Ultimately, it is anticipated that 
these ideas will appear as new 
blended fabrics made from 25 
percent wool, and the remainder | 
comprised of any of several syn- 
thetics. 

A possible timetable for such de- 
velopments is gleaned from this 
Forsyth prediction: “For 1958, we 
see a distinct possibility that some 
of the higher-priced cars will come} 
out with a 25 percent wool fabric.” 

Embossed upholstery fabric is 
another new idea (not yet in pro- 
duction for seat trim) that Forsyth 
believes “has a real future.” Ulti-| 
mately, it may be possible to start) 
with a plain piece of fabric (such| 
as rayon or nylon) and emboss it} 
with any desired design. 
It is anticipated that the produc- | 
tion potential of the embossing 
technique (for seat trim) will begin 
to be exploited on ’58 models. Some 
embossed designs already have 
come into use for headlining ma-| 
terials. 
7 > 7 


MBOSSING is performed with a| 

pressure roller. Variations in| 
appearance are made possible by 
using the same base fabric and sim- 
ply changing rollers. Embossed | 
materials are thinner than coated) 
fabrics. They also provide unusual | 
style effects at relatively low cost. | 

This process has an advantage in 
offering virtually unlimited flexi- 
bility for creating patterns and 
style effects. It is a versatile tech- 
nique embodying intriguing promise 
of fabric “facelifts’ with minor| 
changes in textile manufacturing} 
equipment. 

Still another possible trend is 
seen in the likelihood that at least 
two of next year’s high-priced 
cars will feature the “silky look” 
in upholstery fabrics, In 1958, a 
number of the luxury models 
probably will offer these extremely 
costly fabrics, which are priced 
at a level several times higher 
than the cost of some other com- 
monly used fine-car upholstery 
materials. 

Reference to the “silky look,” in- 
cidentally, does not indicate the use 
of silk in the fabric. The rich, 
silken sheen effect is attributable 
to a special smooth, fine-strand| 
nylon. 

Forsyth was among those who 
observed that sheet-coated vinyls 
are being supplanted by the ven- 
tilated discontinuous coatings. 

In upholstery materials today, a 
cardinal rule is to “avoid the hot 
seat” by specifying breathable fab- 
rics whenever possible in prefer- 
ence to coated plastics. 

* * 


Design Trends Affect 
Car Interior Trim 


T° CITE another factor which | 
" has a powerful influence on the 
direction of interior trim evolu- 
tion: It is self-evident that trends 
in automotive engineering and body 





* | 
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design play an important role. Seat 
construction, for example, is vitally 
affected by the style penchant for 


| lowered roof lines. 


Throughout the industry, there’s 
interest in long-range progression 
toward the one-piece, molded “unit- 
seat” concept. One experimental 
version. features contoured, molded 


| urethane foam construction (built-| 


in air conditioning ducts) and a 
Royalite upholstery material. 

As the roof drops toward the 
car floor, the squeeze is on seat 
cushion height. One of the likely 
solutions is to discard traditional 
“chair-height” precepts and tend 
toward use of a resilient foam 
slab. This brings experimentation 
with the long-rumored “integral 
seat”—in which the padding and 
upholstery are a single unit. 

The inflated, low-pressure 
mattress” 


“air 


| holstery trends. 
+ 


is another possible de-| 
velopment to be reckoned with by| 





trim stylists and engineers. Reports 
are that the controversial pneu- 
matic seat cushion and back may 


make its passenger-car debut on 
at least two ’57 models. 


Problems which have long plagued 
“air-pocketed” seat advocates, are 
alleged to be under control. Air 
pressures for these pneumatic units 
are at the low level of three ounces 
per square inch. If this type of seat 
construction wins favor with car 
buyers, it may become an increas- 
ingly powerful determinant of up- 


* * 


ip VIEWING fabric color cycles, 


some see poetic justice in the 
apparent revival of interest in black 
for interiors—long after it has lost 
its dominant position as the pre- 
ferred exterior color. 

In some of the newest upholstery 
fabric designs now emerging from 
laboratories and gaining produc- 
tion acceptance for future models, 
black is widely featured as the base 
fabric color upon which a range of 
modern designs and patterns are 
worked. 

Du Pont’s textile fibers depart- 


ment has just announced a color- 
sealed black. nylon that is sched- 
uled to find its first application in 


| automobile upholstery. Fabrics of 


the yarn offer new outlets for the 
stylist’s imagination. 

Unusually high resistance to 
sunlight is one of the attributes 
claimed to be gained by the new 
yarn manufacturing process. 
Color fastness also is asserted to 
endure through “countless wash- 
ings.” 

Du Pont also is rumored to have 
another entirely new line of fabrics 
going into ’57 models of most car 
manufacturers. 

Unofficial reports describe the so- 
called “jewel-tones” as a basically 
new development in fade-resistant 
metallic finishes on plastic-coated 
upholstery fabrics. 

* * + 

ITH the new light metallic 

shades now possible in recently 
developed exterior paints, interior 
stylists have faced the problem of 
providing body trim with harmoniz- 
ing metallic shades on the uphol- 
stery. 

Prior to perfection of the “jewel- 
tones,” stylists complained that they 
were unable to match exterior me- 
tallic shades satisfactorily. 

Now, they allegedly can sur- 
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mount this styling hurdle and 
specify light metallics such as 
blue and. green pastels on fabrics. 
Jewel-tones also are to be avail- 
able in the newly popular gold 
and bronze hues. 

Exceptional fade resistance and 
ability to withstand exposure to 
bright sunlight is a prime feature 
claimed for the new Du Pont fab- 
rics. 

Jewel-tones are reputed to pass 
the 1,000-hour mark on fadeometer 
tests—where many materials fail at 
only 100 to 120 hours. 


* * * 


‘3-D’ Trim Trend 
Envisioned by Many 


“fMVNHREE-DIMENSIONAL)” effects 
are getting a big play in fabric 
selections for the immediate future. 


| Many observers are of the opinion 


that the “3-D look” is an important 


|trend developing in this field, Two 


of the new 3-D materials are cred- 
ited to U. S. Rubber. 

A major impact on the textile 
industry, including auto upholstery 
fabrics, is predicted for the com- 
pany’s Trilok—a new type of fabric 
which is woven flat, but becomes 

(Continued on Page 30, Col. 1) 
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Trim Designers Busy 


New Ideas Near Fruition Include ‘Soft’ Leathers, 
Metallic Plastics, More Aluminum 


(Continued from Page 29) 


permanently three - dimensional 
when dipped in boiling water. 

This fabric utilizes a radically 
different manufacturing method 
in which shrinkage, hitherto an 
undesirable feature, is used de- 
liberately under controlled condi- 
tions to achieve striking new 
patterns and textures with a 3-D 
effect. 

Woven on a conventional loom 
with polyethylene yarn and stand- 
ard textile fibers, Trilok fabric 
forms puffs (of controlled dimen- 
sion) when the polyethylene is 
shrunk by a few seconds’ immer- 
sion in boiling water. 

First uses of Trilok, according to 
William FE. Clark, vice-president 
and general manager of U. S. Rub- 
ber’s textile division, will be as an 
automotive and furniture uphol- 
stery fabric. The resilient, cushion- 
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mohair. Since their maximum| 
shrinkage, about 12 percent, is much 
less than the 55 percent maximum 
|for polyethylene, they “buckle” 
| when the polyethylene shrinks. It 
is this characteristic that gives the| 
technique the name of “differential | 
shrinkage.” 

Trilok admittedly is a new ma- | 
terial which still has to gain 
acceptance in the trade. Despite 
taxicab tests and extensive field 
trials, some fabric experts pro- 
fess doubt about wear qualities 
—and there is a question in some 
minds about what will happen to 
the 3-D “puffs” when in service in 
extremely hot, humid climates. 

Another U. S. Rubber develop- 
ment, which is running about a 

| year to 18 months behind Trilok in 
SECRET of this new process lies| progress toward production status, 
J in the fact that polyethylene is| is reported to be three-dimensional 
a monofilament yarn with a “mem-| effects in colors and designs with a 
ory.” Prestretched before the fabric| new technique for depositing vinyl 
is woven, it “remembers” its orig-| foam discontinuously on the outer 
inal length and returns to this | surface of a fabric base. 

dimension when placed in boiling Styling and design functions have 
water. freedom of scope to create novel 

Conventional yarns which are| Patterns, and textured vinyl depth 


combined with polyethylene include| can vary within reasonable limits. 
A third U. S. Rubber product 


cotton, wool, silk, rayon, nylon and! 


ing action of the three-dimensional 
fabric structure is expected to offer 
added seating comfort, as well as} 
the ventilated, cooling effect of free 
air circulation between the person 
and the seat. 

“This fabric,” said Clark, “has| 
the advantage of not being totally | 
compressible under a person’s| 
weight, and will not flatten out or 
collapse under long periods of com-| 
pression.” . 
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CURTISS-WRIGHT 

Turbo Compound Engines 

are in use by 30 World Airlines 
plus leading military aircraft 


Kelsey-Hayes helps 
put 20% power bonus into 
Curtiss-Wright engines 


One more example of 


Kelsey-Hayes diversity at work for 


major industries throughout America 


Any way you translate it—20% longer 


range, 20% less fuel, 


—power recovery 


20% more payload 
turbines on the 


Curtiss-Wright Turbo Compound 
engine mean greater operating econ- 


omy. The entire power recovery unit 
— requiring 2000 close tolerance 
machining operations — is manufac- 
tured to highest engineering stand- 
ards by the Aviation Division of 


Kelsey-Hayes. 


KELSEY-HAYES 


Kelsey-Hayes Wheel Co., Detroit 32, Mich. ¢ Major Supplier to the Automotive, Aviation and Agricultural Industries 
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(French & Hecht Farm implement and Wheel Division) ¢ 
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tinuous vinyl coated fabrics, this 
new development is described as 
“breathable, stretchable and wash- 
able.” —" 

*. 


Convertible Top Gets 


Novel Color Treatment 


TANLEY P. SEXTON, automo. 
tive sales manager, Textileather 
division of General Tire, reveaied 
the development of a special woven 
fabric for convertible topping. 

He said: “This will enable us to 
process the fabric to match color 
interiors and yet furnish a con- 
trasting color to the outside sur- 
face.” 

An advantage also is claimed in 
softness and pliability that facili- 
tates stacking in the “top-down” 
storage area. 

In a further glimpse of new 
developments, Sexton disclosed a 
new “high-fidelity” embossing and 
finishing process which is said to 
make possible the duplication of 
fabric textures, interwoven leath- 
ers, brocades and appliques. 

Textileather’s Nygen Tolex, a 1955 
rumored to be about ready to move) development, is stated to be gain- 
out of experimental status is 4|jng steadily in acceptance. This 
vastly improved breathable Nauga-| non-woven Nygen-backed vinyl has 
hyde. Based on a variation of the|q leather-like feel and “hand.” It 
process for making present discon-| offers the production advantage of 
easy workability, plus style benefits 
of ready duplication for various 
finished effects. 

In seeming contrast to Sexton's 
comment that the fabric trend is 
towatd “fuller. and more _ intense 
colors rather than pastels,” a Mas- 
land Duraleather spokesman (and 
other sources) envision a softening 
of colors. Contrasts are said to be 
less sharp than those previously 
used. 


"3-D' Fabric— 
Differential shrinkage of yarns causes | 
Trilok 


form 


fabric to take three-dimensional 


when dipped in boiling water 


during manufacture. 


* * * 


ae are in agreement that there 
é now is closer harmony with the 
soft-goods fabrics and paint trim 
colors. 

Both Textileather and Masland 
contacts see a continued trend to 
use of vinyls. This includes both 
upholstery and door trim, with spe- 
cial embossed or quilted effects 
gaining favor on doors. 

Turning from man-made vinyls 
to new developments in uphol- 
stery leather—“man’s oldest fab- 

ric”—scientific progress is observ- 
able all the way from tanning 
operations back to animal hus- 
bandry. 

Some sources are predicting a re- 
surgence of applications for leather 

with the effects most noticeable 
in 58 model planning. Renewed in- 
terest is brought about by a soon- 
to-be-announced advance in leather 


upholstery materials. 
+ > * 


New Pliable Leather 
‘Soft as a Glove’ 


io IS alleged that an important 

change in processing systems not 
only may reduce the cost of some 
leathers—but, at the same time, 
“remove all the objections some 
engineers and stylists have to the 
use of leather.” 

You'll be hearing more about the 
new “soft” leathers. As one trim 
expert said. “these new leathers 
are so pliable that the only way I 
can think of to describe them to 
you is to say they're like a good 
pair of pigskin gloves.” 

While retaining leather’s inher- 
ent breathability and the animal 
skin’s natural tendency to adapt 
quickly to body temperatures, the 
new soft leathers are treated by 
new dyeing techniques which are 
said to eliminate color-cracking 
at the surface. 

Seating engineers also will be in- 
| terested in reported conquering of 
| cold-cracking—an oft-criticized de- 
fect in some leather goods. The 
new specification may guarantee 
freedom from cracking at tempera- 
tures as low as 20 degrees below 
zero. 


power 
for Curtiss- 
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directly to the tur- 


* * * 


DDITIONAL leather develop- 

ments include: Rich designs 
and patterns in printed leathers, 
broadened color range, “tropical” 
leather for humid climates, and 
innovations in woven leather com- 
bined with other materials. 

Other novel ideas are floors cov- 
ered with tufted leather carpeting, 
leather rugs and natural cowhide 
for luxury models. 

Metallic yarns, such as Dobeck- 
mun’s Lurex, have been gaining 

rapidly in popularity among fab- 
ric designers. Metallic yarn, 
woven into the fabric, is credited 
as -a prime stimulator for the 
new tone-on-tone and color-on- 
(Continued on Page 31, Col. 1) 
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Many New Ideas Near Fruition .. . 


Interior Trim a Fertile Field 


(Continued from Page 30) 

color effects now seen in uphol- 

stery. 

One trend, noted by Jack Han- 
non, of the Dobeckmun Detroit 
office, is that, whereas metallic 
yarns hitherto had been principally 
neutral or silver-colored, they now 
are being specified in a broader 
color range, including the new gold 
effects. 





* * * 


Metallic Yarn Uses 


Vacuum-Plated Film 
¢ MANUFACTURING its regular | 
Lurex, Dobeckmun has a layer} 
of aluminum foil (0.00045 inches) 
thick) bonded by means of adhe-| 
sive, heat and pressure, between| 
two layers of transparent acetate 
butyrate film. 
Lurex MM (metallized Mylar) 
eliminates the aluminum sheet. For 
silver-colored Lurex, two sheets of 


Mylar (Du Pont’s polyester film) 
are used. 
A vacuum plating operation 


metallizes the film, applying a 
metal coating whose thickness is 
measured in millionths of an inch. 
Metallic yarns are established as) 
a major decorative element in many | 
fabrics. The technique provides an 
impression of luster, color and lux- 


_ ury to enhance the appearance of 


a wide range of materials. 

In addition to Dobeckmun, sup- 
pliers in this field include: Metlon| 
(Metlon yarn), Standard Yarn Mills 
(Lame’), and Reynolds Metals} 
(Reymet). | 


A® SMOOTH-SURFACED yarns 
are supplemented by new “di- 
mensional” ideas, some observers 
mention a “loop and pile” effect as 
in the works for ’57 production. 
The various forms of plastic- | 
to-metal laminates constitute an- 
other area of development that is 
attracting widespread interest for 
interior trim. Such plastics as 
Naugahyde and the vinyls can be 
bonded to sheet metal for appli- 
cation as interior panels, kick- 
shields and radio and heater | 
cabinets. 
In addition to formability by nor- 
mal metalworking procedures, and| 
versatility in achieving attractive) 
style and color effects, the plastic-| 
metal laminates require no further| 
finishing and have the added ad-| 
vantage of inherent resistance to} 
abrasion, scuffing and rough usage. | 
Companies already in this grow- 
ing field include U. S. Rubber, | 
Parker Rust Proof and Columbus| 
Coated Fabrics. | 


Urethane F. oom Pad 


Finds Varied Uses 
A RELATIVE newcomer to the! 
plastic family is rapidly gain-| 
ing ground in the field of interior 
trim materials. This is polyurethane 
foam, based on a combination of 
polyesters or polyethers and diiso-| 
cyanate. 

These materials are offered by 
several producers, among which is 
the Dryden Rubber division of | 
Sheller Mfg., whose urethanes carry | 
the trade name Shellertex. 

Typical of the urethanes, this ver- 
satile material is produced in a 
range of densities or compression 
requirements, at a uniform low 
weight per cubic foot, It lends itself 
to heat sealing, cementing, sewing 
or tacking in assembly operations. 
Combination of urethanes with 
other materials such as vinyl or 
mylar films are readily made. 

Sheller Vice-President E. J. 
Cosgrave disclosed that consider- 
able progress has been made on 
techniques to mold polyurethane 
to special shapes and forms with- 
out a separate covering material. 
Completion of this development 
work in the near future is ex- 
Pected to open the way for new 
applications, Cosgrave said. 

Already in use on padded instru- 
ment panels, urethane undoubtedly 
will win a number of applications 
from the stimulus of current em- 
Phasis on safety design. 

In addition to wider usage on 
dash panels in coming models, Cos- 
Brave said that the urethane mate- 
rials are slated for such other 
Safety features as padded sun vis- 
ors, glove box pads, arm rests and 
padded horn ring assemblies. 

x * 





x 
H'c# insulating and sound dead- 
ening qualities of urethanes 









‘ 





| make them suitable for use as floor 


covering underlay, door panel filler, 
fire-wall insulation and trunk and 
deck as well as hood liner. Current 
developments are said to indicate 
a potential as a headlining mate- 
rial. 

“In this and many other applica- 
tions,” declared Cosgrave, “an elec- 
trostatic flocking of the exposed 
surface will provide an attractive 
as well as economical and func- 
tional product.” 

Another contender in the com- 
petition among foam materials may 
be U. S. Rubber’s versatile Roy- 
alite. It has been predicted that 
Royalite soon will become available 
in expanded (cellular) forms rang- 
ing from rigid to flexible. 

Already in production on poly- 
ester urethanes, U. S. Rubber is 
known to be experimenting with 
the polyethers as well. Now re- 
ported in the development stage, 
the polyether urethanes can be 
foamed and otherwise processed 
in a manner similar to poly- 
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esters—but are expected to be 
superior in resisting degradation 
through exposure to high tem- 
peratures and humidities. 

Another of the latest entries into 
the padding field is a new type of 
cellulose wadding called Cel-Fibe, 
produced by Personal Products. 
Pilot production runs have been 
conducted with results that alleg- 
edly indicate suitability as a cush- 
ioning material for automotive 
interior panels and headings. 

* * + 
DISTINCTIVE new type of 
cavitated foam rubber is one 

of the most recent interior trim 
developments disclosed by National 
Automotive Fibres, Inc. 

Offering the prospect of reduced 
material costs, cavitated foam is 
said to require less rubber mate- 
rial to fill a given volume of space. 


The new manufacturing proc- 
ess honeycombs the pad with air 
“bubbles” of predetermined size. 
Formulations are carefully con- 
trolled to provide the desired 
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load - deflection properties with 
this low-density foam construc- 
tion. 

Production thus far has been 
limited to laboratory or pilot-plant 
quantities. Small production runs 
are planned for later this year, and 
the company is readying plant fa- 
cilities for large-scale output. 

Thus, cavitated foam may appear 
in small-volume use on next year’s 
cars; and capacity for high-volume 
application will be available for | 
1958 models. 


* * * 





Headlining Materials 


May Become Rigid 


(THERE'S also much activity in| 

headlining materials—and many | 
would say—‘“It’s about time!” In 
the next several years, the entire} 
headlining field is due for whole- | 
sale changes in designs, materials, | 
manufacturing techniques and 
even in the manner of installation. | 


A number of new ideas is antici- 
pated in the “soft” headlinings. | 
These probably will include printed | 
and embossed designs in cotton| 
and a variety of vinyl types. | 


| There’s even the possibility that | 


insulation pad and headlining may' 
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become a single unit as flock- 
sprayed synthetic foams are re- 
ported as “promising” for such 
uses. 


The big news undoubtedly will 
be made by the wide variety of 
new rigid headlinings now being 
readied for production. One au- 
thority predicts: 

“Design and installation meth- 
ods for headlinings will change 
drastically in the near future... 
developments will tend toward 
new headlining assemblies, 
molded in one piece and installed 
as a unit.” 

A forerunner of such develop- 
ments is the rigid, molded Roya- 
lite headlining currently used in 
the Plymouth Suburban (station 


| wagon). Many other materials are 


being considered for one-piece 
headlining. 

Among the most promising are 
phenolic-impregnated fiberglas, 
rigid urethanes, pressed paper 
pulp and impregnated sisal, An- 
other type of headlining which is 
hard, but not molded, is said to 
be in limited production use, This 
is untempered Masonite. The com- 
plete headlining is installed as an 


(Continued on Page 39, Col. 1) 
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Vickers advance-minded engineering and production ‘know-how” score 
again. Pulley-driven from the engine crankshaft, a new Vickers Vane 


FOR POWER 


Type Pump provides hydraulic power for steering Ford Motor Company's 
luxurious Continental Mark Il. The Series VT26 unit is a compact pump 
design . . . saves space, saves weight . . . has the time-proved Vickers 
Pump advantages of exceptional dependability, long life, high efficiency 
and quiet operation. 


ENGINEERS 


AND 


VICKERS 


INCORPORATED 


DIVISION OF SPERRY RAND CORPORATION 


ADMINISTRATIVE and ENGINEERING CENTER 
Department 1532 e Detroit 32, Michigan 


BUILDERS OF OIJL 


HYDRAULIC 


EQUIPMENT 


. Cratbiht ICKERS, PUMPS 


STEERING 


more MickERS. 


Vane Type Pumps 
than all other 
makes combined 
are used for 
hydraulic 

power steering 
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EXTRA VALUE is the top selling feature of the 1956 
Hornet. It’s inches roomier, rides 3-times smoother than 
any other car. Reclining Seats, Twin Beds, and lowest cost 
air conditioning give dealers exclusive features that sell! 


Back in the early days of car selling, picking a dealer- 
ship was a lot like betting the ponies. When you consider 
that 2,726 car makers entered the race and that only 17 
survive today, the odds figure out at a staggering 
160 to 1! 

Fortunately, there was something in the Hudson 
picture even in 1909 that made the car look like a 
winner. It was a pioneering little buggy . . . the first car 
to offer a selective sliding gear transmission for less than 
a thousand dollars. It set a record, too—4,000 sales in 
its first year! 

Then came the Super Six, the first car with a 


BORN IN A two-story, 80,000- 
1909, the Model 20 grew out of it 
The car sold spectacularly becaus } 
time .. . offered a lot of extra vali 


balanced engine. After that, the hot, little Hudson-built 
Essex—the first low-priced closed car. And then the first 
unit-engineered car, the Hudson Terraplane .. . the first 
step-down car, the ’48 Hudson . . . the all-time stock-car- 
record holder, the ’51 Hornet. 

A lot of our fathers and grandfathers put their 
money on that first Hudson; and in 47 years, their 
choice has paid off big. It still does! 

Today’s Hudson dealer cashes in on the luxurious 
Hornet . . . the roomiest, smoothest-riding car on the 
road. He cashes in on the Rambler . . . the sportiest, 
lowest priced, most economical car in the low-price field. 
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HOTTEST PROSPECT in the low-price field is the smart, econom- 


00-ime-foot plant in 


of tess than a year. ical Rambler . . . still gaining in sales despite the industry slump. 

austeas ahead of its Big as the .“‘Big 3” inside, it’s compact, easy-to-handle—costs less 

alu its $900 price. to own and operate. It’s the car more and more buyers want! 
And he cashes in on the Metropolitan . . . the saucy, 


little sports car that’s really taking hold! 


If you’re interested in selling a line that’s going 
places .. . a line that covers 95% of the market and pays 
off in one of the industry’s biggest profits . . . look into 
Hudson dealership opportunities in your area. Contact 


your Hudson Zone Office; or write: V. E. Boyd, General 
Sales Manager, Hudson Motors Division, American Motors 
Corporation, Detroit 32, Michigan. (In Canada, contact: 
L. E. Fenn, General Sales Manager, Hudson Division, 


American Motors Sales of Canada, Ltd., 2951 Danforth <idfr suena of penatinen Motors 
Ave., Toronto 13, Ontario.) (a=: Tune in “DISNEYLAND’’—ABC-TV Network 


HORNETS «© WASPS ¢ RAMBLERS ¢ METROPOLITANS 
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Feedall, Inc., Introduces 


Elevating Conveyor Unit 


The Feedall 4500 series elevating con- 
veyor, designed to transfer parts from one 
machine to another, accepts parts from 
the discharge chute of the first machine, 
elevates and synchronizes them for deliv- 
ery to the next machine. 

It will handle cylindrical parts up to 
34% inches in diameter and 1% inches 
thick. Power is furnished by a % h. p., 
220/440-volt motor through a variable 


speed drive. Feedall, Inc., Willoughby, O. 
* ” * 


Battery Motor Designed 


For Industrial Trucks 


A battery truck motor for industrial 
trucks and small personnel carriers has 
been developed by the Specialty Compo- 
nent Department, General Electric Co., 
Schenectady 5, N. Y. 

The truck motor is rated 12, 24 or 36 
volts and from 1,000 to 2,400 r.p.m. 
Designated the BC-48 model, its diameter 
is 6% inches, with the length 9%, inches 
and 54 pounds in overall weight. In 
ratings from one to 2 horsepower, the 
motor is said to have high efficiency and 
low battery drain. 


. 





Control Valves Available 
In 7 Different Models 


A line of ‘“Quick-Dump” flow control 
valves, intended for use in original equip- 
ment, as well as numerous applications 
in industry that require either manual 
or automatic valving of air, water, oil 
or freon, has been marketed. 

The valves utilize a single basic valve 
body which may be used either normally 
open or normally closed, depending upon 
port connections, it is claimed. To this 


standardized valve body may be added a | 


variety of simple devices for triggering 
the valve action. The valves are avail- 
able in the following models: Solenoid, 
cam-operated, palm button, finger-tip, 
foot-operated, and two types with hand 
lever. Humphrey Products, General Gas 
Light Co., Kalamazoo, Mich. 
* * 


Machine Straps and Bundles 
On Assembly Line Basis 


A high-speed electric girth strap- | 


ping machine, capable of strapping, 
bundling or reinforcing on an 
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assembly line basis, now is avail- 
able from Permacel Tape Corp., 
New Brunswick, N. J. 

Designated the Permacel 401, the 
machine can apply in excess of 700 
straps per hour, while at the same 
time automatically compressing the 
material to be straped, it is claimed. 
The unit is adjustable to handle 
either hard -or soft materials; 
square or irregular shaped units. 

* * z 





Three-Wheeled Electric Car 
Designed for Industry Use 


The Electromite electric car, developed 


for use in industry, is 66 inches long, 
25 inches wide, and is capable of climb- 
ing a 20 percent grade with a 225- 
pound load. 

Running on regular automotive-type bat- 
teries, the three-wheeled car has two 
speeds forward with a maximum of 20 
miles per hour. The builtin charger plugs 
into any 110-volt AC socket and an auto- 
matic timer shuts off when the charging 


cycle is completed. Maximum range is 
said to be about 36 miles between 
| charges. Electromite, Inc., 16254 Meyers 


Rd., Detroit 35, Mich. | 


| 
| 
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Industrial Gasoline Tractors 
With Full Spring Suspension 


The redesigned Huskie and ~ Super- 
Huskie gasoline tractors, featuring full 
spring suspension, greater operator com- 
fort and good accessibility, now are 
being produced by Mercury Mfg. Co., 
4044 S. Halsted St., Chicago 9, Ill. 

The Huskie, designated models 930 
and 940, will be available in two draw- 
bar capacities of 3,000 and 4,000 pounds. 
The Super-Huskie also will be available 


in two capacities, rated at 4,000 and 
5,000 pounds. All models are powered 
by the Chrysler six-cylinder industrial 
engine. 

* * * 
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Portable Nibbler Handles 
| 10 Gauge Stainless Steel 


portable) 
to handle 
up to 10 
non-ferrous 


—s 


The Fenway heavy-duty, 
Nibbler, model HN, is said 
stainless steel of all types 
| gauge; milder steels and 
metals to 8 gauge. 
| Weighing 13 pounds, the Nibbler's cut- | 
ting action is provided by a high-speed, 
tool-steel punch and die which takes | 
a % inch slug of metal with each stroke. | 
Speed at full load is 600 strokes per | 
minute. Minimum cutting radius is 6| 
| inches. Fenway Machine Co., Edgemont | 


and Clementine Sts., Philadelphia 34, Pa. | 








| unit is 


| matter 
|in excess of any quantities which could 
| ever be found in operating systems. 





Redesigned Abrasive Tools 


Develop Greater Power 


Outsanding feature of redesigned Buck- 
eye X-4 portable, air-powered abrasive 
tools is said to be a highly sensitive 
governor which enables the tools to de- 
velop greater power and maintain higher 
speeds under loads, a combination that 
results in faster metal removal and finish- 
ing work. 

The C series horizontal grinder, above, 
is one of a line of horizontal grinders 
and buffers, vertical grinders and sanders 
and right angle sanders now carrying 
the X-4 designation. Users of D, E, and F 
series tools can secure the X-4 perform- 


ance by slight modification of existing 
tools. Buckeye Tools Corp., P. O. Box 
966, Dayton 1, O. 

s = -@ 





Kux Die Casting Machine 
Weighs 79,000 Pounds 


A 1,000-ton die casting machine, weigh- | 


ing 79,000 pounds and featuring 10-inch 


Engineering and Production 
New Products 


thick steel die plates each weighing over | 


10,000 pounds, has been introduced by 
Kux Machine Co., 6729 N. Ridge, Chicago 
26, I. 


Called model BH-60, the unit's die 


plates, measuring 72 by 54 inches, provide | 


die space of 40 by 32 inches clearance 
between tie bars, and there is a die 
opening stroke of 24 inches that is ad- 
justable for less stroke, it is claimed. The 
constructed either in a plunger 
gooseneck design for production of zinc 
castings, or as cold chamber design for 
making aluminum and magnesium die 
castings. 
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Remco Filter-Drier Designed 
For Auto Air Conditioning 


Made especially for original equipment 
applications in automotive, commercial and 


industrial air conditioning and refrigera- | 


Remco Super-Flo Filter-Driers 
low-cost steel, as 


tion, 
are available in 


now 
well 


The massive fiberglas bag in the Super- 
Flo is said to remove amounts of foreign 
from the refrigerant stream far 


The 


| 
| 
| 


| as spun-end copper or red brass shells. | 


| 


molded Remcal drying unit removes mois- | 


ture chemically, also absorbing acids to 


a tevel below possible danger from cor- | 


| rosion, it is claimed. Remco, Inc., Zelieno- 


ple, Pa. 
* * * 


Templets, Tapes Developed 
For Color-Coding Layouts 


Repro-Templets, Inc., Oakmont, 


| around the outer diameter of the piston. 


Pa., has developed a line of colored | 


templets and colored continuous 
layout tapes to meet the demand 
for a new method of color-coding 
master layouts, it is claimed. 


While the color templets on 


| able cushions for controlled strokes over 


— 


white acetate do not reproduce, 
they are used in conjunction with 
the standard line of black-line Re- 
pro-Templets, and can be used for 
control boards. Consisting of three 
groups of design, the transparent 
tapes are reproducible. 

* ok + 





Gyrol Fluid Drive Line 


Features Four Models 


An adjustable speed Class 2 Gyrol 
fluid drive, shown above equipped with 
manual scoop position control mechanism, 
has been developed by American Blower 
Corp., Detroit 32, Mich. Inset shows 
scoop control mechanism for automatic 
speed regulation. 


The fluid drive models are available in 
four sizes for use with drive motors 
| rated between one and 25 horsepower. It 
| is recommended for use in machine tool, 





fabricating and production machinery 
applications. According to the manu- 
facturer, it is especially well suited for 


| automated installations. 
* * * 





Goodyear Aircraft Unveils 
Analog Computing Machine 


Introduced to the electronic differential | 
analyzer field, the Geda Al4 analog com- | 
puter is said to combine practically un- 
limited linear and nonlinear computing 
capabilities with highest accuracy, great- 
est flexibility, and simplified operation. 


In the single console configuration, up 
to 96 operational amplifiers and 50 or 
more nonlinear elements can be accom-| 
plished, providing one complete comput- 
ing system, or two independent smaller 
systems for widest flexibility, it is claimed. 


Multi-console systems provide larger ca- 
pacities. Goodyear Aircraft Corp., 1220 
Massillon Rd., Akron 15, O. 


x * * 








Alkon Cylinder Prevents 


Metal-to-Metal Contact 


The Alkon model D double-acting cyl- 
inder is said to prevent metal-to-metal 
contact between its piston and the cylin- 
der wall by using a nylon bearing wrapped 


The self-adjusting piston packings of 
block-vee design yield negligible ‘‘break- 
out” friction, it is claimed. 

A unique cushion arrangement, with 
cadmium-plated spring, spherical radius 
seal, and chamfered seat, is said to as- 
sure positive cushioning with immediate 
acceleration on the return stroke. In addi- 
tion to standard one-inch stroke, adjust- 





one inch, and up to six inches, are avail- 
able. Alkon Products Corp., 200 Central 
Ave., Hawthorne, N. J. 








Automatic Washing Machine 
Designed for Small Parts 


Developed for cleaning small parts, the 
Ransomatic automatic machine is widely 
adaptable for washing, rinsing and dry- 
ing in all metalworking fields. The ma- 
chine can be used either as a single 
unit installed in one or more locations, 
or in a group of two three, four or 
more installed in one location as required, 
it is claimed. 

The washer is said to clean two baskets 
or other loads of parts in one load, and 
40 baskets per hour. Maximum overall 
size of each basket is 21% inches long, 
14%, inches wide and 14 inches high. 
Ransohoff, Inc., 1001 Ford Bivd., Hamil- 
ton. O. 





Automatic Positioning Table 
Ideal for Light Manufacturing 


A lightweight, low-cost Binotrol auto- 
matic positioning table that is said to be 
ideal for repetitive runs in light manu- 
facturing and small machine shops has 
been developed by Barnes Engineering 
Co., Stamford, Conn. 


The unit controls a 10 by 10-inch 
Master model 12 table which is positioned 
in two axes to an accuracy of .001 of 
an inch. The controls for the table are 
packaged in a 16% by 15% by 10'%- 
inch console weighing 60 pounds. The 
table is controlled by means of a Bino- 
trol punched tape system in which all 
operating instructions are punched on a 
tape, and the system ‘‘reads” the tape, 
and controls the motion of the table. 

* * * 


Pearlescent Acrylic Sheet 
Available for Automotive Use 


A pearlescent cast acrylic sheet which 
is expected to find wide application in 
automotive nameplates and medallions, 
emblems, knobs and plaques is now manu- 
factured by Cadillac Plastic and Chemical 
Co., 15111 Second Ave., Detroit 3, Mich. 


Natural mother-of-pearl is diffused 
through the acrylic sheet by a special 
casting process, it is claimed. The sheet, 
said to have an exceptionally high luster 
and color penetration, is available in more 
than 20 jewelled and metallic colors, in 
thickness from .080 to .250 of an inch. 
Sheet sizes range from 12 by 48 inches 
to 36 by 48 inches. Larger sizes available 
on special order. 
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SAE Covers Wide Field 


Safety, Fuel and Design Included in Subjects 
Discussed at Summer Parley 





(Continued from Page 25) 


powerplant. Shielding size and 
weight alone tend to rule out such 

applications for the reactor. 
According to University of Mich- 
igan scientists F. L. Schwartz and 
H. A. Ohlgren, who authored the 
SAE paper, even an “idealized” 
version of a nuclear heat engine 
would weigh about six tons in the 
smallest feasible size. 
* * cs | 


GM Researchers Discuss 


Experimental Power plants 


-, WAS pointed out that atomic- 
powered motor vehicles such as 
ears, buses or trucks must await | 
major technological breakthroughs 
which are not yet in sight. 

In other sessions on experimental 
powerplants, GM researchers de- 
scribed their free-piston engine and 
the new regenerative turbine 
developed for the Firebird II, 

Arthur F. Underwood said the 
free-piston engine combined with 
a gas turbine has many attrac- 
tive features for automotive use. 
Design advantages were said to 
include the absence of a “tunnel” 
in the body, and effective weight 
distribution achieved by placing 
the engine in the front of the 
car — with transmission at the 
rear. | 

In addition to the free-piston 
engine’s widely publicized tolerance 
for various kinds of fuel, Under- 
wood cited such further advantages 
as high overall cycle efficiencey, in- 
herent smoothness, torque multipli- 
cation, low gas-turbine tempera- 
ture, high power-to-weight ratio 
and rapid response to throttle. 

In referring to future programs, 
Underwood predicted continued im- 
provement in power-to-weight 
ratio through design refinements 
and the use of lighter metals. He 
also indicated that further control 
and study of the free-piston com- 
bustion process might be expected 
to decrease fuel consumption “to 
a value better than 0.36 pounds per| 
gas horsepower hour.” 





| nan some applications, Under- 
wood asserted that it may be 
desirable to use a single-cylinder 
gasifier with an afterburner located 
ahead of the power turbine. Use 
of the afterburner was said to be 
most promising if the vehicle is to 
be operated most of the time at a 
low horsepower level and require 
peak output only for limited periods 
such as for acceleration or brief 
intervals of sustained top speed. 

Turning from the free-piston | 
engine to GM’s regenerative gas | 
turbine, William A. Turunen and | 
John S. Collman, of GM research | 
staff’s gas turbines department, | 
declared “broad new fields of ap- 
plication for the small gas tur- 
bine” have been opened by the | 
Firebird II’s reduced fuel con- 
sumption, compact design, im- | 
proved acceleration and low noise 
level. 

They pointed out that a regener- 
ator, recovering more than 80 per- 
cent of the engine’s exhaust heat, 
had reduced Firebird’s kerosene 
appetite to less than half that of 
earlier GM _ turbines. 

Looking to the future, Turunen 
and Collman said development of 
the GT-304 gas-turbine engine will 
aim for thermodynamic improve- 
ments, increased durability of com- 
ponents and a reduction in the 
amount of critical material re- 
quired, 

“It is not likely that present 
turbines and compressors are at 
their highest state of development,” 
they said, “and it certainly should 
be Possible to improve both effec- 
tiveness and pressure loss of the 
regenerator.” 

= ~ - 


Air Conditioners Called 


Tough on Auto Engines 


T= goal of GM’s turbine pro- 
gram was declared to be an 
engine weighing less than three 
pounds per _ horsepower, having 
thermal efficiency approaching that 
of the reciprocating engine, and 
containing less than 10 pounds of 
nickel or other critical material. 
In a separate presentation, 
Joseph B. Bidwell and Robert E. 
Owen, of GM research staff’s en- 
gineering mechanics department, 
‘ 


discussed Firebird II’s experimental 
chassis features. These included 
the braking, electrical, air- 
conditioning, steering-gear, suspen- 
sion and central-hydraulic systems. 

The automotive industry 
already is making broad uses of 
nuclear energy in the field of 
radioactivity, according to H. A. 
Tuttle and G. E. Noakes, manu- 
facturing staff, Ford Motor Co. 
Present applications include 
radiography, nondestructive test- 
ing, gauging and control, tracer 
techniques, static neutralizers and 
processing. 


“The nuclear age,” they com- 












More than half of America’s truck manufacturers use 
Holley integrally-designed engine control systems to 
provide their products with maximum power at mini- 


mum operating cost. 


More than ten 
million automo- 
biles on the 
road today are 
equipped with 
carburetors, dis- 
tributors and heat 
regulators de- 
signed by Holley 
to give finest en- 
gine performance. 





Typical of engine con- 
trol systems designed 
and manufactured by 
Holley is this R-85 unit 
developed for the Pratt 
& Whitney Aircraft 
T34 engine which 
powers the huge Doug- 
las C-133A, above. 
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mented, “clearly holds forth the 
promise of improved and cheaper 
processes, improved materials, a 
more careful control of existing 
processes and a more complete 
understanding of natural pheno- 
mena upon which materials usage 
is based.” 

In a technical paper on automo- 
tive air conditioners and gasoline 


volatility requirements, an oil com- | 


pany engineer told the SAE group 
that air conditioners installed in 
automobiles make things comfort- 


able for the occupants, but tough | 


for engines. 
* * ca 


HEY pour heat under the hood, | 


interfere with radiation cooling 
and even affect engine operation 
by causing vapor lock with high 
volatility fuels, he said. Difficul- 
ties were said to be concentrated 
in Texas, where 
sales are highest. 


air-conditioner | 


1956 


M. R. Morrow, Humble Oil & Refin- 
ing Co., who ’said the 260,000 units 
now in use probably would be in- 
creased by steadily rising sales — 
which should reach a million units 
in 1959. 


Morrow said continued use of 
highly volatile gasolines contain- 
ing butane is desirable, from the 
standpoints of engine efficiency, 
cost of fuel and petroleum con- 
servation — but that the instal- 
| lation of air conditioners is de- 
laying progress in improving the 
ability of cars to accept volatile 
fuels. 


He explained that heat rejection 
|under the hood by the air condi- 
|tioners interferes with the radia- 
tor and engine cooling system. Fuel 
vapor locking difficulties are experi- 


turned off. 





Tests on 12 air-conditioned cars | cavitation-corrosion 
| showed that average vapor pres-|form of corrosion or pitting on the 


These problems were outlined by! sure limits were reduced 0.7. Tests ' 















For more than half-a- 
century — original 
equipment manufac- 
turers for the.automo- 
tive and aviation 
industries. 
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on three cars indicated that the 
car vapor pressure limits were re- 
duced 1.3 when units were installed 
but not operated — with an addi- 
tional 0.6 reduction when air con- 
ditioning was turned on. 

* x * 


Panelists Present Views 


On Cavitation, Corrosion 


SYMPOSIUM concerned with 
+%& preventing cavitation and cor- 
rosion attack in diesel engines was 
told by J. A. Joyner, Studebaker- 
Packard Corp., that practical solu- 
tion calls for a combination of good 
piston clearance control, avoidance 
of extra-thin liners, use of nickel- 
chrome plate and application of 
suitable inhibitors. 

Bernard Trock, Ordnance Tank 


enced even when the units are| Automotive Command, Detroit 


Arsenal, told the symposium that 
is a peculiar 


(Continued on Page 36, Col. 1) 





Holley engine control system 


Imagine the power required to lift this plane and cargo of 137% tons into 
the air. Largest transport ever produced, the huge Douglas C-133A is 
equipped with four Pratt & Whitney T34 turboprop engines together with 
Holley R-85 fuel controls. 
In cooperation with engine manufacturers, Holley engineers design, develop 
and manufacture many aircraft engine controls vital to the air defense of 
the U.S. Among them: components for the J-57 engine which powers many 
of the new “century” series interceptors. 
Additionally, Holley has built carburetors, distributors and heat regulators 
for more than ten million automobiles on the road today. And more than 
half of America’s major truck manufacturers factory-equip their products 
with Holley engine control systems. 
Wherever engine control systems are needed, Holley’s half century of 
design, engineering and manufacturing experience can best meet your 
requirements. 
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SAE Papers Feature 
Safety, Fuel, Design 


(Continued from Page 35) 


water side of diesel. engine cylinder 
liners, hydraulic turbines, centrif- 
ugal pumps and high-speed ship 
propellers. 

He said its mechanism is un- 
known, but the extensive and 
costly damage caused seems to 
be affected by metal hardness, 
porosity and surface discontinui- 
ties, viscosity, temperature and 
molecular size of contacting 
liquids, vibration amplitude and 
the addition of corrosion inhibi- 
tors. 

The principal source of vibra- 
tional energy in the area of cavi- 
tation damage was said by Alan 
R. Schrader, U. S. Naval Engineer- 
ing Experiment Station, to be the 
resonant vibration of cylinder 
liners as excited by piston slap 
and cylinder firing. 

A. K. Blackwood, 
Harvester Co., 
corrosion of diesel cylinder sleeves 


International 


| 55,000 pounds, was controlled safely 
down a grade at 35 m.p.h. by the 
retarder without using service 
brakes. 


By way of contrast, it was pointed 
out that it was not considered safe 
to operate this type of vehicle down 
this same grade without retarders 
at speeds above 15 m.p.h. 


In describing an eddy current 
retarder development, J. G. Ocet- 
zel, Warner Electric Brake & 
Clutch Co., explained that, while 
a retarding device will not stop 
or hold a vehicle, it can dissipate 
large amounts of heat as a sup- 
plementary brake. 


Wheel brakes thus are reserved 
for effective operation when needed. 
A retarder also was claimed to elim- 
inate “engine braking’—with bene- 
fits in reduced wear and rough 


said coolant side | 


can be reduced by using copper- | 


chrome gray iron as sleeve} 
material. He added that this 
method is more effective than | 


reducing sleeve deflection, curtail- 
ing water velocity or protecting the 
sleeves with coating and inhibitors. 
* > = 
DESCRIPTION of the pro- 
longed development of Type A 


fluid for automatic transmissions | 
was presented by N. A. Hunstad, | 


T. W. Selby and R. E. Osborne, 
of General Motors. They said that, 
while the developmental process 
has extended over 19 years and 
Type A fluid now is used in every 
make of car, further improvement 
is needed, 


Present research programs are | 


seeking lower resistance at low 
temperatures, 
at high temperatures, higher dens- 
ity and better high-temperature 


compatability with rubber and 


metals used in automatic transmis- | 


sions. 


A four-paper session on the latest | 


developments in vehicle retarders 
was 


Thompson Products, Inc. 

The principle of the Thompson 
retarder was said to be similar to 
a stalled fluid coupling or torque 
converter. Redirection of fluid 
between rotor and stator vanes 
converts the mechanical driveline 
energy into heat. 

When the retarder is used to de- 
celerate a truck, for example, heat 
rejected from the retarder circuit is 
absorbed by engine cooling system 
water, through a heat exchanger. 

The Thompson engineers said the 
following factors have created a 
need for a supplementary system to 
truck service brakes: (1) High 
maintenance cost caused by fre- 
quent adjustment and relining; (2) 
inadequacy of present service brakes 
to absorb repeated stops or pro- 
longed application during descent 
of grades, and (3) tire wear due to 
scuffing and sliding. 

> 7 


Advantages of Retarders 
For Trucks Are Listed 


OOTH and Herbenar asserted | 


that test vehicles equipped with 
a retarder have “repeatedly dem- 
onstrated their ability to make bet- 
ter over-the-road time with a 
higher margin of safety.” In one 
instance, it was claimed that a 
tractor-trailer combination, loaded 


to a gross _combination weight of | 


TURNTABLES 
a 


Manufactured by 


Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Cona. 


decreased volatility 





led off by James H. Booth, | 
chief engineer and Edward J. Her-| 
benar, assistant chief engineer, 


| ‘ . . 
| usage on the engine, driveline and 


transmission. 

Even with retarders, however, 
Oetzel asserted that it is advisable 
to distribute the braking or retard-| 
ing force over as many loaded 
axles as possible. Control of the 
eddy current retarder was said to| 
be relatively simple. Excitation cur- | 
rent is supplied directly by a gen- 
erator that is belt-driven from the} 
tractor’s propeller shaft. No battery 
is required for the retarder func- 
tion. 

* * x 

A REVIEW of compression re- 
+% tarders was given by W. E. 
Meyer, Pennsylvania State Univer- 
sity. Compression retarding, ex- 
plained Meyer, describes the method 
of using the engine for retarding 
the vehicle by letting the engine 
operate as an air compressor. In 
essence, this is accomplished sim- 
ply by closing off the exhaust mani- 
fold through a suitable valve. 

Another version of the hydraulic 
retarder design, the “Hydrotarder,” 
was described by E. F. Speiden, 
Parkersburg Rig & Reel Co. In this 
auxiliary braking system, energy 
developed by a vehicle during grade 
descent is absorbed within the unit 


1956 


AN ULTIMATE NUCLEAR 
HEAT ENGINE (tie niciecr Power 


The 
Producer as a Point 
Source 






4 





K 
Reflector and 
_-~—~ Neutron Absorber 


— 


Biological Shield 
6-Ton Engine— 

With nuclear 
above 5,000 degrees Fahrenheit and ex- 
isting limitations on shielding materials, 
version of an automotive 


reaction temperatures 


an idealized 
nuclear heat engine would weigh about 
12,000 pounds. Minimum output is esti- 
mated at about 600 horsepower. 
by causing a high degree of turbu- 
lence in the working fluid. 

The hydrotarder is considered 
as a fluid-friction device, since 
the turbulence generates heat 
within the fluid, Like the other 
retarders now under develop- 
ment, it is not intended to replace 


the usual mechanical friction 
brakes on the truck. 


Regardless of the design varia- 
tion, a retarder functions as an 
auxiliary braking system to control 
speed safely while descending grades 
and to aid in accomplishing routine 
| decelerations without repeated ap- 
| plication of the service brakes. 

Fuel antiknock performance in 


“-—.._ Outpt | high-compression engines was dis- 
“Power 


cussed in a paper prepared by four 
|}engineers in the research depart- 
iment of Standard Oil Co. of Indi- 
ana. The trend toward motor fuels 
of higher antiknock quality and 
increased use of aromatic compo- 
nents from catalytic reforming 
prompted an investigation of the 
effects of Research and Motor oc- 
tane numbers and gasoline com- 
position on fuel performance in 
high-compression engines. 
* * = 


Oil Researchers Report 


On Antiknock Fuel Tests 


LEFINIC and aromatic blends 
covering a wide octane spread 
were knock-rated in the laboratory. 
Findings showed that engine rat- 
ings approached or exceeded Re- 


| search octane number as the octane 


level increased, and decreased with 
(Continued on Page 37, Col. 1) 
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by William A, McConnell, engineer- 


. ‘ . .0—an i 10, 11 and 12 
— Along with Fuel and Design . . . ease atta with spautel modified | ing staff, Ford Motor Co. 

| engines. , Using blindfolded passengers as 
ria- F S t owe a ao moan eae ee 
ef ’ ° . the beginnings of perception for 
‘rol SAE Papers eature a e } Comfortable Highways direction changes, rises, drops, ac- 
des Suggested by Ford Aide celeration and deceleration, it be- 
ine (Continued from Page 36) pression ratio. He asserted that|As an outgrowth of the excellent HE Texas Co. researchers de-|comes possible, theoretically, to 
ap- increasing spread between Research data indicates Motor octane num-| laboratory-road correlation made | clared that, for fuels of 68 to| design highways with contours so 
and Motor octane numbers. ber requirements are higher than| possible by the newly developed 195 octane number, single-cylinder| sentle as to give the effect of a 
in Compression ratio seemingly had the probable average rating of mathematical relationships, Esso)| ratings agreed with car ratings. long, smooth straight road, McCon- 

lis- no effect on engine ratings, but @vailable fuels. This discrepancy researchers proposed a revised defi- | yaximum spread (or difference) | Nell said. — ; 
our combustion-chamber design appar- Will necessitate spark retard from nition for engine severity. | was three octane units. It was noted When using human motion sen- 
arte ently influenced performance of the Maximum power settings at high An approach to obtaining lab- | that this consistency is in contrast | sitivity as a guide to road design, 
\di- highly aromatic fuels. Ratings on engine speeds, or “the manufacture oratory single-cylinder engine to the customary Research and| the problems of highway geome- 
iels all fuels were found to decrease Of less critical engines. fuel octane ratings that agree Motor ratings—which allegedly may| try may be regarded as “an ex- 
ind with an increase in engine speed— TE with car Road octane values was _ = deviate by as much as 10 octanes. | Sion of the ride problem,” accord- 

PO- however, aromatic blends decreased ¢(‘“ORNER outlined the derivation described by E. M. Barber, H. I. In working with high-aromatic| ing to McConnell. ; 
ing much less than olefinic types. and application of mathematical Wilson and T. H. Randall, Beacon — piending stocks, it was found that) The application or know-how ob- 
the It was concluded that informa- equations used by Esso to correlate Laboratories, Texas Co. their characteristic dull thudding, | tained from aircraft stability and 
ae tion on fuel composition as well Road octane numbers of conven- The technique is based on attain-| or erratic type of knock made them | “cone > enki the ee 
ee as Research and Motor octane tional volatility gasoline with lab- ing, in the single-cylinder engine, a difficult to rate. lov ps2 a's i Con nha = 
in numbers is needed to predict anti- oratory Research and Motor octane general duplication of the combus- Knock rating of such fuels may y ‘ie sl Lab . aa os vorne ero 
knock performance in high-com- | numbers. tion environment existing in the pose special problems of instru- ~R roe . iets e ee ne 
pression engines. The widely used method of using multicylinder engine. The influence mentation for detonation detec- ‘ - airaan bile 0 en A a7 ‘ bility 
“The importance of Motor octane fuel depreciation (Research octane of speed on fuel borderline ratings tion. With existing gasoline. com- a died ee . r he th y 
number has increased rapidly dur-| number minus Road octane num- was said to be in agreement with pesition trends, it was suggested , ti al snodet” for the Gned-aauaaen 
ing the past few years, due to an| ber) was shown by Corner to be a automotive engine results. that work on these special prob- re ica nile Se | indic ‘od a 
nds increasing average speed of knock,” poor measure of the relative effects Data was obtained on a variety! lems “might prove highly desir- ful ener He. sege = a — : a 
pad said E. S. Corner, Esso Research &| of Research and Motor octane num- of commercial gasolines and special able.” ' ol : acl te saline ao pe hed date. 
one Engineering Co. ber on road antiknock performance blends representing extreme varia- The intriguing possibility of im-'| "€ eC VERGE Of Coleuene ata. 
at- In his discussion entitled, “Oc-| in many instances. tions in hydrocarbon composition.) proving riding comfort by synchro- T ALSO was contended that thie 
Re- tanes From Laboratory to Road,” It also was said that fuel depre- Comparative rating tests covered a} nization of car and highway design week: fens . Qcfned vebike. Gn 
ith Corner referred to work with ex-| ciation likewise is unsuitable as a variety of 1947-1952 and 1955 cars.) to bring curves, hills and dips with- namic behavior in response to steer» 


Compression ratios ranged from 6.5 


perimental engines of 10-to-1 com- 


‘ 
] 


measure of relative engine severity. in human tolerances was discussed 








DELCO DRY CHARGE 
TAKES THE WORK OUT OF SELLING BATTERIES 


backed by new longer life warranties 


E and a big consumer advertising program 


Just mention the name—and, chances are, you’ve made a sale! 
Seems that’s the way it is with Delco Dry Charge batteries. And 
that’s the way I like it. 


It’s easy to convince customers who’ve already read about this 
revolutionary dry charge battery that means fresher power. They’ve 
also read about the new longer life warranties on Delco batteries. Ads 
with impact—ads they can’t miss in the Post, Look, Collier’s and 
leading farm magazines— keep them aware of these important facts. 


They also hear the Delco story every time they tune in Lowell 
Thomas on the CBS radio network. With such continuing promo- 
tional support as this—Man, who wouldn’t be sold! 


G 


GENERAL MOTORS 


PARTS SALES 


Ta TOES Ba 


Take it from me, this is the solid, sure way to do business— 
handle a name that’s known! That’s Delco! 





GENERAL MOTORS LEADS THE WAY— 


LISTEN TO LOWELL THOMAS NEWSCAST ON CBS RADIO NETWORK—See local listings for time and station STARTING WITH DELCO BATTERIES 





ing inputs, and “will lead to a fuller 
understanding of ‘the rigid body 
mechanics of the linearized auto- 
mobile.” 

Materials shortages, rising costs 
| and trends toward lightweight de- 
| sign are leading to development 
of radiators made entirely or in 
part from aluminum, according to 
information presented in a sym- 
posium on the status of aluminum 
radiators. 

An Aluminum Co. of America 
presentation revealed that alumi- 
num-fin brass-tube radiators may 
become a commercial reality in the 
near future, with the all-aluminum 
radiator an ultimate goal. 

W. S. Gale, McCord Corp., re- 
ported that production has begun 
| On a corrugated fin-and-tube radia- 
| tor. He said the first models went 
into service in 1952, and no service 
failures have been reported. Repair 
of these radiators, with their alu- 
minum fins and copper tubes, can 
be a job requiring caution, he 
warned. 

The production of brazed all- 
aluminum heat-transfer units for 
aviation, Ordnance, factory and air- 
conditioner use was reported by 
W. O. Emmons, Harrison Radiator 
division, General Motors. 

He disclosed that these compo- 
nents have been in use “for some 
time,” and also revealed the in- 
stallation of aluminum radiators 
on passenger cars for test pur- 
poses. Emmons cautioned that 
use of such radiators near oceans 
or in salt-air regions may accel- 
erate corrosion. 
| Engineering development of a 
family of V-8 engines for truck, bus, 
military, industrial and marine ap- 
plications was the subject of a 
closing-session presentation by In- 
| ternational Harvester engineers. G. 
|R. Beardsley and A. A, Catlin 
pointed out that, with each of the 
new engines having the same 40- 
inch length, they can be manufac- 
tured with common tooling. Chief 
differences are in the use of two 
cylinder bores and two types of 
crankshafts. 


Lathe Astachusass Cuts 


Nonlinear-Pitch Serews 
WASHINGTON. A lathe at- 
tachment for cutting screw threads 
with a nonlinear pitch has been 
designed by G. Shapiro and R. O. 
Stone, of the National Bureau of 


Standards’ electronic engineering 
laboratory. 
| The device, which can be at- 


tached to any standard lathe, con- 
| sists essentially of a vertically mov- 
jing cam plate that bears against 
the tool holder carriage and moves 
| the carriage horizontally. 





18° PENNETTE 


100 feet only $4.00 pptd. 


124 PENNETTES 
6 Bright Colors 


Satisfaction Guranateed 
Discount on 3 or more 


MYRLO COMPANY 


2168 W. 25th, Cleveland 13, 0., Dept. N 
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labeled Permacel 345 Degreaser. 

It converts grease and oil to a 
soap-like solution that can _ be 
hosed off, according to the com- 
pany. For most applications, Per- 





TUBELESS TIRE SPOTTER — A vulcanizer 
that occupies only one squaire foot of 
space, the Big Four ‘Livy’ tubeless tire 
spotter is constructed of steel and ductile 
castings. The machine comes equipped 
with contour and shoulder plates, valve 
adapter and flat plates. The Livy spotter 
is said to be the only spotter with two 
elements with units thermostatically con- 


trolled. Big Four Industries, Inc., 5938 
Carthage Court, Cincinnati, O. 
* * * 


W elder-Power Unit 


A new gasoline-engine driven 
direct-current arc welder with six- 
kilowatt or 12-kilowatt alternating- 
current auxiliary power has been 
announcewd by Hobart Bros. Co., 
Troy, O. The welder is available 
in 300—and 400-amperes sizes. 

* = * 


} 
| 


j 
| 





FLOOR CRANE—The Ruger floor crane 
has a 500-pound rated capacity and is 
equipped with a self-contained hydraulic | 
system incorporating an overload relief | 
set at 700 pounds, it is claimed. Portable, 
the unit is 65 inches long, 33 inches wide 
with outrigger closed, and 83 inches wide 
with outrigger extended. The boom has a | 
vertical travel of 68 inches. The telescopic | 
outrigger can be extended to either side 
of the unit to offer stability, and the 
crane’s boom can be unlocked from its | 
usual position of alignment between the | 
crane's legs and swung to the side a full | 
90 degrees, it is claimed. Ruger Equip- | 
ment, inc., Uhrichsville, O. 

7 * * 


Small-Parts Storage 


Little Gem cabinets, featuring 
drawers with 28 to 36 adjustable 
compartments for tiny parts, have 
been placed on the market by 
Equipto, Aurora, III, | 

* Bd 


+ 








EXHAUST SYSTEM 
patented exhaust system can be installed 


The 


Hopkins 


on diesel and gasoline engines in the 
field or shop without welding, it is 
claimed. The exhaust swivels are said 





to eliminate stress from engine vibration 
and simplify fitting-up work. The 
“Rocket-Clad" joints have a special form- 
ula nickel case which resists “burning 
out" and only the parts most subjected 
{ need be replaced, it is said. American 
Metal Products Co., 1532 S. E. Third, 
Portland 14, Ore. 

ye * 
Self-Emulsifying Degreaser 
Announced by Permacel 


Permacel Tape Corp, New 
Brunswick, N. J., has announced a 
new concentrated self-emulsifying 
degreasing fluid. It has been 


SN 


of filvid under all conditions, it is claimed. 














macel said, the degreaser is cut 
with eight parts kerosene or light 
fuel oil. It never is used in its 
full concentrated form. 

* * * 

SAFETY SUN ViISOR—The Sunban safety 
visor is designed to replace the standard 
sun visor in all models of General Motors, 
Chrysler Corp. and Ford Motor Co. cars, it 
is claimed. Unlike ordinary sun visors, it 
does not block vision, and can be used 
as a driving aid instead of sun glasses, it 
is said. Made of plexiglas, the Sunban 
does not change depth perception or color 
rendition, traffic lights still appear red, | 
green and amber, it is claimed. Visors, 

| Ine., 2200 S. Niagara St., P. O. Box 157, 
Saginaw, Mich. 
* * | 
Constellation Coolers 
Ebco Mfg. Co., Columbus, O.,| 
|maker of Oasis water coolers, has | 
developed a Constellation Series| 
PAINT PUMP—Handling paint easily | Which features a Hot ’n Cold bottle 
and efficiently without waste is said to| model with refrigerated compart. | 
be port of the versatility of a paint|ment. The coolers have been re- 
pump designed by DeVilbiss Co., 300) styled and capacities of some 
Phillips Ave., Toledo 4, O. Designated | models have been increased up to 
P-QBF, the pump, available in several 40 percent, the company said. 
models, has been built throughout with ° ‘ ‘ 
materials which are resistant to solvents | 
found in paints. Operated by compressed | 
air, the pumps will handle material 


direct from 55-gallon drums. One model 
is built with a 10-galion hinged lid tank. 
In operation, the double-action pump,| + 
delivering material on both the up and | 
down stroke, provides a constant med. 






. . * 


Thread-Insert Kits 


Tap-Lok Inserts, for repairing |?! 
worn, damaged or stripped threads, I 


are now available in repair-kit | ’ \ 
form from Groov-Pin Corp., 1125) ; 
Hendricks Causeway, Ridgefield, | ACCELERATOR PEDAL —— cast alumi- 
N.J num accelerator pedal, with corrugated 
1 e * * rubber tread, is now available as an 


accessory for the Volkswagen. Called the | 

| Kruiser, the pedal is designed to give 
| added comfort and relieve foot fatigue, 
especially on long trips, it is claimed. | 
Tritron Co., 4141 N. Richards St., Milwau- 
| kee 12, Wis. 3 


The Hang of It 


A square of adhesive-backed tape, 
reinforced by a steel insert that 
holds an extruded hook, is made 
by Jiffy Enterprises, Inc., 150 N. 
| Thirteenth St., Philadelphia 7, Pa. 
| Jiffy says it can be attached to 








| car window to hold maps, clothes, 
charts or messages. 
* * 





MUFFLER — A ribbed, “Cushion-Aire” 
shell construction has been developed for . 
use on mufflers manufactured by Merit 
Mufflers, Toledo, O. By ribbing the inner 
shell and using chambers of air to 
absorb sound, the shell design is said 
to add greater rigidity and eliminate 
shell vibrations. Inner and outer shells 
retain the heavy construction features of 
the former models, and other Merit de- 
sign features, including one-piece inner 
tubes with self-cleaning extruded holes, it 
is claimed. The Cushion-Aire shell will be 
featured on all oval mufflers. 





PENNY BANK — A penny bank for 
automobile dashboards has been mar- 
keted by Allison Co., 7102 S. Wentworth 
Ave., Chicago 21, Ill. Called Topps, the 
penny holder and dispenser is held 
securely to the dash by means of a 


_ | suction cup, it is claimed. The unit holds 
CAR PORT — The Car Port, an alumi- | 39 pennies and is available in several 


num prefab covering for autos, boats and | coigrs as an advertising premium. 
play areas, is available in ‘‘do-it-yourself o * * 


kits. The angle iron framework is| _, » 
German Metal Polish 


| aluminum-sprayed. The legs are adjusta- 
ble to any required height, going up to| Introduced in U.S. 
eight feet, six inches, and may be bolted A Western German product 
| called Ge-Halin, an all-metal polish 


into cement, any solid foundation, or 

mounted on casters for easy movability, | © : 

lit is claimed. H. C. Mun Co., Seventh | in paste form said to be capable 
| St., Oakland, Calif. 
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NEW PRODUCTS 


brass, silver, chrome, tin bronze, 
gold and stainless steel has been 
made available through Haldar 
Sales & Co., 15 Bridge St., New 
York 4, N. Y. 

The. manufacturer states the 
cleaning power is capable of 
removing layers of grime and 
tarnish without scratching and 


restoring lustre to non-ferrous | 


metals. 





ENGINE TUNER — Allen Electric & | 


Equipment Co., 2101 N. Pitcher St., Kala- 
mazoo, Mich., has announced the Deluxe 


“Uni-Tuner,’ for making nine important 
tuneup tests on engines. Weighing 26 
pounds, the unit can be used to test 


either six or 12-volt systems, it is claimed. 
Only four electrical connections and one 
vacuum connection are necessary for the 
full range of tests. 


» 


Classifed Ads Offered 
For Used-Car Dealers 


A series of classified ads has 
been prepared for used-car dealers 
by Simon Co., Dept. 237, 48 Fifth 
Ave., Pelham, N. Y. 


The ads are available on an ex- 
clusive basis to one dealer in each 
community. 


Yr 


SAFETY BRAKE SEALS — Safety brake 
seals that help prevent water and abrasive 
elements from entering the brakes have 
been marketed. The seals are said to 
increase the life of all working parts of 
the broke, lining and drum. The seals 
also help prevent frozen brakes, it is 
claimed. C. M. Mikkelson Motors, 22 
South Chestnut St., New Hampton, la. 

YY. *& 





MUFFLER TOOL — A muffler remover 
tool that is said to cut installation time 
in half is now available to dealers through 
wholesalers of the AP Parts Corp., Toledo 
1, O. The tool allows the operator to 
slash through old pipe and _ muffler 
nipples, and eliminates the use of sol- 


|} of polishing aluminum, copper, | vents or unweildly wrenches, it is claimed. 


| eliminated in 






— A 


| TRUNK-LID 
| designed adjustable gear that is said 
| to enable a car owner to carry capacity 


LASH scientifically 


loads safely in the trunk with the lid 
up has been marketed. Called ‘‘Adjusta- 
ble Trunk-lid Lash,” the equipment con- 
sists of 8% feet of resilient neoprene 
rubber cord, two hooks and two steel 
| clasps with two ¥%-inch holes for looping 
through the neoprene cord. In use, the 
trunk is loaded and the lid is lowered 
as far as it will go. The two hooks are 
then inserted into holes along the inside 


| 


of the trunk lid, the two strands of 
cord are brought down and the clasps 
hooked over the lower edge of the 


bumper. G. G. Sales & Mfg. Co., 5058 
W. Wolfram St., Chicago 41, Ill. 

| * * x 

‘Midget? Fire Truck 

A “pint-size” fire truck for fight- 
|ing fires inside industrial plants 
will be shown throughout the east- 
ern and central U. S. during June. 
The truck, capable of negotiat- 
ing narrow factory aisles, was 
developed by Ansul Chemical Co., 
Marinette, Wis. The truck and its 
equipment can be operated by one 
untrained man, if necessary, it was 





| said. 





SPRAY GUNS 


Corrosion of spray 
metal contamination of 
are said to have been 
the line of spray guns 
offered by Binks Mfg. Co., 3122 Carroll 
Ave., Chicago 12, Ill. The guns, desig- 


guns and gun 
sprayed fluids 





nated model 18SS series, are equipped 
with stainless steel heads, nozzles and 
fluid needles. Stainless steel oat these 
points adds considerable service life to 
guns used in the application of corrosive 
fluids, it is claimed. 

= * * 


Lift Truck Developed 


Market Forge Co., Everett, Mass., 
has developed a straddle hand lift 
truck, which, it said, reduces costs 
in handling lead and aluminum 
ingots and other materials. The 
truck enables one man to handle 
a 2,500-pound load of ingots and 
unload five units in 25 minutes, the 
company said. 





FUEL PRESSURE REGULATOR—One of 
the features of the improved Milesmaster 
fuel pressure regulator is said to be a 
built-in alnico magnet which traps minute 
rust and ferrous metal particles. This, in 
addition to a mesh metal screen, insures 
the utmost in filtering ability, it is claimed- 
Basically, the Milesmaster regulates the 
pressure of fuel being forced by the 
fuel pump into the carburetor. It is ac- 
tivated by the pressure established be- 
tween the carburetor float and needie 
valve assembly. This means an even flow 
of fuel at 2% to 3 pounds pressure in- 
stead of up to a maximum of seven 
pounds pressure which is developed by 
pumps on many cars, it is claimed. Miles- 
master, Inc., Exeland, Wis. 
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Metallic Plastics, 


Trim Designers Busy 


New Ideas Near Fruition Include ‘Soft’ Leathers, 


More Aluminum 


(Continued from Page 31) 


assembly of several 
self-supporting panels. 
* * * 


individually 


2 headlining developed 
by National Automotive Fibres 
may move into pilot production 
during the latter part of the ’57 
model run. This new product is 
made of sisal or other fibrous ma- 
terial, impregnated with a binder 
or synthetic resin. 

Heat and pressure are applied to 
mold the unit into a rigid shell. 
Finishing may be accomplished by 
a variety of methods, including 
spraying, painting or covering with 
trim cloth, 

A major advantage claimed for 
formed headlining is the cost- 
saving made possible by simpli- 
fied installation. The job is ex- 
pected to be performed much more 
rapidly than when using conven- 
tional soft cloth or vinyl head- 
lining. Rigid headlining may be | 
fastened into position, and ult- 
mately could be designed for 
snap-in installation. 

Another advantage cited by the 
supplier is the ability to pre-shape 
formed headlining for a close fit 
to roof contours. The result is said 
to be a saving in interior headroom 
ranging up to as much as % inch 
in some areas. 

Thus, formed headlining facili- 
tates efforts to lower car height 
while maintaining adequate head- 
room, Although some saving in in- 
sulation is possible from _ sound | 
absorption properties of porous 
sisal formed headlinings, a thin} 
insulator pad still is required. 

Problems encountered in varying 
degrees with many of the rigid 
headlinings include a tendency to- 
ward “noise,” relatively high cost | 
levels that in some instances 
tended to offset installation sav- 
ings, and difficulties brought on by | 
thermal expansion rates differing | 


from that for the steel roof. 
* = * 


Tufted Carpet Seen 


Supplanting Woven 


a MANY present-day cars, the} 
“new look on the floor” is at- 
tributable to tufted carpet. Flexi- | 
bility in production scheduling and 
new freedom of design variations | 
for tufted carpet have gained 
rapid acceptance since this type of 
floor covering challenged the long- | 
dominant loom-woven carpet in 
1955. 

Woven and tufted carpets are 
made by different manufacturing 
processes, and one of the principal | 
advantages cited for the tufting 
procedure is its greatly reduced | 
production time cycle. 

A Mohawk Carpet Mills spokes- 
man narrowed tufted carpet ad- 
vantages down to two basic 
points: (1) because it is produced 
with man-made fibers, such as | 
nylon and rayon, sharper and 
more brilliant colors are possible. 

(2) Increased flexibility is possible 
with respect to production sched- 
uling and ordering. 

A difficulty in weaving methods 
has been the long lead time re- 
quired to supply the auto manu- 
facturers’ needs. The problem cen- 
tered around time-consuming 
stock-dyeing of carpet surface fib- 
ers, yarn spinning and then weav- 
ing the carpet. Correlation of car- 
pet production with auto production 
often was a vexing problem. 

As domestic floor-covering man- 
ufacturers turned to the tufting 
Process, schedule-minded auto 
makers took notice of the newly 
developed piece-dyeing cycles— 
whereby carpet is fabricated in the 
white and then dyed in multiple- 
roll lots. 


* * * 

ADOPTION of tufting and piece- 

dyeing techniques produced a 
Synthetic carpet that found a 
ready market in the auto industry. 
Lead-time is reduced more than 50 
Percent. Carpets can be supplied 
within two to three weeks after 
release date, compared with the 
six to eight-week delay for former 
methods. 

The floor-covering supplier thus 
has succeeded in gearing his oper- 
ations to flexible demands of the 
car manufacturers. 

Advent of tufted carpets made 











‘ 


possible introduction of cotton, 
rayon and rayon-nylon blends— 
in addition to previously used 
wool and wool-rayon blends. 

One interior trim expert spoke 
critically of synthetic carpets and 
predicted a return to use of wool 
in carpeting blends. He favors 
wool as a constituent because of 
its enduring resiliency, It “springs 
back” after being depressed, while 
some of the present carpets alleg- 
edly are deficient in “recovery” 
after being stepped on. 

It is interesting to note that, 
with the car roof line dropping, and 
pressure on conserving every ver- 
tical fraction of an 
effort is being devoted to develop- 
ment of floor coverings that will 
be “form-fitting” and cling to 
bumps and tunnels on the de- 


| pressed floors of the future. 






inch, much | 





One supplier spoke quite seri-' 


ously of work under way on a form 
of “knit” carpeting with the elas- 
ticity characteristic needed for con- 
tour fitting. 


* * * 


Elastomer Covering 


Simulates Textiles 


_ AN SAE presentation on elas- 
tomeric (rubber and plastic) 
floor coverings for automobiles, J. 
F. McWhorter, of Ohio Rubber, 
hinted at future developments in 
referring to techniques for decora- 
tive vinyl surfaces, 


He mentioned valley printing, 
lithographic printing and emboss- 
ing as among interesting ideas now 
widely used in the calendered vinyl 
film industry. Applications of these 
veneers to rubber sheets has pro- 
duced effects simulating textile 
floor covering. 

As McWhorter succinctly 
stated, “the esthetic potential of 

these techniques is self-evident.” 
In plain language, current devel- 
opment programs for _ rubber- 
plastic floor coverings are 
directed “toward embodiment of 
esthetic, kinesthetic and sound 
absorption values of textiles—in 
combination with practical quali- 
ties of formability, wear resist- 





ance and low-cost of rubber and 
other elastomeric materials.” 
Armrests are receiving close at- 
tention from interior trim design- 
ers. One development direction is 
toward increased use of built-in 
armrests, molded into door panel- 
ling. Another path is that which 
aims for advancements in design 
and simplification of construction 
for armrests which are attached to 
the finished doors. 


In the latter category, Forticel 
(Cellulose propionate), a new mold- 
ing material made by the plastics 
division of Celanese Corp. of 
America, looks promising. A Celan- 
ese representative said that arm- 
rests now are in production with 
Forticel, and development work on 
other interior parts is under way. 

This new molding material is 
claimed to feature unusually fine 
mold finish. Parts are said to be 
so lustrous and smudge-free as to 
require no buffing. 

* ad * 


Se up an interior 
trim report, it is appropriate 
to quote Robert E. Bingman, chief 


stylist of Chrysler Corp.—who said: 
“The only certainty about pre- 


dictions of weather conditions and| effects in upholstery coverings. 











trend in color and fabrics is that 
both are subject to rapid change.” 

Having properly paved the way, 
Bingman went on to forecast an 
increase in the variety of colors, 
patterns and textures offered. He 
noted that women play an in- 
creasingly important role in selec- 
tion of the family car and said 

that efforts to 

satisfy the fe- 
male tastes 
would continue. 

“However,” re- 
marked Bingman, 
“the excessiveness 
which marked 
this effort in the 
recent past will 
be avoided.” Fab- 

: ric designs will 
f. become smaller 

R, E, Bingman and neater, with 
contemporary tweeds, abstract and 
geometric patterns predominating, 
he predicted. 

Agreeing with other sources, he 
noted that there will be “closer and 
softer color harmony,” rather than 
strong contrasts, Bingman said that 
decorative lightweight metals offer 
new effects in beautifying car in- 
teriors, and pointed out that metal- 
lic yarns will be used for iridescent 
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for Chevrolet Task-Force Trucks! 


Harrison knocks heat cold for Chevrolet! The task-force fleet 
depends on Harrison heavy-duty, high-capacity radiators 


and extensive research facilities to keep pace with 
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hauls, you can’t beat Harrison for beating the heat. 


That’s because Harrisor has the experience, engineering skill 
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HARRISON RADIATOR DIVISION, GENERAL MOTORS CORP., LOCKPORT, N.Y. 





0 


Turnings . 





AUTOMOTIVE NEWS, JUNE 25, 


ar ef John T. Benedict 


(Continued from Page 25) 


dividual technical papers, which 
covered the engine, accessories, 
driveline, wind and rolling resist- 
ances and power available for 
vehicle performance. Taken to- 
gether, these presentations told 
the story of the use and expendi- 
ture (or loss) of power designed 
into the automobile engine. 

Part I, dealing with the engine 
as the power source, was prepared 


by Carl E. Burke and Larry H. 
Nagler, automotive research and 
engineering department, American 
Motors. Before proceeding with 


their analysis of the engine as the 
origin of mechanical power whose 
use was to be traced by the SAE 
session, Burke and Nagler offered a 
brief review of the “real origin” of 
power-—-the fuel. 
¥ * * 

I EAT balance charts, showing 

final distribution of energy in 
the gasoline among such factors as 
brake horsepower, friction, cooling 





water and exhaust gas; illustrated 
the basic point that only about 25 
percent of available heat energy in 
the gasoline burned actually is con- 
verted into useful work. 

3urke and Nagler then described 
the composition of gasoline, and 
reminded the audience there are 
thousands of individual hydrocar- 
bon compounds making up any par- 
ticular gasoline. The four main 
types of gasoline hydrocarbons were 
identified as paraffins, naphthenes, 
aromatics and olefins. 

Each type of constituent con- 
tributes its own individual char- 
acteristics as to heat energy, 
density, anti-knock value, stabil- 
ity, volatility, etc., to the overall 
properties of the final product. 
The hypothetical “typical engine” 
chosen by Burke and Nagler for 
purposes of the power symposium 
was a 90-degree overhead-valve V-8. 
Displacement was 300 cubic inches, 


compression ratio 8.5 to 1, engine| 


weight 600 pounds and maximum 
brake horsepower 200 at 4,400 rpm. 


* * * 


Accessories First 


SOME generalized figures cited 


& 
cessories included: 7 percent power 
loss at rated rpm for dual muffler; 
3 percent loss for air cleaner; 4 per- 
cent attributable to combustion 
chamber deposits; 5 percent loss at 
1,600 rpm due to manifold heat and 
1 percent loss at rated rpm caused 
by the automatic distributor. The 
total loss was given as 16 percent 
at 4,400 rpm. 

“The accessories—the first bite,” 
was the theme of the next discus- 
sion, given by E. C. Campbell of the 
GM _ engineering staff. Campbell 
opened with the statement that the 
previous report had provided an 
idea of what to expect from the 
engine crankshaft in the form of 
usable power. 

“Before installing a transmis- 
sion and putting this power pack- 
age in an automobile,” he con- 
tinued, “consideration must be 
given to the power going out the 
front end of the crankshaft to 


for power losses to engine ac-| 


1956 


engine-driven accessories which 
now are common to most cars.” 


wheel horsepower to 145. Thus it is 
seen that, although the engine 


Campbell then proceeded with, rating of 200 hp, more than 2 


individual analyses of power re- 
quirements for the fan, generator, 
power steering pump and air con- 
ditioning system. His report is a 
goldmine of rarely published data, 
as he included graphs showing the 
variation of typical engine-driven 
accessory power requirements with 
rpm. 

A sampling of peak values shows 
the following losses at 4,400 rpm: 
fan, 6 hp; generator, 2 hp; power 
steering pump, 2.5 hp; air condi- 
tioning compressor, 9 hp and larger 
engine fan used with air condi- 
tioner, 11 hp. 

N INTERESTING “summary 
“4% chart” presented by Campbell 
resulted from adding up the indi- 
vidual power requirements of basic 
accessories (excluding air condi- 
tioner) to “see what they do to net 
horsepower available at the fly- 
wheel.” It was noted that, at 50 
mph, the accessory power demand 
is relatively low—amounting to only 
about two horsepower. 

In the speed range of the horse- 
power peak, however, the demand 
is high—dropping maximum fly- 





Contoured to hug the inside of the 


panorama windshield and the roof, 


PANAVISOR assures full vision with- 
out eye strain in brightest sunlight. 
A dark band across the top protects 
even the short person against irritating 


“sky glare.” 


PANAVISOR slides up and down 
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stays where the driver 


wants it. Chrome plated metal parts 
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percent of the gross engine horse- 
power has been used up ahead of 
the flywheel. 

Chrysler Corp. engineers W. E. 
Zierer and H. L. Welch, discussed 
the power losses in the transmis- 
sion and described the transmis- 
sion’s role in making effective use 
of engine power at normal car 
speeds. 

Zierer and Welch prefaced their 
remarks by pointing out that, essen- 
tially, the internal combustion en- 
gine is a constant-torque device 
whose power output varies in pro- 
portion to its rotating speed. Maxi- 
mum power, therefore, inherently 
is developed at high engine specds. 
Transmission Gains 

PRESENT-DAY automatic trans- 

missions have altered the tradi- 

tional pattern of power usage by 
providing the driver with near- 
maximum power for acceleration 
and hill climbing ability over a 
wide speed range. 

An insight into automatic trans- 
mission elficiency was given in a 
data plot that revealed: With an 
input of 145 hp at 4,000 rpm, 135 hp 
at 3,800 output rpm in direct; 131 
hp at 2,600 in second and 127 hp ai 
1,600 in low gear. These peak values 
represent 93, 90 and 87 percent of 
input horsepower, respectively. 

For comparison, another graph 
portrayed three-speed manual 
transmission performance. Deliv- 
ered horsepower figures indicated 
considerabie higher efficiencies of 
99, 97 and 94.5 percent, respec- 
tively, in high, second and low 
gear ranges. 

Depending upon the gear used, 
manual transmission power losses 
range from 1.5 to 8 hp at maximum 
engine output. In the automatic 
transmission, losses are consider- 
ably higher, being in the range of 
10 to 18 hp at maximum output. At 
low speeds, the percentage loss was 
said to be even greater. 

* * * 
= fourth portion of this sym- 
posium, by L. C. Lundstrom of 
the GM Proving Ground, dealt with 


| wind and rolling resistances. One 


purpose of Lundstrom’s report was 
to “re-evaluate variables encoun- 
tered in wind and rolling resistance 


| determinations and to show how 


they affect the theoretical car.” 
Highlights of this valuable data 
presentation included information 


|}on rear axle efficiency and depart- 


ure from such “ideal” wind and roll- 
ing resistance factors as road con- 
dition and tire design. Lundstrom 
also pointed out that recent road 
tests have confirmed earlier opin- 
ions that air temperature has a 
significant effect on road-load 
torque and power requirements. 
Data and engineering test 

curves were shown by Lundstrom 
to illustrate the sizeable effects of 
wind currents on road-load 
torque and power required. In a 
further refinement of test pro- 
cedures, it was asserted that the 
effect of moisture on pavement 
can be evaluated. In one test, the 
rolling resistance was increased 
by five percent for operation on 
damp pavement. 

Lundstrom concluded his report 
with a graph to depict the range of 
power required to overcome wind 
and rolling resistances. At 60 mph, 
the power required varies from 29 
hp to 49 hp. This 20 hp variation 
is ascribed entirely to a change of 
tires, a 40-degree temperature drop, 
wet pavement and a 13 mph head- 


wind. 
7” o 7 


Customer’s Share 


* AT the Customer Gets,” was 
the subject of the final pres- 
entation—made by T. D. Kosier and 
W. A. McConnell, of the Ford Mo- 
tor engineering staff. By subtract- 
ing the various “resistances” from 
tractive effort, Kosier and McCon- 
nell endeavored to find the surplus 
pulling force (after all losses have 
been overcome) available to “climb 
grades, pull trailers or accelerate.” 
A graph showed what is left of 
the power: At 100 mph, nothing; 
at 50 mph, 650 pounds of surplus 
force, or about 88 hp—above that 
needed to maintain steady speed 
on a level road. 

After a detailed, illustrated pres- 
entation on grade capability and 
acceleration performance, the Ford 
technical paper closed with a pic- 
ture-story of methods used by test 
engineers to check the perform- 
ance of actual vehicles. 
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In Washington, D. C.—the only 
paper to raise its price to readers 
had the larger increase in 

Sunday circulation! 


\eir 


ice 


’ Has this 


On October 1, 1955, The Washington Post and Times 
r ECVeEV Herald increased its Sunday price to 20¢ a copy. The 
| Sunday Star remained and still sells at 15¢. 

The Washington Post and Times Herald also increased 
its daily-and-Sunday home delivery price (3 out of 4 copies 
are home delivered) to $1.95 a month. The other seven- 
day paper remained at $1.75 a month. 


| happened 


before in 


Although the public now had to pay more money to 
buy The Washington Post and Times Herald, the net paid 
circulation, for the six month period beginning on the day 
the price increase became effective, actually showed an 
increase over the comparable period of the previous year. 
Both daily and Sunday. In fact, the Sunday increase of 
The Washington Post and Times Herald at 20¢ was greater 
than that of the Sunday Star at 15¢. 


: newspaper 


history ? 


More than ever before, Washington area families read 
and depend on The Washington Post and Times Herald 
as the newspaper that offers them more of what they want 
in news, features, columnists and entertainment. When 
readers get more out of a newspaper . . . so-do advertisers. 








Washington Post 


and Times Herald 


sean ry 1 &t a 


Sunday Circulation 415,000* — up 5,625 over same period of a year ago 


Daily Circulation 382,000* — up 1,832 over same period of a year ago 
* Publishers Statement to ’ 
the Audit Bureau of 
Circulation March 1956 


+ Oe 


Represented by: Sawyer, Ferguson, Walker Company @ The Hal Winter Company, 
Miami Beach @ Puck, The Comic Weekly @ Joshua Powers Co., Ltd., London 
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Average Used-Car Auction Prices 


1955 


1956 


(Compiled by Automotive News from auction reports. ) 


$789 $769 $747 


Aug. Sept. 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week rose $3 to reach 
the highest level since the week 


$943* sos 


$880 §=—_ $873 


$725 





Oct. Nov. Dec. dan. 
* Prices of '56s added; '48s dropped. 
tom (8) 4-dr., $1,655. °55 Thunderbird, | 
$2,180; Country sedan, $1,810*; Fairlane 
(8) 4-dr., $1,630*%; Custom (8) Town| 
sedan, $1,385. ‘54 Crest (8) Victoria, | 
$1,000; Custom (8) 4-dr., $925, $735. °53 | 
Custom (8) station wagon, $800; Main | 
(6) 2-dr., $450 ‘52 Custom (8) 2-dr., 
$540; Main (6) sedan, $365. °51 Custom | 


of May 7, according to Automotive 
News’ index. 


The biggest increase was scored | 
by ’56s, which moved upward $17. 
Other gains were: ’54s, up $12; 
"55s, up $11; ’52s, up $2, and ’5ls, 
up $2. 

Losses were: °53s, down $11; | 
50s, down $6, and ’49s, down $3. | 

At a group of representative | 
auctions last week, the average 
consignment was 175.3 units, com- | 
pared with 166.6 a week earlier. | 
The sales ratio was 75.6 percent, 
compared with 74.4 percent in the 
previous week. 


Prices marked with an * indi- 

cate a unit equipped with an au- 

tomatic transmission or overdrive 

and (ps) indicates power steering. 
+ * 


LITTLETON, COLO. 
Sale every Fri- 


(Denver Auto Auction, 
day. Prices are for sale of June 8.) 


(Market very active on all clean cars.) 


BUICK—'56 Special Rivieara, $2,500°. ‘55 
Century Riviera, $2,1000* (ps); Special 
Riviera, $2,075*; Super 4-dr., $1,925* 
(ps). ‘54 Super conv., $1,500° (ps); 
Special 4-dr., $1,285, $1,220°. 53 Super 
4-dr., $650°. ‘52 Super 4-dr., $290°. 

CADILLAC—'56 (62) coupe de Ville, $4,- 
750° (ps); coupe, $4,175* (ps); 4-dr., 
$4,100* (ps). ‘55 (62) coupe de Ville, 
$4,050° (ps); 4-dr., $3,225* (ps). '54 (62) 


4-dr. (ps). 
—'56 Bel Air (8) 4-dr., $2,- 
$2,180*, $2,165*, $2,160*; Sport 
$2,160*; Bel Air (6) Sport 


coupe, $2,205*, 
coupe, $2,100*; Two- ten (8) Delray, $1,- 





930; 2-dr., $1,915*; Two-ten (6) 2-dr., 
$1,800, $1,795. ‘55 Bel Air (8) 4-dr., 
$1,675*. 
CHRYSLER—’'56 Windsor 4-dr., $2,730* 
(ps). 
DeSOTO—'51 station wagon, $575. 
DODGE—’55 Custom Royal Lancer, $1,- 
715°. '50 Wayfarer 2-dr., $110. '49 Coro- 


net 4-dr., $160*. 
FORD—'56 Fairlane (8) Victoria, $2,350*, 
$2,055*; Country sedan, $2,205*°. ‘55 
Country sedan, $1,885, $1,630; Fairlane | 
(8) 4-dr., $1, 655° ; Main (8) Ranch Wag- 
on, $1,515; Custom (8) 4- dr., $1,355. °54 
Main (8) 2-dr., $700. 
LINCOLN—'55 Capri coupe, $2,520* 
MERCURY — '56 Montclair 4-dr., 


(ps). 
$2,625° 





(ps), $2,530° (ps), $2,300°. 55 Montclair 
coupe, $2,000*, $1,910*; Monterey coupe, 
$1,905*; Custom coupe, $1,440. "53 Mon- | 
terey 4-dr., $1,050. ‘52 4-dr., $620*. | 

NASH—'51 4-dr., $205. 

OLDSMOBILE—’'55 (88) Super 4-dr., §2,- 
190°. °54 (98) 4-dr., $1,805* (ps). °51| 
(88) 4-dr., $495°. | 

PACKARD—'50 4-dr., $130. 


PLYMOUTH—'55 Plaza (6) Suburban, $1,- 
525; Belvedere (6) 4-dr., $1,395*; Belve- 
dere (8) 2-dr., $1,200. ‘51 Cranbrook 
4-dr., $370. '49 station wagon, $245. 

PONTIAC—'56 Chieftain (8) Catalina, §2,- 
375*, $1,995*, $1,650°; station wagon, 
$2,180*. '55 Chieftain (8) Catalina, $1,- 
690°; 2-dr., $1,135. ‘53 Chieftain (8) 
conv., $1,105*. ‘51 Silver Streak (8) Cat- 
alina, $415*. 

STUDEBAKER—’51 Champion 4-dr., $385. 

MISCELLANEOUS—’56 Ford %-ton pick- 
up, $1,350; Chevrolet %-ton pickup, §$1,- 
450. ‘55 Chevrolet %-ton pickup, $1,050. 
’54 Ford %-ton pickup, $620. '53 GMC 
\%-ton pickup, $305. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sales every 
Thursday and Friday. Prices are for sale 
of June 8.) 

(Clean autos bringing good prices. 
Plenty of buyers in attendance, but we 
need more cars. Sold 271 out of 389 
offerings.) 

BUICK — ‘56 Special 2-dr., $2,375* (ps); 
Riviera, $2,300* (ps); Hardtop, $2,210*. 
‘55 Special 4-dr., $1,750* (ps). '54 Super 
4-dr., $1,340*; RM 4-dr., $1,330* (ps). 
‘53 RM 4-dr., §930* (ps). °'52 Special 
2-dr., $550*. ‘50 2-dr., $125. 

CADILLAC—'56 (62) 4-dr., $4,350* 
$4,180* (ps), $4,050* (ps). ‘55 (62) 
conv., $3,500* (ps), $3,350* (ps); 4-dr., 
$3,200*. (ps). °54 (62) coupe, $3. 200* 
(ps); (60) Special 4-dr., $3,000* (ps) 
‘53 (60) Special 4-dr., $1,850*. 

CHEVROLET—'56 Bel Air (8) 2-dr., $1,- 


(ps), 


885*; conv., $1,850. '55 Bel Air (8) 4-dr., 
$1,390, $1,375*; Two-ten (8) Delray, $1,- 
325; 4-dr., $1,260. °54 Two-ten 2-dr., 


$865, $838, $750. '53 Bel Air sedan $800; 


Two-ten 4-dr., $750, $725, $700, $620 
$610. "52 SL Deluxe 4-dr., $605; SL 
Special 4-dr., $450; 2-dr, $449 ‘5Ir° SL 
Deluxe 2-dr., $330. 
CHRYSLER—’'53 NY 4-dr., $806"; Wind- 
sor 2-dr., $560*. '51 Imperial 4 dr, $375 
DeSOTO—'56 Fire Dome (8) 4-dr , $2,150*. 


‘53 Coronet 4-dr., $375. '51 Cornet 2-dr., 


$170. 
FORD 56 Fairlane (8) Victoris $2,335°* 
(ps); conv., $1,970", 4-dr $1 *85*; Cus 


(8) Victoria, $435. '50 Custom (8) 2-dr., | 
$375. '46 Deluxe (8) 2-dr., $100. 
LINCOLN — '56 Premiere coupe, $3,800* 
(ps). '54 Capri coupe, $1,625* (ps). 
MERCURY—’'55 Monterey 4-dr., $1,680*. 
‘53 Monterey sedan, $975*. ‘52 coupe, 
$575*. ‘51 4-dr., $300, $180. 


$873 $874 


June 
to Date 


Apr. May 


NASH 
‘52 Ambassador 4-dr., 


OL DSMOBILE—'56 (88) Holiday, 
‘54 (88) 4-dr., $1,550* (ps); 2-dr., 
175*. °53 (98) 4-dr., $1,238* (ps), 
(88) 4-dr., $875*, $765. °52 (98) 
$490°. '51 (98) 4-dr., $410*. ’50 
2-dr., $200. 


PACKARD "55 
'53 (300) 4-dr., 

PLYMOUTH— 
000*; Savoy 2-dr., $585. 
2-dr., $450. ‘52 Cranbrook 4-dr., 
‘51 .Cranbrook Belvedere, $250. 

PONTIAC—'55 Star Chief (8) 4-dr., 


$400*. 

$2,400. 
$1,- 

$900; 

4-dr., 
(98) 


$655°*. 


’53 Cranbrook 
$405. 


$1,- 


’53 Rambler Country Club, $700*. | 


Clipper Hardtop, $1,800. | 


‘54 Belvedere Hardtop, §$1,- | 


735* (ps), $1,650*; Catalina, $1,650°*; 
coupe, $1,590*; station wagon, $1,650*. 
‘54 Star Chief (8) coupe, $1,300* (ps); 
4-dr., $1,140*. 

WILLYS—’53 2-dr., 
on, $145. 

MISCELLANEOUS—'56 Ford 
up, $1,100. ‘55 Chevrolet % 
$975, $780. 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Prices are for. sale of June 8.) 

(Prices and demand strong. Percentage 
| sold tells the story. Sold 253 cars out of 
| 301 offerings.) 


$180. '49 station wag- 


%-ton pick- 
-ton pickup, 


| BUICK—’'56 Special Riviera, $2,510*. ’55 
| Century 4-dr., $2,190*; station wagon, 
| $2,150*; Riviera, $2,005*, $1,800*; RM 


Riviera, $2,160* (ps); Super Riviera, $1,- 





865*- (ps), $1,800* (ps); Special Riviera, 
$1,860* (ps), $1,795*; 2-dr., $1,585*. °54 

| Century Riviera, $1,425*. 

| CADILLAC—’56 (62) 4-dr., $4,490* (ps). 
‘55 (62) conv., $3,500* (ps). °54 (62) 
coupe de Ville, $3,020* (ps), $2,880* 
(ps); (60) Special 4-dr., $2,930* (ps), 
$2,600* (ps). '53 (60) Special 4-dr., $1,- 
665* (ps). "52 (62) 4-dr., $1,200*. 

CHEVROLET—'56 Bel Air (8) conv., $2,- 
000*; 4-dr., $1,950*; Two-ten (6) 2-dr., 
$1,590; One-fifty (6) 2-dr., $1,550. °55 
Bel Air (8) Sport coupe, $1,600*; 2-dr., 
$1,450*; Two-ten (6) 2-dr., $1,080. ‘54 
Bel Air conv., $1,275; 2-dr., $895*; One- 
fifty 2-dr., $590. '53 Bel Air conv., $910; 
2-dr., $785; Two-ten 2-dr., $670. 

CHRYSLER—’'53 Windsor 4-dr., $950* (ps). 
51 Windsor 4-dr., 2 at $270*; NY New- 
port, $230*. ‘47 Windsor club coupe, 
$120. 

DeSOTO—’51 Custom conv., $400. '48 4-dr., 
$125. 

DODGE—’55 Royal Diplomat, $1,725* (ps). 
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ALABAMA 





JOHNSON AUTO AUCTIONS 
HUNTSVILLE, ALABAMA Every Friday 
NO SALE—NO FEE 
FREE PLANE TICKETS for BUYERS 
(Buy 3 cars or more and we pay plane fare 
from your home town to Huntsville, Alabama) 
Insured Checks and Titles 
Lawrenceburg, Tenn. Every Tuesday 





CALIFORNIA 


WEST SACRAMENTO — Sacramento 
Auto Auct., 4304 W. Capitol Ave., 
Ph. HU. 1-4076 (Thurs. 12 noon). 


COLORADO 





COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 
DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: 


Francis R. Cassell 
Carroll Kopfer 


Phone Denver, SUnset 1-7821 
Wire Colorado Auto Auction FAX 
Denver, Colo. 


’ 


Auctioneers: 
s Johnny Wood and Dean Davis 
All cars oaid for by our own check through 
the First National Bank of Englewood. 








DENVER AUTO AUCTION 
(Denver's Oldest Auto Auction) 


4595 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 





CONNECTICUT 


SOUTHERN 
Auto Sales Auction 


Route 5 
Warehouse Point, Conn. 


Auto Auction Sales 


Every Wed. and Thurs.—11:30 
Dealers Only 
Continuous operation for over 9 years 
Always plenty of fine cars 
Checks and Titles Insured by Fidelity | 





___ ILLINOIS — 


CHICAGO —— Greater Chicago Auto | 
Auction, 7750 S. Cicero (Thursday | 
i2 Noon). 





IOWA 


MASON CITY—Central States Auto 
Auction. Every Wednesday at Noon. 
Phone 1182 or 96. 


MICHIGAN 





Flint Aute Auction, Inc. 
3711 Western Rd. Flint, Michigan 


Exclusively for Dealers 


Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 








GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half = west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best'’ 

Phone: ARdmore 6-4720 





MISSISSIPPI 





TINNIN AUTO AUCTION 
Auction Every Tuesday—Dealers Only 
Box 847 Meridian, Miss. 
Phones: Bus. 9274—Home 5524 
Black Top Lot—Cars Are Always Clean 
Bill Tinnin, Sale Owner 
Air Conditioned Cafe and Office 
All Checks and Titles Are Insured 





MISSOURI 


ST. LOUIS AUTO 


AUCTION BARN, INC. 
3807 Easton Ave. 


St. Louis, Mo. 
Phone Franklin 1-3845 


. SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 

Owned and Operated by 

BILL McCRACKEN and 
ROY McMANAMA 


(Dealers Only) 
Operating Since 1946 








NEW YORK 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Fidelity 
Insured Checks and Titles (Wed.). 


NEW YORK 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 


NORTH CAROLINA 





RALEIGH — Mann’s Auto Auction | 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Rovte 20A Phone 5-9535 





CLEVELAND—Cleveland Auto Auc- 
tion, 4305 Euclid Ave. (rear), Tel. 
EN. 1-2100 (Every Tues. 1 p.m.). 


PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 


On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—10:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





EMLENTON — Emlenton Auto Auc- 


__tion, Every Tuesday, 12 Noon. 
TENNESSEE 








MURFREESBORO—Don Kelly Auto| o)523° 
Auction, Junction U. S$. Hwys. 70S- 


231-41. Thursday 11:00 a.m. 











Model Breakdown 
Of Auction Averages 








June, 1956 May, April, 
Model To Date 1956 1956 
oe $2,178 $2,164 $2,256 
1955........... 1593 1,573 1,620 
oe . 1,103 1,082 1,115 
Bi estevesicie 748 740 157 

, 502 488 199 
1951.... 345 336 329 
1950 255 249 241 
1949... 183 181 177 

Overall _—_ ——_ —o 
Average $ 863 $ 852 $ 874 
’52 Coronet 4-dr., $250*. °50 Meadow- 
brook 4-dr., $120. 

FORD—’56 Fairlane (8) Victoria, $2,150* 
(ps), $2,080*, $1,975*; 2-dr., $1,830*, 
$1,740* (ps). ‘55 Thunderbird, $2,600*: 
Fairlane (8) Crown Victoria, $1,515* 
(ps), $1,810* (ps); Victoria, $1,700*; 
conv., $1,750* (ps), $1,710*; Country 
sedan, $1,760*, $1,700*; Main (8) Ranch 
Wagon, 2 at $1,450; Custom (8) 2-dr., 
$1,295. '54 Crest (8) conv., $1,275*. 

HUDSON—’54 Hornet 4-dr., $1,100* (ps). 
'52 Hornet Hollywood, $250; 4-dr., $220*. 
’51 Hornet 4-dr., $340*. 

LINCOLN—’'54 Cosmopolitan coupe, §$§1,- 
485*. '52 Capri 4-dr., $555*. 

MERCURY—’'55 Monterey coupe, $1,775", 
$1,715; 4-dr., $1,555*. '53 Monterey coupe, 
$1,125*; 4-dr., $870*. '52 4-dr., $600. ‘51 
4-dr., $400*. '50 2-dr., $360. 

NASH — ’'55 Rambler 4-dr., $1,285*. ‘54 
Statesman 4-dr., $510*. ‘53 Rambler sta- 
tion wagon, $725*; Country club, $675*, 


$520*; conv., $635*; Statesman 4-dr., 
$650. 

OLDSMOBILE—’56 (88) Holiday, $2,465*. 
"55 (98) 4-dr., $2,255* (ps); (88) Holi- 
day, $2,055* (ps), $2,025*. ‘53 (88) 4-dr., 
$995*. '52 (98) 4-dr., $775*; (88) 4-dr., 
=" "51 (88) 4-dr., $525*. ‘50 (88) 

| 2-dr., $235* 

PAC KARD- "53 Clipper 2-dr., $510. °52 4- 
dr., $540*. ‘51 Clipper, 4-dr., $140*. 
PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
240°, $1,215*. ‘54 Savoy 2-dr., $785, 
$755. °53 Cranbrook 2-dr., $640, $620*, 
$585; station wagon, $755. °52 Cranbrook 
Belvedere, $415. '51 Cranbrook Belvedere, 

2 at $160. ‘50 Deluxe 2-dr., $165, 2 at 

$125. 

PONTIAC — '56 Star Chief (8) Catalina, 
$2,375* (ps). °55 Star Chief (8) conv., 
$2,005* (ps), $1,970*. °54 Star Chief (8) 
conv., $1,460*, $1,310*. '53 Chieftain (8) 
Catalina, $995*; 4-dr., $795*, $625*. '52 


Chieftain (6) 4-dr., $420. '51 Silver Streak 








(8) 4-dr., $255. 
STUDEBAKER — '53 Commander 2-dr., 
$485*. °51 Commander 4-dr., $215*. 
WILLYS — '52 station wagon, $490*. ‘50 


Jeepster, $335. 

MISCELLANEOUS — '50 Studebaker 1%- 
ton truck, $150; Dodge %-ton pickup, 
$105; %-ton express, $140; 1%-ton truck, 
$265. "49 Studebaker %-ton pickup, $210, 
"47 Studebaker %-ton pickup, $105. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 

Monday. Prices are for sale of June 11.) 
(Cheapies were slashed in price at to- 
day’s auction while ultra clean, low- 
mileage and eye-appealing cars were bat- 
tled over and sold for amazing figures. 
Foreign cars are wanted and have been 
selling for unheard of prices; perhaps 
due to a teen age cycle. Many new-car 
dealers were buying used cars to build up 
their inventories and keep their salesmen 
busy. This seems to be another unusual 
cycle. Sold 175 cars out of 219 offerings.) 

BUICK—’56 Special 4-dr., $2,275. '55 Cen- 
tury Riviera, $1,810*; Special 2-dr., $1,- 
360. °54 Century Riviera, $1,700*; Spe- 
cial 4-dr., $1,075. ‘53 Super Riviera, 
$975* (ps), $950°; 4-dr., $930°, $750°; 
Special 4-dr., $840, $770. '52 Super Rivi- 
era, $590*; Special 4-dr., $530°; RM 
4-dr., $450° (ps). ‘50 Special 4-dr., 
$190°*: Super 2-dr., $130*. '49 Super 2-dr., 
$150*. 

CADILLAC—’56 Eldorado conv., $5,100* 
(ps); (62) 4-dr., $4,100* (ps). "55 (62) 
coupe, $3,400*. ‘54 (62) coupe, $2,575°. 
"53 (62) coupe, $1,550* (ps). ‘51 (60) 
Special 4-dr., $910°. '49 (62) 4-dr., $290°. 
"47 (62) 4-dr., $125°. 

CHEVROLET—’55 Bel Air (8) coupe, $1,- 
550; 4-dr., $1,375; Two-ten (6) station 
wagon, $1,480; One-fifty 2-dr., $1,070. 
’54 Two-ten station wagon, $1,280, $1,- 
210; club coupe, $900; 2-dr., $1,125; Bel 
Air 4-dr., $1,200; coupe, $1,175*, $1,160; 
2-dr., $1,125*; One-fifty 2-dr., $725. ‘53 
Two-ten station wagon, $1,120*; conv., 
$850; 2-dr., $790*; 4-dr., $660°; Bel Air 
4-dr., $690; One-fifty 4-dr., $350 (taxi). 
’52 SL Deluxe 4-dr., $625; Bel Air, 2 at 
$600*; 2-dr., $590; conv., $600*. °51 SL 
Deluxe 4-dr., $395*, $370*, $225*; 2-dr., 
$390; Bel Air, $410*, $380*; coupe, $230; 
FL Deluxe 4-dr., $340. "50 SL Deluxe 
2-dr., $300. "49 SL Deluxe 4-dr., $210, 
$200; club coupe, $180. 

CHRYSLER—’52 Windsor 4-dr., 

DeSOTO—’51 Custom 4-dr., $300*. 
tom club coupe, $160*. 

DODGE—’53 Coronet (8) conv. 
dr., $630*; Meadowbrook 2-dr., $450°, 
$440. °52 Meadowbrook 4-dr., $380°. "51 
Coronet 4-dr., $270; Wayfarer 2-dr., 


$140. 
FORD—’56 Main (8) Ranch Wagon, $1,- 
990*. ’55 Country Squire, $1,800*; Cus- 
(8) conv., $1,600*; 4-dr., $1,280, 


$400. 
"49 Cus- 


$690; 4- 


tom 
$1,200; Main (8) Ranch Wagon, $1,540. 
"54 Crest (8) Victoria, $1,110; Main (8) 
Ranch Wagon, $1,200; 4-dr., $690; Cus- 
tom (6) 2-dr., $670. ’53 Crest (8) Coun- 
try Squire, $1,300*, $1,100*; conv., $860*; 
Custom (8) 4-dr., $635; 2-dr., $750*. '52 
Custom (8) 4-dr., $535*; Main (8) Busi- 
ness coupe, $370. '51 Custom (6) 2-dr., 
$340, $210. °50 Custom (6) 2-dr., $260; 
Custom (8) club coupe, $195; 4-dr., $190, 
$130; 2-dr., $140. 

HUDSON — '54 Hornet 4-dr., $970*. ’53 
Hornet 4-dr., $690*. °51 Hornet 2-dr., 
$280*. 

KAISER—’53 Manhattan 4-dr., $400*. 

LINCOLN—’41 (12) sedan, $100. 

MERCURY—’56 Monterey coupe, $2,360°. 
’55 Monterey 4-dr., $1,775*. '54 Monterey 
coupe, $1,500*, $1,230* (ps); station 
wagon, $1,450*. °53 Monterey 4-dr., $680. 
"52 Sport coupe, $615. °51 4-dr., $390, 
$375, $370. '50 4-dr., $390. 

NASH—'55 Ambassador 4-dr., $1,450*. '53 
Rambler station wagon, $655; Statesmat 


4-dr., $435. '52 Rambler Sport coupe, 
’51 Rambler 4-dr., $310. 

ILDSMOBILE — '55 (98) conv., $2,400* 

(ps); (88) Super 4-dr., $1,950*; Deluxe 


(Continued on Page 44, Col. 1) 








NOON EL a 
7 SS ee 















pe! 
51 
54 
sta- 
ar. 
dr., 
dr., 
2 4- 
$1, 
= 
‘00k 
at 
‘8 
(8) 
"52 
eak 
dr., 
‘0 
1%. 
cup, 
ick, 
210, 
= 
to- 
"i 
—~ 
ps 
ar 
up 
ai 
5.) 
$1,- 
}pe- 
era, 
wy 
RM 
dr., 
dr., 
> vos hitting the bull’s eye in every market when you run schedules on these TV 
a stations. Here’s why: 
win With Spot TV you spend just what you want in just the markets you want. More than 
pL. 759 of families in all Petry TV cities own. TV sets. Each devotes 173 minutes a day to 
70. watching TV as compared with 94 minutes for time spent on all other media. In 1955 $274 
ae millions were spent for Spot TV advertising. 
- as ‘ ‘ 
"58 ific So make Spot TV your basic advertising medium and let these stations prove their value in 
nY For the TV market data = yee Te selling your product. 
xi). Oo : whic ever 
‘a territory, check with Wit he execu QUALITY STATIONS IN QUALITY MARKETS 
os TV stations 1s ne jad to give you the WSB-TV Atlanta WHITN-TV Huntington WSM-TV Nashville KFMB-TV San Diego 
— tive listed will be g t count, the facts Marcus Bartlett Fred Weber Irving C. Waugh Bil, Fox 
10, owth story, the TV ee 4 and the WBAL-TV Baltimore WJHP-TV Jacksonville WTAR-TV Norfolk KTBS-TV Sh ie 
= al vertisers’ success, Willis K. Freiert T. S. Gilchrist, Jr. | Robert Lambe Shrevepo 
other ad ‘<ion’s great sell Mrs. Marie Gifford 
v: = for Spot Television s 8F WFAA-TV Dallas WJIM-TV Lansing KMTV Omaha . ae 
0 reasons Mike Shapiro Harold F. Gross Arden E. Swisher KREM-TV Spokane 
= ing power. = WTVD Durham-Raleigh KARK-TV Little Rock WTVH Peoria Robert H. Temple 
' eas k behind the sce , Mike Thompson Lee Bryant Hal Phillips 
te So, whether it’s a lo "tickets to a local WICU Erie WISN-TV Milwaukee KCRA-TV Sacramento “OTV Tulsa 
40 a tour of the studios, 5 side of televi- Karl Nelson John B. Soell Ewing C. Kelly ames C. Richdale 
= program, or the busines 11 or drop in KPRC-TV Houston KSTP-TV Minn.-St. Paul WOAI-TV San Antonio KARD-TV Wichita 
o: sion that interests you, C4 Jack McGrew Marvin L. Rosene Edward V. Cheviot Don Sbarra 
hs on this TV expert. ABC Pacific Coast TY NETWORK—Dick Drummy 
su PETRY TV Officers and Managers 
u ier WANE si kcsnventsncadeate tel ee ee a eer era Franklin M. Walker 
ir, ES ok osetia eee Louis A. Smith — a aoe eae : BeBe fogs. 
Mid «ics cha tee denn ee ee a eee Hugh ©. Kerwin 
0". 
rey 


Edward Petry & Co., Inc. 


THE ORIGINAL STATION REPRESENTATIVE 


New York ¢ Chicago ¢ Atlanta ¢ Detroit * Los Angeles ¢ San Francisco ¢ St. Louis 
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Super 4-dr 


PACKARD 
PLYMOUTH 


PONTIAC—'56 Chieftain 





ver Streak (8) station wagon 


club coupe 


STUDEBAKER 


51 Commander 


MISCELLANEOUS Chevrolet ton 





-ton pickup 


OMAHA 


'53 Super Riviera, 
Super Riviera 


CADILLA 





CHEVROLET 


Hardtop, $1,575*; 


One-fifty 2-dr., 


Deluxe 4-dr., Special 


Deluxe 4-dr., 
CHRYSLER 

"654 NY club coupe, $1,195*. 
DeSOTO—'55 Fire Dome (8) 4-dr., $1,800*; ‘51 SL Deluxe sedan, $360, $340. 


$240; 2-dr., 


Used-Car Auction Prices 
















































$1.175 out of 97 offerings.) 


MAY ALL 
UU aL 


BUT... 








N, PLAINFIELD, N, a Two-ten (6) i-dr.. $1 270 One-fifty (6) coupe de Ville, $3.450° (fp 


AUTOMOTIVE NEWS, JUNE 25, 1956 _ 


Deluxe sedan, $300, $150. '49 SL Special 505 2-dr., $1,390, $1,335; Country se- 
sedan, $145 dan, $1,779. '54 Main (8) Ranch Wagon, 
CHRYSLER '52 Windsor sedan. 8490*. $1,230; Custom (8) 2-dr., $905. °53 Crest 


‘S» Country sedan, $1,340%; Main (6) 
Ranch Wagon, $1,010; Custom (8) 2-dr., 
$755. '52 Custom (8) 4-dr., $620*; Main 


‘51 Windsor conv., $410* 49 Windsor 
sedan, $145 





























DeSOTO—'53 Fire Dome (S) sedan, $710*. (6) sedan. $490. '50 Custom (8) coupe, 
'52 Custom sedan, $380. '51 Custom se- S457; 2-dr., $275. '49 Custom (8) 2-dr., 
dan, $360 $200 4-dr $170*, $135* coupe, $130; 
(Continued from Page 42) DODGE ‘54 Coronet sedan, $1,060. °53 station wagon, S195 
Meadowbrook seda $685*. ‘51 Coronet ; 5 5% 5 
Super conv., $1,- Custom Royal 4-dr., £1,465* ‘53 Fire a $415, $375 n, se an a — Hornet 4-dr., $425 50 
o ‘tL seee satan a ce ong FORD—'55 Custom (8) sedan, $1,185. "54 KAINER—'52 4-dr., $310° 
Super 4-dr., DGE—"55 Custom 4-dr., $1,465*. | '53/ Custom (8) sedan, $890, S880. °53 Crest 5 incopn +49 2-dr.. $165 
$470° Pra Coronet : (5) f-dr., S675*; 2 at $630°; «S) Victoria, §$875*:; Custom (6) sedan, ss - a: Beal 
4-dr.. $240* conv., $660 $180. "52 Custom (S) sedan, $560*, $425, MERCURY—'56 Phaeton Hardtop $2,730*. 
(98) 4-ar. FORD—'56 Thunderbird, $3,075*; Country 51 Custom (8) conv., $410*%; sedan, > Montclair coupe $2,125 Custom 
r sedan 8$2,150*; Fairlane (8) Victoria, $380: Deluxe (8) sedan, $350 coupe, $1,855* 54 Monterey coupe, §1,- 
$2,105*; Main (8) Ranch Wagon, $2,000;| MERCURY 55 Monterey Sport coupe, S2,- 90 53 Monterey 4-dr., $1,070*, $930* 
Main (6) 2-dr., $1,550. 55 Fairlane (8) 150* (ps), °53 sedan, $900*. '49 sedan 51 4-dr., $460*; coupe, $405°* 
4-dr., S1,- Victoria, $1,800*, S1,790* Custom (8) S100 NASH 52 Rambler coupe, $375*. °51 
53 Cranbrook 2-dr $1,325*, $1,235; Custom (6) 2-dr.,|' NASH 52 Ambassador edan $440 "51 Rambler station wagon 
52 Cran $1,195 Main (6) dr $995 54 Crest Statesman sedan, S180 OLDSMOBILE 55 (S88) ay. $2,305* 
Cranbrook 2-dr., (S)» Victoria, 81,250: conv $1,220*, $1,- OLDSMOBILE 92 (8S) sedan. $710*, 54 «S8) coupe, §1,750* : (8S) Super 
215 Main (8) Ranch Wagon, $1,185 8665 51 (98) edan, $525* 50 (88) i-dr $780*, $600°* 50 (8S) Super 4-dr., 
Catalina, $1 2-dr S800 Custom (¢«S) 4-dr., $900*; sedan, S225 S$4s5* (9S) 2-dr $245* 49 (S88) 4-dr., 
$1,600° Custom (6 tation wagon, $1,000*; 4- PACKARD sedan, $730* $220 
$1,450* dr., S7S0* (S) Victoria, $1,155*,| PLYMOUTH—'55 Belvedere (8) 4-dr., $1,- PACKARD ‘51 4-dr., $535 
Chieftain (8) S900 Main nch Wagon, $1,040 40) 54 Belvedere Sport coupe, §1,175*; PLYMOUTH-—-'55 Belvedere (8) 2-dr., $1.- 
&) 2-dr., Custom (S) 2- $725 52 Custom (8) Savoy sedan. S800. "53 Cambridge sedan 20)" Savoy (8) 2-dr $1,285, $1,270 
i-dr 8655 $500 51 Custom (8) S585* $520 $415 19 Deluxe edan, i I $1,275 81,260 54 Savoy 4-dr 
Silver Streak cor S440 $315*, $215. '50 2-dr., $150 S960, S905 93 Cambridge 2-dr $500* 
Streak (8) $195 PONTIAC 55 Star Chief (S) sedan, S1,- )2 Cranbrook $495, $345 "51 
MERCURY 55 Monterey Hardtop, $1,960* 975* (ps 4 Star Chief (S) sedan, $1 Cranbrook club coupe, 8515 50 Subur- 
ir. $370 »4 Monterey 4-dr.. $1,240*. $1,240: Cus- 290 92 Chieftair ‘) Catalina, $760° ban, $315; cou $210, $130 a 
i ve tom 2-dr $1.195* 53 Sport s1 Silver Streak (S edar $350 PONTIAC 54 Ot ‘is 4-dr $1,050 
oupe, $1,110 52 Custom Sport coupe, | STt DEBAKER »1 Champion sedan, $265 3 Chieftain ¢ $960 52 Chief 
0 Jeer S735 0 4-dr.. $225 WILLYS 0 Jeepster, $145 tair S) cony i-dr $450* 51 
NASH 1 Rambler sedar Sl ) ; eee ae e — ae 
roadster, $1 ee een ay seers, Naeeeeee PORTLAND, ORE. STUDEBAKER 31 Commander 4-dr 
5 Interna a Countr ‘ ub 368 > pI Rambler ‘Portland Auto Auction. Sale every Tue $370 Land Cruiser, $225° 19 Cham 
Ford ton station wagon, S420°, S350, $295 iy. Prices are for sale of June 12 I coupe, S1S8¢ $125 
£110 °51 OLDSMOBILE > (S88) Super 2-dr., $1 (This area is drained of clean cars and WILLYS ‘53 stat wagon, $935 
sedar $225 765* ip Deluxe 2-dr., $1,645. "54 (S88) prices are tops, Sold 167 cars out of 243 MISCELLANEOUS 5 ton pick 
i-d $1 (98) Holida $1 * (ps offerings.) p, $1,000; W $1,270 
53 (88) conv., $1,190* (ps Super 2-dr BUICK > Super coupe, $2,.225* ‘ps 2 Dodge ton 51 Ford 
$1,060 Spe i con\ $2,150" 53 Super cor ton pickup, $555 i ton pick 
PACKARD 1 (200 i-dr $1.10 2iv 4-dr SS70* ip, S470, $400: Studebaker ton pick- 
ile every PLYMOUTH 4 Savoy 2-dr i-dr RM 4-dr ar $650 up, $470. ‘49 Willys ton pickup, $225; 
June 14 $595 3 Cambridge 4-dr., $485 )1 Cran 1 Super yecial 4-dr Chevrolet '!.-ton pickup, $295 
here than brook 4 r $265 S315°* $1 $110* 
ea a » PONTIAC % Chieftain («(S) 4-dr $1 CADILLAC cou 220° if 7 
bara ly ey Po ILLAC "56 (62) coupe. $4,220° (ps FARGO, N. D. 
2.685* (ps 2 Chieftain «8; Catalina, §$665* 4-dr rado cor $3.675* (ps) (62 conv (Tri-State Auction Co. Sale every Thurs- 
al Riv $4165 $3.100* (ps) 53 62 coupe, $1,790* : Prices are for sale of June 14.) 
54 Super Rivi- STUDEBAKER 53 Champior 4-dr ' 52 (62) coupe, $1,475*: 4-dr., $1,- (Autos entered are sharp and clean, 
$1,2 $530" 0) Champion 2-dr $215° ED 20° $1.275° $1,230° (ps) "51 (61) but there seems to be a shortage of used 
Special 4-dr Champion 4-dr., $150* coupe, $900* 62) 4-dr.. $615°*. "50 (62 cars in this area. Every dealer is a buyer. 
51 RM MISCELLANEOUS 55 Chevrolet -ton i-dr.. S810. ‘49 (62) sedanet, $450* Sold 62 cars out of 86 offerings.) 
up, SS70 4 Ford ton pickup, CHEVROLET —'55 Bel Air (8) conv., $1.- BUICK—'55 Century Riviera, $1,925* (ps); 
$3.320* (ps) 5 50 Chevrolet ton pickup, $310 S40*: 4-dr.. $1.710*: 2-dr.. $1.600*: Two Special Riviera $1.850* (ps) $1,700* 
$1.000* 50 19 Chevrolet ton pickup, $120 ten «Ss statior wagor $1,730 4-dr 53 Super 2-dr S675* 4-dr.. $875* 
S9R5* (60) $1.420 $1.405 $1.400 °-dr $1,385 CADILLAC 55 (62) conv $3,.750° (ps) 





coupe, §$3.,- 
(ps) 54 (62) coupe, $2,820* (ps), 





station wagon, $1,575. "54 Bel Air station 250) 


station wagon, (Lebanon Auto Auction. Sale every Wed- wagon, $1,.400* Two-ten 4-dr $1,005 $2.710* 53 (60) Special 4-dr., $1,S00* 
$1.575° nesday. Prices are for sale of June 13.) $1,000 53 Bel Air 4-dr S970*: Two-ten (ps 51 (62) 4-dr.. $925* 

station (Market continuing steady. Not enough sedan, $960*: One-fifty 4-dr $620 52 CHEVROLET 55 Two-ten (6) 4-dr., §$1,- 

4-dr $1,- clean cars to meet demand, Sold 64 cars SL Deluxe Bel Air, $755*; 4-dr $615* 175 54 Two-ten Handyman, $1,505*; 






520° $460° 51 FL De 4-dr $890*: Bel Air 4-dr., $1.030°. '53 





coupe, S$ 





$1,075*: 2-dr., BUICK 54 Special sedan, $1,380. "53 Su- luxe 2-dr $425° SI Deluxe sedan, Bel Air conv $1,005; 2-dr., $920, $810 
$765: 2-dr., per sedan, SS&85* Special sedan, $730 $405* \) SL Deluxe coupe, $165 Two-ten 4-dr., $730*, $675. ‘52 SL Deluxe 
$S50°, S$S825* 52 Super Riviera, $720*. '51 Super sedan, CHRYSLER-—'55 NY St Regis, $2,380*° 2-dr., $520*. ‘51 SL Deluxe 2-dr., $305°*; 
$600. '52 SL $410*, $365* ips) 54 Imperial 4-dr $1,490° (ps) 4-dr $295 50 SL Deluxe 2-dr., $305, 
2-dr., CADILLAC 53 (62) 4-dr., $1,810° (ps) 50 NY 4-dr., $290° 235 
$430, $415°*; (ps). "52 (62) coupe, $1,320*. ‘50 (60) DODGE-—'54 Coronet (8) coupe, $1,050. CHRYSLER—'55 Windsor Newport, $2,050° 
Deluxe 2-dr $350 Special sedan, $900* "51 Coronet coupe, $370°; 4-dr., $335* (ps) ‘54 Imperial 4-dr., $1,600° (ps) 
$255 CHEVROLET — '54 Two-ten sedan, $830. FORD ‘56 Fairlane (8) 2-dr $1.980°; 53 Windsor 4-dr., $775* (ps). ‘50 4-dr., 
~'55 NY Hardtop, $2,280* (ps). 53 Two-ten sedan, $745, $710. ‘52 SL 4-dr $1,900°. ‘55 Fairlane (8) Crown $265°* 
Deluxe Bel Air, $680*; sedan, $500, $470. Victoria, $1,945* (ps); Victoria, $1,750°; DeSOTO—'51 Sportsman, $400 
"50 SL 4-dr.. $1.620*%: Custom (8) sedan, $1,- FORD—'55 Fairlane (8) Town sedan, $1; 


only one car lighter — 
CASCO ASH-GUARD 





CIGARS ... PIPES... 


CASCO— STANDARD EQUIPMENT ON 4 OUT 
OF 5 CARS ON THE ROAD TODAY! 
Over 100,000,000 Casco lighters have been 


produced for all makes of cars. That’s why 
it’s rightly called the familiar servant to 
the American motorist. 


ANOTHER CASCO FIRST!—ALREADY 
SPECIFIED ON LEADING 1957 MODELS! 
Look to Casco, originator of the pop-out 


car lighter, for the firsts in automotive 
accessories..Be sure Casco Ash-Guard is 
on your new ears for sure utility, sure 
customer acceptance, sure-safety! 


*Name on Request 





900* (ps). °54 Crest (S) conv., $1,345* 
Custom (8) 4-dr., $1,005. ’53 Custom (8) 
4-dr., $900, $S80; 2-dr., $800; Main (6) 
4-dr., $645; 2-dr., $605. ‘51 Custom (g) 
2-dr., $360, $320; Deluxe (6) club coupe, 
$285. °50 Custom (8) 2-dr., 5115. 

HU DSON—'53 Hornet 4-dr., $600*, 


MERCURY—'54 Monterey 4-dr., $1,225, 
"53 club coupe, $915*. ‘51 4-dr $405, 
‘49 4-dr., $160 

NASH—'54 Ambassador 4-dr., $985 





OLDSMOBILE ‘55 (88) Super Holiday, 
$2,100* (ps); conv., $2.070* (ps); Deluxe 
Holiday, $1,900*. '53 (98) 4-dr., $1,095 
(ps) 50 (SS) 4-dr., $205; (98) 4-dr, 
$180* ; 

PLYMOUTH —’'55 Savoy (6) sedan, $1,100: 
Plaza (6) 4-dr., $1,010. '53 Cambridge 
t-dr S500 

MISCELLANEOUS 54 Ford %%-ton ake, 
$855 16 Dodge -ton pickup, $1 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 


Wednesday. Prices are for sale of June 13.) 


(Sold 82 percent of consignments for a 
zood fast sale.) 





BUICK 56 RM conv., $3,300* (ps); 4-dr., 
S2,.800* <«ps) 55 Century Riviera Sia 
YS5* (ps Special Riviera, $1,845*; Super 
t-dr $1,755* (ps) 54 Super Riviera 
$1,520*; 4-dr., $1,: RM 4-dr., $1.390* 








(ps) 53 Super Riviera, $1,005* 8S): 
j-dr.. $945" 


CADILLAC —'56 





(62) sedan de Ville, $4,. 











90" «fF (62) coupe de Ville, $3,- 
190* (ips) 83,530* (ps) sedan $3.160* 
54 (62) sedan, $2,995* (ps $2. 
(ps) 53 (62) coupe de Ville, $1,- 
7S55* (ps $1,725* (ps) 52 (62) sedan, 
$1.335 50 (62) sedan, $815*; (60) Spe- 
cial 4-dr.. S795* 

CHEV ROLET—'56 Bel Air (S) conv $2,- 
415* (ps station wagon, $2,400* (ps); 
Hardtop, $2,140* (ps); Two-ten (8S) 4-dr., 
$2.050*, $1,.830*; Two-ten (6) 4-dr., $1,- 
7s0* 55> Two-ten (S) station wagon, 
$1.665 2-dr $1,.315* Two-ten t 2- 

r.. 2 at $1.305, $1.135, $1,110: Bel Air 
‘ Hardtor $1,635* One-fifty ¢ 2- 
ir., $1,005, $950. '54 Bel Air 4-dr.. $1,- 
of Two-ten 4-dr.. $900*; 2-dr., S825, 
53 Bel Air conv $910*: Two-ten 2-dr., 
$735 51 SL Deluxe conv $470*; 2-dr., 
$350 49 SL Deluxe 2-dr., $165 


CHRYSLER 53 Windsor 4-dr $865* 
DeSOTO—'56 Fire Dome (8) Hardtop, §$2,- 


650* (ps! 55 Fire Dome (S) 4-dr $1,- 
595* (ps) 54 Fire Dome (8) 4-dr., 
$1.025 (ps) 53 Fire Dome (8) 4-dr., 
$690* (ps). ‘51 4-dr., $325* 

FORD—'56 Fairlane (8) conv $2.150°*; 


Victoria, $2,110* 4-dr $2,050* Main 
‘S) Ranch Wagon $1,990*:; Main (6) 
2-dr., $1,535 55 Fairlane (S) Victoria, 
$1,650*: conv., $1,.775* 2-dr., $1,375*; 
Custom (8) 2-dr., $1,300°, $1,145; 4-dr,, 
$1,125; Main (6) 2-dr., $1,215. '54 Main 
(6) 4-dr., $815. °51 Custom (8) 2-dr., 
$245 

HUDSON 50 Commodore 4-dr., $105*. 

LINCOLN—'54 Cosmopolitan Hardtop, $1,- 

565* (ps) 

MERCURY—'56 Custom Hardtop, $2,135* 
(ps). "55 Monterey Hardtop, $1,825* (ps). 
"53 Custom 2-dr., $750. '50 Custom 2-dr., 
$260. "49 Custom 2-dr., $1S0*. 

NASH—'55 Rambler 2-dr., $950. '53 Ram- 


(Continued on Page 46, Col. 3) 








INDEPENDENT RESEARCH LABORATORY’ PROVES: 


can be used by 100° of smokers... 


Because it’s the only car lighter that lights safely and easily... 


and CIGARETTES! 





Here’s the greatest automatic car lighter improvement in 19 years! Only Casco 
Ash-Guard has the patented feature that can be used by all smokers. It’s ingen- 
ious, telescoping sleeve automatically slides out to catch hot ashes and sparks from 
lighted cigarettes. Pushes back easily to light cigars and pipes. One or two other 
car lighters have so-called “safety sleeves”, but they’re stationary, making it 
practically impossible to light cigars and pipes. Only Casco Ash-Guard can be 
used by 100% of the smokers who drive your cars! 










Sleeve telescopes 
out to catch 
hot ashes. 
Telescopes 
back to light 
pipes, cigars. 


CASCO PROD. CORP. 
Bridgeport 2, Connecticut 








45*, 
(8) 
(6) 
(8) 

upe, 








Pity poor Joe, his sales were slow, 
The future looked dismally bleak . . . 


Mr. Auto Dealer: 








Not so at Sam’s ... he’s raked in the clams 
during National Auction Week! 





Sell with profit and safety at Fidelity-Insured Auctions 
during National Auto Auction Week June 24-30 


SALES SLOW ON YOUR LOT? 


If so, chances are the 


JUST BE SURE YOU CHOOSE A FIDELITY AUCTION. 


inventory’s up. Well, you can reduce it with a quick trip to 
your nearest Fidelity-insured Auto Auction. Auto Auctions 
have become a $1,000,000,000.00 business...meaning that a lot 


of dealers must be selling a lot of cars there—and turning a 


You'll find more buyers, you'll see more action, you'll make 
more sales at Fidelity-insured Auctions. You'll get accurate 
market prices from the bidding around you. And the high bid 
is always the best bid...because Fidelity guarantees payment of 


profit. Why not you? 


every check you accept. 


FIDELITY PAYS CLAIMS DIRECTLY TO DEALERS WITHIN 48 HOURS 
Visit the Fidelity-insured Auction nearest you now . .. during National Auto Auction Week. You'll be mighty glad you did. 


A-1 AUTO AUCTION Tuesday CLEVELAND AUTO AUCTION, INC. Tuesday 
707 W. Waterloo Road, Akron, Ohio 4305 Euclid Ave. (rear), Cleveland 3, Ohio 
AIRPORT AUTO AUCTION Friday CONCORD AUTO AUCTION, INC. Mon. & Fri. 
U.S. Truck Route 22, Weirton, West Virginia Hosmer Street, Acton, Massachusetts 

APTCO AUTO AUCTION Wed. & Fri. CORRY AUTO AUCTION Friday 


19241 Dix-Toledo Hwy. (US 25); Melvindale, Mich. 


BIRMINGHAM AUTO AUCTION, INC. Monday 

rae ore ores Sm DAYTON DIXIE AUTO AUCTION, INC. Mondey 
Birmingham, Alabama ; F ? 

BRADLEY AUTO AUCTION, INC. Wednesday DEALERS AUTOMOBILE AUCTION, INC. Thurs. & Fri. 


South Lee Highway, Cleveland, Tennessee 


CAPITAL AUTO AUCTION, INC. 
Ohio State Fairgrounds, Columbus, Ohio 


Thursday 


R. F. D. # 3, Corry, Pennsylvania 


3528 South 7th St. Road, Louisville, Kentucky 


DIXIE MOTORS AUTO AUCTION 
718 Angier Avenue, Atlanta 8, Georgia 


Tuesday 


CENTRAL STATES AUTO AUCTION Wednesday GREATER SHREVEPORT AUTO AUCTION Thursday 
211 South Delaware, Mason City, lowa 1310 North Market St., Shreveport, Louisiana 
CHATTANOOGA AUTO AUCTION Thursday LEBANON AUTO AUCTION, INC. Wednesday 


35th & 36th St., Rossville Blvd., Chattanooga, Tenn. 


CINCINNATI AUTOMOBILE AUCTION 
10160 Reading Road, Cincinnati 15, Ohio 


Friday 


Highway 22, North Plainfield, New Jersey 


LEITCH MOTORS SALES, INC. 
1450 East Main St., Owossa, Michigan 


Thursday 


LIMA AUTO AUCTION Wednesday 
4409 South Dixie, Lima, Ohio 

MIDDLE GEORGIA AUTO AUCTION Wednesday 
Eastside Highway, Macon, Georgia 

MONTPELIER AUTO AUCTION CO. Monday 


R. F. D. # 1, Montpelier, Ohio 


MUNCIE AUTO AUCTION Friday 
3344 South Madison St., Muncie, Indiana 


NATIONAL CITY STOCKYARDS AUTO AUCTION,INC. 
Barn 17, National City, Iiinois Mon. & Thurs. 


QUINCY AUTO AUCTION Friday 
3220 Broadway, Quincy Illinois 


ROCKFORD AUTO AUCTION, INC. Tuesday 
6402 Forest Hills Road, Rockford, Illinois 


SKYWAY AUTO AUCTION 
Talladega Highway, Anniston, Alabama 


SOUTHERN AUTO SALES, INC. Wednesday 
9 Mil. N, of E. Hartford on Rt. 5, E. Windsor, Conn. 


Wednesday 


SYRACUSE AUTO AUCTION Wednesday 
R. D. # 1, LaFayette, New York 

THOMASVILLE AUTO AUCTION Thursday 
U. S. Air Base, Thomasville, Georgia 

THRUWAY AUTO AUCTION, INC. Monday 
2224 Union Road, Buffalo 25, New York 

TOLEDO AUTO AUCTION COMPANY Thursday 
5902 Telegraph Road, Toledo, Ohio 

TRI-STATE AUTO AUCTION, INC. Friday 


Valley Springs, South Dakota 

TRI-STATE AUCTION COMPANY 

3021 West Main Ave., Fargo, North Dakota 

TULSA AUTOMOBILE DEALER AUCTION Thursday 

Tulsa State Fair Grounds, Tulsa, Oklahoma 

ART WATSON MOTOR COMPANY Wednesday 

2979 N. W. 36th St., Miami, Florida 

WAUSAU AUTO AUCTION 

Highway 29 W. Route 4, Wausau, Wisconsin 

WESTCHESTER AUTO DEALERS AUCTION, INC. 

Albany Post Road, Croton-On-Hudson, New York 
Wednesday 


FIDELITY INSURANCE COMPANY OF TENNESSEE 


Stahlman Bldg., 


Nashville, Tenn. 





NEW B 


UMPA-TEL SIGNS 


| OLDSMOBILE 


“ SUPERIOR - 


THE WORLD'S SAFEST SCHOOL BUS 
WHY MORE CHILDREN RIOB SUPERIOR 


MODERN SCHOOL BUS REPAIR SHOP. 


" PHO.PERSHING 12212 St.Leuis,\Mo. ROBERTSON, MO. 


z 


| PONTIAC 


Petite 40" x12" Regular 40" x 17" 


We are now offering a Bumpa-Tel sign in two sizes, the Petite measuring 40" x 12” 
for those advertisers who do not need as much space as is provided on our regular | 
Bumpo-Tel sign which measures 40" x 17". The new Bumpa-Tel Petite is lower and 
blends into the body lines of most cars producing a very neat appearance. It is 
offered at the same price. In ordering be sure and state Bumpa-Tel Petite. 


"Mount or Dismount Your Sign in Seconds Without 
Tools, Absolutely No Damage to Car.” 


Mounted or Dismounted in Seconds* 
® Polished Aluminum Frames e Sheet Steel Face | 
® Sign Legs Telescope Into Non-Visible Brackets Mounted 
Behind Bumper Guards 
Does Not Interfere with Operation of Trunk Lid 


* After original installation State Make and Model When Ordering. 


Now Offered in Four (4) Options, Unlettered at $12.50, 
Lettered at $16.50, Lettered and Reflectorized at $21.50, 
Lettered on Full Scotchlite Background, the Best Sign for) 
Night Use at $26.50. 
F.0.8., MOUNDS, ILLINOIS 
2% Discount For Check In Full With Order. 


Available Now for 1956 Ford, Chevrolet, Plymouth, Buick, 
Dodge, DeSoto, Chrysler, Pontiac, Mercury and Oldsmobile, 
Hudson, Nash, Packard and Studebaker. 


We will accept telephone calls collect on orders 
for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 


103 NORTH BLANCHE MOUNDS, ILLINOIS 
DEPT. 102 


BIG Umbrella BIG HIT in Virginia! 


“| hardly see how we ever got along without it," said John C. Swanson, 
President of Swanson Motors, Inc., Danville, Virginia, in commenting on the McFar- 
lond ‘‘Great’’ Umbrella on their lot pictured above. Like Mr. Swanson, and progressive 
dealers everywhere, you too will find that the McFarland ““GREAT" UMBRELLA (21 
foot spread) and “WHIRLABOUT,” the ‘‘Great'’ Umbrella that turns, will pep up your 
location—attract more customers—afford shade and comfort—and pay for itself many 
times over in increased sales. Get the complete McFarland ““GREAT" UMBRELLA story 
in a full color illustrated booklet that is yours for the asking—write, wire or cail the 
McFarland “‘GREAT" UMBRELLA Company, Division of McFarland Awning Corporation, 
742 S. W. 8th Street, Miami, Fia.—Why not call right now—the number is FR. 4-8153. 








SNAPY MAGNETIC PLATE HOLDER 


A device for attaching dealers’ tags quickly and easily to automobiles without the 
use of bolts, springs, clips or wire. Tested to 100 MPH over all kinds of roads. Sold 
direct at $5.50 per doz. {3 sets). A check enclosed with your order saves you c.o.d. 
charges. 


SNAPY CORPORATION FRANKLIN FURNACE, OHIO 


| CADILLAC 


| DODGE 


AUTOMOTIVE NEWS, JUNE 25, 1956 
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bler $805*. ‘52 Rambler 2-dr., 


s5ou 


cony., 


Oli ana! 


PRODUCTION 
i 
Moay NON eSUINc 


5 
Se) 


-* ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
-~PRODUCTION FOUNDRIES 


a 


(9S) 

2-dr., 
(ps) 55 
"D4. (88) 
200 '52 


$1,290* 
Super 
Super 
4-dr., 
i-dr., 


"56 
Deluxe 
$2,710 
$2,100*. 
(ps), $1 
(98) 4-dr 

56 Belvedere i-dr 
Plaza (8) station wagon, §1,- 
Belvedere (% i-dr., $1,415* (ps); 
$1,250; Savo (S) 4-dr., $1,395*. 
i-dr., $840 ')2 Cranbrook 


S585; 2-dr., $630 


convy., 

$2,245* ; 
(88) 
Super 


(OR) 


ip ’ (SS) 
Holiday, 
Holiday, 
$1 
S790 51 
PLYMOUTH 
915 
2-dr., 
54 
4- 


665 
S360 
( $1.- 


55 


Savoy 
dr., $610 2-« ~ 
56 Star Chief ( S 
Chief 
wagon, 
$1,215* 
50 


8) Catalina, 
(s) conv 
$1,750". 
"51 
Silver 


star 

statior 
4-dr., 

4-dr 


<o7 


$2,495 (ps). °5d 
$1,905 $1,900 
'54 Chieftain 
ver Streak 
Streak ( 2-dr., 

STUDEBAKER 53 
$390 51 Commander 

MISCELLANEOUS 54 
up 


(8) Sil- e 
$350 _ 


Commander 
2-dr., $225* 
GMC -ton 


4-dr., 


" pick- 


S785 


LITTLETON, COLO. 


(Colorado Auto Auction, Sale every 
day. Prices are for sale of 11 
(Sold 250 cars out of 327 offerings.) 
BUICK RM 2-dr $2,850* (ps); Spe- 
cial Riviera, $2,500 RM Riviera, 
$2,.265* (ps); Super Riviera, $2,250* (ps), 
$2,188* Century Riviera, $2,095*, 
$2,040* Special Riviera, $2,000* 
(ps) Riviera, 81,470; Special 
Riviera 75*; 4-dr., $1,375*, $1,090* 
"56 (62) coupe de Ville, $4,- 
55 (60) Special 4-dr., $3,600* 
(62) coupe de Ville, $3,565* (ps); 
S$3,485* (ps) 54 (62) 4-dr., $2,- 
(60) Special 4-dr., §$2,S50* 


Mon- 


June 


56 “ 


aaa: ey 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


(ps); 

$1,985 
Super 

$1.3 


54 


600* (ps) 
(ps); 
cony., 
985* (ps) 
(ps) 


CHEVROLET 


OFFICE MANUFACTURI > — 


TENNESSEE 


Seis 


CHATTANOOGA 


"56 Two-ten ( 4-dr $2,- ust ee he ah 
400*, $2,275 $2,180*, $2,025*, $1,910*, 
$1, Bel Air 4-dr., $2,295*, 4 at 
$2.265*, $2,200*, at $2,175*, $2,080; 
One-fifty (6) 2-dr., $1,680. 55 Bel Air 
(8) station wagon, $2,145*; Sport coupe, 
$1,805*: Two-ten 2-dr., $1,700, $1,- 
135. °54 Bel Air Sport coupe, $1,230*, 
$1,215* Two-ten Delray $805 53 Bel 
Air conv., $905: One-fifty 2-dr., $550. 
52 SL Deluxe Bel Air, $590*. ‘51 SL 
Deluxe 4-dr., $350 

CHRYSLER ‘56 Windsor 
(ps); NY Newport, $3,095*. '54 NY 4-dr., 
$1,595* (ps), $1,535* (ps), $1,450* (ps). 
53 Windsor Newport, $1,090* (ps); 4-dr., 
700*; NY 2-dr., $790* (ps). "52 Imperial 
Newport, $690* (ps). '51 NY 4-dr., $355*. 

DeSOTO——'56. Fireflite (8) 4-dr., $2,820* 
(ps). "52 Fire Dome (8) statioh wagon, 
$925 


8) 


y 


F 4 


«S) 
9 


«S) 


4-dr., $3,200* 








Royal (8) 
4-dr., 
Fairlane 
$2,000 


4-dr., 

$1,655, $1,325 
(S) conv., 

$2,005; Custom (8) 

Main (8S) 2-dr., $1,685. "55 

$2,595* (ps); Country se-| 
$1,805*, $1,730, $1,725* 
(ps); Fairlane (S) Victoria, $1,800, $1,- 
795*; Custom (8) 2-dr., $1,225. '54 Crest 
(8) conv., $1,210*. "53 Crest (8) Country | 
sedan, $1,050. ‘52 Crest (8) Victoria, 
$580* 

HUDSON —-'56 
Hornet (8) 4-dr., 
lywood, $820 

LINCOLN—'55 Capri conv., 
‘54 Capri coupe, $1,900", 

MERCURY—'56 Montclair Phaeton, $2,500* 
(ps); 4-dr., $2,455*, $2,410° (ps); Cus- 
tom station wagon, $2,270. ‘55 Montclair 
conv., $2.025* (ps); Monterey Sport 
coupe, $1,855*, $1,825, $1,765*. 54 Mon- 
terey Sport coupe, $1,470, $1,405*; Cus- 
tom Sport coupe, $1,280* 

NASH—'55 Ambassador Lemans, 
Rambler station wagon, $1,700", 
‘52 Ambassador sedan, $330 

OLDSMOBILE—’'56 (S88) Holiday, $2,640*; 
4-dr., $2,425*. °55 (98) Holiday, $2,335* 
(ps), $2,210* (ps): (S88) Super Holiday, 
$2,279* (ps); Deluxe Holiday, $2,060* 
(ps), 2 at $2,025* ips), $1,820* (ps). 
"54 (98) 4-dr., $1,S15* (ps) (88) 4-dr., 
$1,470* (ps), $1,.465*, $1,215. "53 (88) 
Holiday. $1,380* (ps) 

PACKARD—’'53 Mayfair coupe, $575* (ps). 

PLYMOUTH—'56 Plaza (6) 4-dr., $1,680. 
‘55 Belvedere (8) conv., $1,690*: 4-dr., 
$1,535; Savoy (6) Suburban, $1,240, $1,- 
230. '53 Cambridge 2-dr., $450. ‘49 Spe- 
cial Deluxe 4-dr., $245 

PONTIAC—'56 Chieftain (S) Catalina, $2,- 


475*; Star Chief (8) 4-dr., $2,600* (ps) for All Cars 
"55 Star Chief (8) conv., $1,875*; Cata- 


lina. $1,820*. $1,800*. °54 Chieftain (8) | 56” Long in UP Position—72” Down 


Catalina, $1.445*. '53 Chieftain (8) 4-dr.,| — * Can be changed from car to car without 
$970*. "52 Chieftain (8) 4-dr., $480*. buying expensive change-over ports for 
STUDEBAKER—’53 Champion 4-dr., $490, | different makes and models. 
$480, $430 
WILLYS—'56 
Jeep, $630 
MISCELLANEOUS "56 Mercedes Benz, 
$5,700; GMC *%-ton pickup, $1,530. 52) 
GMC %-ton pickup, $470. '51 Studebaker | 
%-ton pickup, $385; Willys %-ton pick- 
up. $385. °'50 Studebaker %-ton pickup, 
$305. '49 Studebaker %-ton pickup, $175. | 


CHICAGO 


(Arena Auto Auction. Sale every 
day. Prices are for sale of June 12.) 
(Sold 280 cars out of 410 offerings.) 
BUICK — ’'56 Super conv., $2,800* (ps); | 
Century 4-dr., $2,625* (ps); Special 2-dr., 
$2,295*. ‘55 RM conv., §$2,195* (ps); 
Super Riviera, $2,130* (ps); Special | 
conv., $2,000* (ps); 2-dr., $1,685*. °54/ 
RM Riviera, $1,615* (ps), $1,595* (ps), | 
$1,590* (ps), $1,550* (ps), $1,520* (ps); | 

Super Riviera, $1,500* (ps) 
CHEVROLET—'56 Bel Air (6) conv., $1,- 

955. °55 Bel Air (6) Handyman, $1,775; . 

Bel Air (8) 4-dr., $1,550*, $1,510*, $1,- ‘ 

500*; Two-ten (6) 4-dr., $1,405* (ps); 

Two-ten (8) 4-dr., $1,300*; 2-dr., $1,- 

385*; One-fifty (6) 2-dr., $950. °54 Cor- 

vette, $1,500*; Bel Air Sport coupe, $1,- 

390*, $1,385*, $1,200*; conv., $1,245*: 


2-dr., $1,085*; 4-dr., '$1,030*: Two-ten : te 


2-dr., $1,015*, $910, $830. S ' AY] , ' S f ' st 


CHRYSLER—'55 Windsor Nassau, $1,985* 
DETROIT, MICHIGAN 
* 


"55 $1,.665°; 
(8) 
"56 


Ia mt N34 Oe 


Coronet 
FORD 
(ps); 4-dr., 
2-dr., $1,825; 
Thunderbird, 
dan, $1,920*, 


$2,260° 


Thousands 
Sold by Car 
Dealers 
* 
Write 
for 


Rambler sedan, $1,995. ‘55 
$1,845. °53 Hornet Hol- 


$2.470* (ps). 
$1,795* (ps). 


$1,850* ; 
$1,645° 


_ 


a 


NOW @ SIZES 


7. LONG JOHN 
for Station Wagons 
74” Long in UP Position—90” Down 


2. STANDARD 


‘ed 


FITS ALL CARS! 
CLAMPS SECURELY! 
ON or OFF in a Jiffy! 


NO HOLES TO DRILL! 
Miller Saddles Lock on 
Where Car Top is Strongest. 


station wagon, $2,195. °53/ 


Tues- | 


MILLER MEG. CO. 5919 Tireman, Detroit 4, Mich. 


Prt ete 
AIRCRAFT 

Pa iasit id 
PsP t eas 

rar tt Le). 
STAINLESS PIPE 
PSP test Meta cs 


(ps). '53 NY 4-dr., $945*, $860*. 
DODGE—'55 Royal (8) Lancer, $1,710*; | 
Coronet (8) Diplomat, $1,600*; 4-dr., | 
$1,370*. '54 Coronet 4-dr., $995* éps). | 
53 Coronet Diplomat, $645*; 4-dr., $395*. | 
FORD—'56 Fairlane (8) Crown Victoria, 
$2,140*; 4-dr., $1,710* (ps). '55 Fairlane 
(8) conv., $1,735*, $1,720*, $1,685*, $1,- 
665*; Victoria, $1.690*, $1,495*. $1,465*; 
4-dr., $1,410*; 2-dr., $1,285*; Custom (8) 
4-dr., $1,180; Custom (6) 2-dr., $1,105. | 
(Continued on Page 49, Col. 1) 
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_ month after month... 


1512 million’ men and women‘“live by the book” 


...and the book is Better Homes and Gardens! 


4,250,000 DELIVERED COPIES EACH MONTH 


| 
bs 


- 


i 
| 


i 


arth | ff— 


One example of how BH&G readers live by their favorite magazine: 9,400,000 referred to one or more back issues, 4 to 12 
months old, within the past 4 weeks. BH&G lives with the family —judged by its usefulness instead of its date. 


*15,500,000 people read an average issue of BH&G! 
One-third of the 123,800,000 people 10 years of age 


and older in the U.S. read one or more of every 12 Lf. 3 of Amer ica reads 
issues. That’s 44,150,000 people—and over 40% of 
Better Homes and Gardens! 


them are men! 
Meredith Publishing Company 


during the year... 


¢ Des Moines 3, lowa 
* A 12 Months’ Study of BH&G Readers, Alfred Politz Research, Inc., 1956 





Dealer Honored— 


Phil Johnston, right, King Motor Co., | $2,059; cl. cpe., $1,967; 2-dr. 2-seat | 


Huntington Park, Caolif., shows W. H. 
Klein, Ford Los Angeles district sales 
manager, the ‘Business Man of the Year | 
Award" plaque presented to him by | 
the Robert T. McColley American Legion | 
Post 87. 


AUTOMOTIVE NEWS, JUNE 25, 1956 


Current Prices on New Cars 


The following advertised-delivered prices 
include the suggested base factory list 
prices, Federal excise tax amounts and 
suggested dealer delivery-and-handling 
charges. Not included are variable items 
passed on to the retail buyer, such as 
State and local taxes, transportation 
charges and optional equipment. 


BUICK—Special—4-dr. sed., $2,412; 2- 


dr. sed., $2,353; 4-dr. hardtop, $2,524; 2-| 


dr. hardtop, $2,453; conv., $2,736; 4-dr. 2- 
seat stat. wag., $2,771. Century — 4-dr. 
hardtop, $3,020; 2-dr. hardtop, $2,958; 
conv., $3,301; 4-dr. 2-seat stat. wag., 
$3,251. Super —4-dr. sed., $3,245; 4-dr. 
hardtop, $3,335; 2-dr. hardtop, $3,199; 
conv., $3,539. Roadmaster—4-dr. sed., $3,- 
498; 4-dr. hardtop, $3,687; 2-dr hardtop, 
$3,586; conv., $3,699. (Dynafiow standard 
on Century, Super and Roadmaster. Power 
Steering standard on Super and Road- 
master.) 

CADILLAC — Series 62—4-dr. sed., 
291; 2-dr. hardtop, $4,196; 4-dr. 
de Ville hardtop, $4,748; 2-dr. 


Ville hardtop, $4,619; conv., $4,761; 2-dr. 


Eldorado Seville hardtop, $6,551; Eldorado 
Series 60 Special— 


Biarritz conv., $6,551. 
4-dr. sed., $5,042. Series 75—8-pass. 
$6,608; 8-pass. lim., $6,823. 
and power steering standard.) 
CHEVROLET — 


models; for V-8s, 


sed., 


4-dr. sed., $1,865; 2-dr. sed., $1,822; utility 


sed., $1,730; 2-dr. 2-seat stat. wag., $2,167. 


| Two-ten—4-dr. sed., $1,951; 2-dr. sed., $1,- | 


908: 4-dr. hardtop, $2,113; 2-dr. hardtop, 


| wag., $2,211; 4-dr. 2-seat stat. wag., 


| 259; 4-dr. 3-seat stat. wag., $2,344. Bel | 


4-dr. sed., $2,064; 2-dr. sed., $2,021; 

hardtop, $2,226; 2-dr. hardtop, $2,172; 
$2,340; 4-dr. 3-seat stat. wag., 
$2,478; 2-dr. 2-seat Nomad stat. wag., 
$2,604. Corvette—Hardtop cpe. or conv., 
(V-8 only), $3,145. 


dr 
conv., 


In Retail Sales Total for 1954... 


Autos Second to Groceries 


WASHINGTON. Second only 
to grocery stores, franchised auto 
dealers accounted for $25.1 billion 
in retail sales during 1954, it was 
announced last week by the Bureau 
of theCensus, Department of Com- 
merce. 

This was a gain of 57.4 percent 
over 1948. Grocery stores accounted 
for sales of $34.4 billion in 1954. 


The figures were issued prior 
to the publication of a “U. S. 
Summary of Retail Trade, 1954 
Census of Business,” which will 
be available around July 1. 
Sales by other automotive groups 

were as follows: 

Non-franchised auto dealers, $2,- 
423,517,000 in 1954 compared with 
$2,440,832,000 in 1948. 

Tire, battery and accessory | 
dealers, $1,813,989,000 compared 
with $1,358,146,000. 

Motorcycle, aircraft and boat | 


Seattle Dealers 
Elect Belcourt 


SEATTLE. — L. E. Belcourt has| 
been elected president of the Seat-| 
tle Automobile Dealers Assn., suc- 
ceeding Bob Dunn. 

Other new officers include S. L. 
Savidge jr., vice-president; Ralph 
Malone, secretary; Arvid Andres- 
sen, treasurer, and C. Carey Don- 
worth, executive secretary. New 
trustees are George Sparling, Gene 
Fiedler, Andressen, Belcourt and 
Malone. 








dealers, $225,000,000 compared 
with $149,912,000. 


Household trailer dealers, $325,- 


576,000 (no figure available for 
1948.) 


Gasoline service stations, $10,- 
743,812,000 compared with $6,470,- 
153,000. 


Sales by grocery stores amounted 
to one-fifth of all U. S. retail store 
sales totalling $170.0 billion during 
the Census year. U. S. total retail 
sales increased by 31.9 percent over 
1948, while grocery store sales were 
up 39.2 percent. 


Third in total sales among in- 
dividual 
department stores with 
lion, an increase of only 11.9 per- 
cent over 1948. 


Fourth in total sales were 
restaurants and cafeterias with 
$7.3 billion, an increase of 43.1 
percent, while drinking places 
had sales of $4.4 billion, an in- 
crease of only 3.7 percent. 
Liquor store sales of $3.2 billion 
were up 23.3 percent. 

Fifth in total sales were lumber 
and building supply dealers with 


$4,-| 
Sedan 
Coupe de 


(Hydra-Matic 


(Prices are for 6-cyl. | 
add $99.)—One-Fifty— | 4-4r. 


| CHRYSLER—Windsor—4-dr. 
| 865.75; 2-dr. Nassau hardtop, 
4-dr. Newport hardtop, 
| Newport hardtop, $3,036.75; 
| 331.25; 4-dr. stat. wag., 
| Yorker—4-dr. sed., $3,774.50; 


2-dr. St. 
$4,237.75; 


top, $3,946.50; 
$3,990.50; conv., 
wag., 
414.25. 
Yorker. ) 


CLIPPER—Deluxe — 4-dr. 
Super—4-dr. sed., $2,866; 
$2,916. Custom—4-dr. sed., 
hardtop, $3,164. 


CONTINENTAL 2-dr. 
(Turbo-Drive and power steering 
DeSOTO — Firedome — 4-dr. 
673.25; 4-dr. Seville hardtop, 
2-dr. Seville hardtop, 


(PowerFlite standard 


$2,849.75; conv., 
$3,366.25. 
4-dr. 


man hardtop, 
4-dr. stat. wag., 
sed., $3,114.50; 
$3,426.50; 2-dr. 
341.50; conv., $3,539.50; 
$3,610.50. 
flite.) 


DODGE — Coronet 6 — 4-dr. 


$2,371.25; 2-dr. 
$2,529.90; 


sed., 
2-dr. 500 sed. 
$2,773.50. Royal — 4-dr. 
| 4-dr. hardtop, $2,692.75; 
| $2,578.75. Custom Royal—4-dr. 
618.75; 4-dr. hardtop, $2,802 
| hardtop, $2,688.50; conv., 


sed., 


$3,123.75; 
conv., 
$3,593.50. 
4-dr. 
| port hardtop, $4,097; 2-dr. Newport hard- 
Regis 
4-dr. 

$4,518.50. 300B-—2-dr, hardtop, 


sed., 
2-dr. 
$3, 


sed., 


$2,729. 
Sportsman hardtop, $2,948.75; 2-dr. Sports- 


Fireflite—4-dr. 
Sportsman hardtop, 
Sportsman hardtop, §$3,- 
Pace Car conv., 
(PowerFlite standard on Fire- 


263.50; 2-dr. sed., $2,190.50. Coronet V-8— 
sed., 
. 4-dr. 
$2,547.50; 2-dr. hardtop, $2,433. 


2-dr. 
.75; 


$2,908. 
Wagons—2-dr. Suburban 6, $2,487.25; 2-dr. 


sed., $2,- 
$2,900.25; 
2-dr. 
$3,- 
New 
New- 


hardtop, 
stat. 
$4,- 


on New 


only), 


Wagon, 
Ranch 
Parklane, 


6—4-dr. 


$2,731. | 4 


hardtop, 
069; 2-dr. 


$9,538. 
standard. ) 
sed., $2,- 
$2,828.25; 
25; 4-dr. 


t 


$3,076.75; 


8s 


sed., $2,- 
$2,298; 
hardtop, | 
50; conv., 
$2,508.75; | t 
hardtop, 
sed., $2,- 

2-dr. 
Station 


Suburban V-8, $2,595; 2-dr. Custom Sub- 


urban V-8, $2,724; 
V-8, $2,712.25; 4-dr. 


4-dr. 
8-pass. 


$2,864; 4-dr. 
| $2,969.50. 
FORD—( Prices 
| V-8s, 
$1,891.48; 2-dr. 
2-dr., $1,744.22. 


8-pass. 


for 6-cyl. m 


sed. $1,846.30 


top, $2,098.93. Fairlane—4-dr. 


089.64; 2-dr. sed., $2,043.46; 4-dr. hardtop, 
$2,244.80; 2-dr. hardtop, $2,189.98; Crown 


| Victoria 2-dr., $2,333.75; conv., 


6-pass. 
Sierra V-8, 
$2,817.75; 4-dr. 6-pass. Custom Sierra V-8, 
Custom Sierra V-8, 


add $99.98. )—Mainline—4-dr. 


Customline — 4-dr. 
$1,981.76; 2-dr. sed., $1,935.58; 2-dr. hard- 


Sierra 
4 


for 
sed., 
; business 
sed., 


odels; 


$ 


sed., $2,- 


$2,355.07. 


2-dr. 


827; 


pass. 


2-dr. 


2-dr. 
2-dr. 
sed., 
hardtop, 
conv., 
$2,718; 
| Monterey 
$2,696; 
8-pass. stat. 
conv., 


conv., 


816; 


-dr. 


Op, 


31.50. 


ed., 


$4,742 
standard.) 


sed., 


4-dr. 
$5,089.25. 
sed., 


$4, 


Station Wagons 
$2,181.05; 


Wagon, 


Hornet 


sed., 


$2,424. 


$3,019; 
Hornet Custom V-8—4-dr. 
hardtop, $3,429. 
IMPERIAL—Imperial — 4-dr. 
hardtop, $5,220.50; 
Crown Imperial—4-dr. 
8-pass. 


2-dr. 


2. 


05; 


Special 


$7,597.50; 
(PowerFlite and power steering | 
standard. ) | 

LINCOLN—Capri — 
hardtop, 
596; 


4- 


$4,114.50. 


2-dr. 
$2,245. 
4-dr. 


2-dr. 


dr. 


60; 


v3 


dr. 


2-seat 
2-seat 
2-dr. 


6—4-dr. 


sed., 
Premiere—4-dr. 
hardtop, $4,596; 
(Turbo-Drive and power steering 


sed., 
4-dr. 


$3,286; 


sed., 
2-dr. 
8- 
lim., 


$4,207; 


MERCURY—Medalist—4-dr. sed., $2,309; 


op, 


sed., 
hardtop, 
$2,406; 


$2,551; 


$2,707.50; 
4-dr., 


-4-dr. 


$2,250; 


8-pass. 
sed., 

2-dr. 

waég., 


sed 
2-dr. 
4-dr. 


4-dr. 
$2,384.50. 
2-dr. 


wag., 
4-dr., 
$2,626; 


hardtop, $2,454; | 
Custom—4-dr. 
$2,346.50; 
hardtop, 
6-pass. 
stat. 
$2,551; 
hardtop, 
$2,973. Montclair 
hardtop, $2,830.50; 2-dr. hardtop, $2,760.50; 
$2,895.50. 


4-dr. 


stat. 
$2,815. 
hard- 
4-dr. 
-4-dr. 


METROPOLITAN—2-dr. hardtop, $1,527; 


$2,381. 


-dr. 


2,667; 


hardtop, 
conv., 


sed., 
2-dr. 
Super 6—4-dr. 
Super V-8—4-dr. sed., $2,997. Ambassador | 
Custom V-8—4-dr. sed., $3,236; 2-dr. hard- 
top. $3,379. 

OLDSMOBILE — Series 88 — 4-dr. sed., | 
$2,483; 2-dr. 
2-dr. 


$3,026. 


$1,551. 
NASH—Statesman Super 6—4-dr. 
Ambassador Special 
$2,591; 
hardtop, 
sed., 


$2,876; 


sed., 


$2,4 


2-dr. 


$2,681. 
$2,685. 


18; 


4-dr. 
hardtop, $2,595. Super 88— 
4-dr. sed., $2,635; 2-dr. sed., $2,569; 4-dr. | 
hardtop, 
Series 98—4-dr. sed., $3,- | 
293; 4-dr. hardtop, $3,546; 2-dr. hardtop, | 


sed., 


V-8 — Super 
Custom 4-dr. sed., $2,- 
Ambassador | 
Ambassador 


hardtop, 


$2,803; 


Ranch 
Custom 
2-seat | 
2-seat Country 
Sedan, $2,292.87; 4-dr. 3-seat Country Se- | 
dan, $2,424.05; 4-dr. 3-seat Country Squire, | 
$2,528.60 Thunderbird—Hardtop cpe. 
$3,147.60. 
HUDSON — Wasp Super 
$2,416. 
$2,626; 2-dr. hardtop, $2,741. Hornet Super 
$2,770. Hornet Custom 6— | 
hardtop, $3,136. 
sed., 


(V-8 | 


sed., 


$4,- 
hard- 


| 862. 
$7,- 
| stat. 


| 2-seat 
conv., | 


$2,481; 
wag., 


| 


— 


Hydra. 
standard on 


| $3,475; conv., $3,735. (Jetaway 
Matic and power steering 
| Series 98.) 


PACKARD — Executive—4-dr. sed.. $3. 
465; 2-dr. hardtop, $3,560. Patriciag 

4-dr. sed., $4,160. 400—2-dr. hardtop, 
$4,190. Caribbean—2-dr. hardtop, $5,495; 
conv., $5,995. (Ultramatic standard.) 


PLYMOUTH—Plaza 6—4-dr. sed., $1,. 
922.50; 2-dr. sed., $1,879.50; bus. cpe,, 
$1,780.50. Plaza V-8—4-dr. sed., $2,025.75. 
2-dr. sed., $1,982.75; bus. cpe., $1,883.75, 
| Savoy 6—4-dr. sed., $2,021.50; 2-dr. seq, 
$1,978.50; 2-dr. hardtop, $2,125.75. Savoy 
V-8—4-dr. sed., $2,124.75; 2-dr. sed., §2. 
081.75; 2-dr. hardtop, $2,228.25. Belvedere 
6—4-dr. sed., $2,105.50; 2-dr. sed, §2. 
062.50; 4-dr. hardtop, $2,277.50; 2-dr 
hardtop, $2,209.75. Belvedere V-8 — 4-dr 
sed., $2,208.75; 2-dr. sed., $2,165.75; 4-dr. 
hardtop, $2,381; 2-dr. hardtop, $2,313; 
conv., $2,473.50. Fury—2-dr. hardtop, §2. 
Suburban 6 2-dr. 2seat Deluxe 
wag., $2,192.50; 2-dr. 2-seat Custom 
wag., $2,263.50; 4-dr. 2-seat Custom 
wag., $2,309.75; 4-dr. 2-seat Spor 
wag., $2,479.75. Suburban V-8— 2-dr 

Deluxe stat. wag., $2,296; 2-dr, 

Custom stat. wag., $2,367; 4-dr 
2-seat stat. wag., $2,413.25; 4-dr. 2-seat 
Sport stat. wag., $2,583.25. 


PONTIAC—Chieftain 860—4-dr. sed., $2,. 
294; 2-dr. sed., $2,236; 4-dr. hardtop, $2. 
439; 2-dr. hardtop, $2,366; 2-dr. 2-seat 
stat. wag., $2,564; 4-dr. 3-seat stat. wag. 
$2,647. Chieftain 870—4-dr. sed., $2,409: 
4-dr. hardtop, $2,530; 2-dr. hardtop, $2,476; 
4-dr. 2-seat stat. wag., $2,744. Star Chief 
—4-dr. sed., $2,523; 4-dr. hardtop, $2,731; 
2-dr. hardtop, $2,661; conv. $2,853; 2-dr. 
2-seat Safari stat. wag., $3,124. 


RAMBLER—Deluxe—4-dr. sed., $1,826, 
Super—4-dr. sed., $1,936; 4-dr. 2-seat stat. 
wag., $2,230. Custom—4-dr. sed., $2,056; 
4-dr. hardtop, $2,221; 4-dr. 2-seat stat, 
wag., $2,326; 4-dr. 2-seat hardtop stat. 
wag., $2,491. 

STUDEBAKER — Champion 6 — 4-dr. 
sedan, $1,993; 2-dr. sedanet, $1,841; 2-dr. 
sedan, $1,943. Hawk 6—Flight Hawk 5. 
pass. cpe., $1,982. Commander V-8—4-dr, 
sedan, $2,121; 2-dr. sedanet, $1,970; 2-dr. 
sedan, $2,072. President V-8—4-dr. sedan, 
$2,231; 2-dr. sedan, $2,184. President Clas. 
sic—4-dr. sedan, $2,485. Hawk V-8—Power 
Hawk 5-pass. cpe., $2,097; Sky Hawk 
2-dr. hardtop, $2,473; Golden Hawk 2-dr. 
hardtop, $3,057. Station Wagons—Pelham 
6-cyl. 2-dr., $2,229; Parkview V-8 2-dr., 
$2,350; Pinehurst V-8 2-dr., $2,525. (Over- 
drive standard on Golden Hawk.) 


stat. 
stat. 
stat. 


2-seat 


New Commercial Car Registrations, 


15 States for May. 1956-1955 


| | Truck registrations by states 

are released here weekly, as 
compiled by R. L Polk repre- 
| | sentatives in state capitals. 


| Delaware 


District of Columbia 
| 
Florida 


kinds of business were | 
$10.6 bil- | 


Nevada 
New Hampshire 

North Carolina — 

North Dakota 

| Oklahoma 

| Utah 


Virginia 


$6.5 billion, up 26.9 percent from | 


1948. Hardware stores 
$2.7 billion were up only 8.1 per- 
cent form the previous census. 
Among other important kinds of 
business, the drug and proprietary 
stores had sales of $5.3 billion, up 
30.9 percent; furniture stores, $4.2 
billion sales, up 22.2 percent; 
variety stores, $3.1 billion sales, up 
22.4 percent; jewelry stores, $1.4 
billion sales, up 16.4 percent, 
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New Passenger Car Registrations, 11 States for May, 1956-1955 


Car registtations by states 
are released here weekly, as 
compiled by R. L. Polk rep- 
resentatives in state capitals. 
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(i | ne ‘ ” : 9. 3 fae i , 2,210* 

: dra- 50 (88) 4-dr., $565*, $555*, $460*, $365", 55 Special 2-dr., $1,655. 54 Super 2-dr., OLDSMOBILE 55 (88) Holiday, $2, L 
maeeat $225*. '49 (88) 4-dr., $280*, $110; club $1,430*; Century 2-dr., $1,400*; Special (ps). ‘54 (98) Holiday, $1,650* (ps). 51 
a coupe, $305*; (98) 4-dr., $210. ‘48 (76) 4-dr., $1,400. '52 Super 4-dr., $700*; 2- (88) sedan, $310*, ’49 (88) sedan, $135. 
= M4 2-dr.,' $190°. dr., $570*, '51 Super conv., $515*; 2-dr.,| PLYMOUTH—'55 Savoy (6) 2-dr., $1,200. 

sed. $3,. seqd- ar ucTiIOoOn rices PACKARD—'51 Clipper 4-dr., $250. '50| $425". '50 Super 2-dr., $305*, $235; Spe-| ‘53 Cranbrook 2-dr., $610; 4-dr., $470. 

. arene Clipper 4-dr., $175. °49 2-dr., $115. cial 2-dr., $180. "48 Super 2-dr., $130. pONTIAC—'56 Chieftain (8) Catalina, $2,- 

. hardtop, »LYM "5 ‘41 Super 2-dr., $205. 400* (ps). "55. Chieftain (6) Catalina, 

OUTH—'56 Belvedere (8) 2-dr., $1,- i am , 
a _ M8; ' 755 "34 Plaza station wagon, $920, '53 | CADILLAC—'49 (61) 2-dr., $605*. "47 (62) $1,250*, $1,215*. '53 Chieftain (8) 4-dr., 
ger Cranbrook 4-dr., $430. '52 Cranbrook 2- | 2-dr., $145 $710*, $620. ‘49 Silver Streak (8) conv., 
sed., $1,. (Continued from Page 46) dr., $365; club coupe, $345. '51 Concord | CHEVROLET ~~’ 55 Two-ten (8) station $325*; 2-dr., $250, $180. '48 Torpedo (8) 
bus cpe,, 2-dr., 255. ‘'50 Special Deluxe 2-dr., wagon, $1,675; Bel Air (8) 2-dr., $1,470*, 2-dr., $175, $120. 

_ $2,0 25.75: 54 Custom (S) 4-dr., $1,115* (ps); 2-dr., (ps). '52 Hardtop, $345. '49 Custom 4- $255, $220. $1,425*, $1,235; 2-dr., $1,225. '53 Two- STUDEBAKER ‘51 Commander conv., 

, $1,883.75, $930; Main (S) Ranch Wagon, $1,095, dr., $155. PONTIAC '51 Chieftain (8) Catalina, ten 2-dr., $730, $715, $700, $675; station $305; sedan, $170; Champion 2-dr., $190. 

2-dr. sed,, $1,085 DODGE— 47 4-dr., $105 $575*. °50 Silver Streak (8) 4-dr., $245; wagon, $760. '52 SL Deluxe 2-dr., $500, | yISCELLANEOUS '55 Chevrolet 1-ton 

75. Savoy HUDSON—'54- Hornet Hollywood, $1,125*| FORD—’56 Fairlane (8) 2-dr., $1,805. ‘55 conv., $240* 2 at $480. '50 SL Deluxe 2-dr., $285, pickup, $950. '53 Studebaker \%-ton pick- 

sed., §2,. (ps), '53 Jet 4-dr., $410. ‘52 Pacemaker Fairlane (8) Victoria, $1,705* (ps). '54| WILLYS—'52 Jeepster, $300. CHRYSLER "52 NY 2-dr., $505*. oe up, $510. '49 Ford %-ton pickup, $235. 
Bel vedere 4-dr., $220. '51 Pacemaker 4-dr., $225. Custom (8) 4-dr., $1,020; 2-dr., $910,| MISCELLANEOUS—’55 Ford %-ton pick- | DeSOTO—’52 Fire os (8) sedan, $575 
sed $2,. NCOLN—'55 Capri conv., $2,465* (ps); $905. '53 Crest (8) conv., $910*; Custom up, $810. '54 Dodge %-ton pickup, $865; "50 Custom 2-dr., $200. q ; IAI os 

50;  2-dr, re ipe, $2,060* (pa): 4-dr., $2,085* (ps). (8) 2-dr., $780, $755. "52 Crest (8) Vic- Chevrolet %-ton pickup, $815. '53 Ford | DODGE—'53 Coronet 2-dr.,_ $630*, $430 MINNEAPOLIS 

V-8 — 4-dr. MERCURY—'54 Monterey conv., $1,460* toria, $640; Custom (8) 2-dr., $630, $495. 14-ton pickup, $475. '52 Ford '-ton pick- '52 Coronet sedan, $220. '51 Coronet se- (Minneapolis Auto Auction. Sale every 

55.75; 4-dr, ~ (ps); coupe, $1,450*, $1,415*: Sun Val- ’51 Custom (8) Victoria, $580*; 2-dr., up, $465. '51 Ford ‘%-ton pickup, $370. dan, $255 - 2 o75*, | Wednesday. Prices are for sale of June 13.) 

P, $2,313; ley '$1,410*; 4-dr $1 255* 53 Custom $445, $260; conv., $340*. '50 Custom (8) '48 Chevrolet %%-ton pickup, $255. '47 FORD - 56 Fairlane (8) Victoria, nae" ,07 (Late models helding up, but. older 

irdtop, §2,- Sport coupe, §1,115*, $1,025*; 4-dr 2-dr., $500, $430, $425, $255, $205, $195; Ford %-ton pickup, $195. 41 Ford %-ton| ‘55 Fairlane (8) Victoria, $1,2 $1,- . ! , : 

eat Deluxe on 4 $790. Monte es s . club ‘coupe, $320: Deluxe (8) 2-dr., $350, pickup, $160. 240*: Custom (6) 2-dr., $1,060. '54 Crest | pieces dropping fast, Sold 88 cars out o 

eat Custom . = ee Ra aan ee eee $1 $305. °49 Deluxe (8) 4-dr $135. '48 De- (8) Victoria, $1,095*. °53 Custom (8) 138 offerings.) 

2 er 5! ets war ™ 305. ’*4§ in 35. a Z ame y 2. enn X ae ‘ 7” s 

eat Custom NAS a a i enna as luxe (8S) club coupe, $375. T W AYNE IND 2-dr., $735*. '51 Custom (8) 2-dr., $385, BUICK 55 Century Riviera, $1,935*, '54 

. 475, $1,400 53 Statesman club coupe, . d 1 “9 1 . ‘ 26 ‘ om 

so 745*; Rambler conv., $705. '52 Ram-| HUDSON—'53 Jet 4-dr., $480. ‘49 2-dr., wend, 2300. . in. oe Super 4-dr., $1,390* (ps), $1,325. ‘53 

V-8— 2-dr, hog stat - we ag “$400 - ‘an coupe $325 (Olds motor) (Carl Marker's Auto Auction. Sale every | HUDSON—'52 Hornet 2-dr., $230, $200 . Special 2-dr., $805*, $735. ‘52 Special 

296; 2-dr $360 ar " mebeaman’ 4-dr.. $235* — NASH—'51 Rambler 2-dr., $345*. '50 Am- | Tuesday. Prices are for sale of June 12.) LINCOLN 53 Capri 2-dr., $985*, ‘50 2- 2-dr., $455*, °50 Super 4-dr., $310*, $190*. 

,367; 4-dr “a aaa cae pe ee bassador 4-dr.. $120: Statesman 2-dr. (Bidding brisk on clean autos; rough dr., $310*. 49 Super 4-dr.. $150*. 

BIL 55 (9 q 2 sador , ’ , SennTen er. om — s ne F : 

-dr,' 2-seat f OLDSMOBILE—'55 (98) Holiday 4-dr., $2,-| 199 units hard to sell, Sold 79 cars out of | MERCURY—'54 Monterey 2-dr., $1,205". | Wan pac—'55 (62) coupe de Ville, $3,- 
400* (ps), $2,385* (ps); (S88) Holiday, OLDSMOBII E—’'55 (88) 2-dr.. $1.530*. °52 103 offerings.) '51 Monterey 2-dr., $470, $435 f a a * ae rig ’ 
$2,190* (ps), $2,100* (ps), $1,970" (ps); | (ec) o-ar. §580*. '51 (88) 2-dr., $520*. | BUICK—'56 Century 2-dr., $2,805* (ps). | NASH—'50 Statesman 2-dr., $170. (Continued on Page 50, Col. 

r. sed., $2. 2-dr., $1,760*, $1,695*. "54 (98) Holiday, (88) 2-dr., $580*. '51 (88) 2-dr., $520°. : 2-dr., , s ous 

ardtop, $2. $2 020° (ps), $1,860* (ps), $1,465* st a rene ee 

-dr. 2-seat 4-dr., $1,725* (ps); (S88) 4-dr., $1,675* 

stat. wag. (ps) 


d., $2,409: PACKARD—'56 Clipper 4-dr., $2.380* (ps) 


top, $2,476: Re > 240+ . 
. ast 5: 400) Patrician, $2,340* (ps); Clipper 
Star Chiet ‘dr. $1,850° " ' 


top, $2,731; 


>. PLYMOUTH ‘56 Belvedere (8) Sport 
2,853; 2-dr. coupe, $2,200* 55 Belvedere (S) Sport 
coupe, $1,630* 4-dr., $1,500*%; 2-dr., 

d., $1,826, $1,400; Savoy (S) 4-dr., $1,510* (ps), 

2-seat stat. $1,235; 2-dr., $1,215; Belvedere (6) 2- 
d., $2,056; dr., $1,400 
seat stat. | ponTIA( 55 Star Chief (8) Catalina, 
rdtop stat. $2,000* (ps) Chieftain (8) Catalina, 

$1,650* (ps); 4-dr., $1,545*; 2-dr., $850 

6 — 4-dr, "64 Star Chief (8) 4-dr., $1,700* (ps); 
1,841; 2-dr. Catalina, $1,500*, $1,455*; Chieftain (8) 
t Hawk 5. 4-dr., $1,205°*. 

V-8—4-dr. | STUDEBAKER—'56 Power Hawk coupe, 
1,970; 2-dr. $2,000* (ps). '55 Champion 4-dr., $1,130*, 
t-dr. sedan, $920*. "52 Commander club coupe, $450. 
sident Clas- 

V- — , . 

vo-toms JENISON, MICH. 

Hawk 2-dr. (Grand Rapids Auto Auction. Sale every 
ms—Pelham Tuesday. Prices are for sale of June 12.) 

V-8 2-dr,, (Market and buying continued strong 

+} ( Over- throughout sale. Sold 114 cars out of 128 


offerings.) 

BUICK-—'56 Special 4-dr., $2,400*. '55 Su- 
per Riviera, $2,150* (ps), $2,000* (ps); 
Century conv., $2,090*; Riviera, $1,985*; 
Special conv $2,045*. '54 RM Riviera, 
$1,550* (ps); Super Riviera, $1,545*, 
$1,520*, $1,430, $1,425*, $1,400*; Special 
Riviera, $1,530. '53 Super conv., $1,080*; 
Riviera, $1,065*, $1,015*; Special 2-dr., 
$685. ‘52 Super Riviera, $695*, $695. '50 
RM Riviera, $270*, $190; 4-dr., $360, 
$125: Super Riviera, $135*. 

CADILLAC 56 (62) 4-dr., $4,225* (ps) 
53 (62) coupe, $1,505* (ps 4-dr., $1,- 
240°. 41 (75) 4-dr., $300 

CHEVROLET—'56 Bel Air (8) 4-dr., $2,- 
125; Two-ten (S) 4-dr., $1,750*, $1,690*. 
55 Bel Air (8) 2-dr., $1,485*, $1,485; 
Bel Air (6) 2-dr., $1,205; Two-ten (8S) 
2-dr., $1,300° 54 Bel Air club coupe, 





9 3 $1,205° 53 Two-ten station wagon, 
: $900; 4-dr., S575* 52 SL Deluxe 4-dr., 
23 2545 $400. ‘51 SL Deluxe 4-dr., $400*. '50 SL 
a Deluxe Bel Air, $290. '49 SL Deluxe 4- 
2 44 dr., $140 

o> CHRYSLER—'54 Coronet (S) 4-dr., $1,095°. 
42 3206 ‘53 Coronet (6) club coupe, $655* (ps). 

? 0% "51 Custom 4-dr., $320* 
5 4 DeSOTO—'54 Fire Dome (8) 4-dr., $1,095*. 
r =20 ‘53 Custom club coupe, $655* (ps). ‘51 


Custom 4-dr., $320* 

14 84 | DODGE—'54 Royal club coupe, $975*. ‘53 

$34 Meadowbrook 4-dr., $555*; Coronet (8) 
i 233! sedan, $540* 
5 2048 FORD—'56 Parklane station wagon, §2,- 
185* (ps). "55 Fairlane (8) Victoria, $1,- 
695°; club coupe, $1,675*:; 4-dr., $1,410*; 
conv $1,640* Station wagon, $1,650°*; 














6 Custom (S) 2-dr $1,300, $1,225. ‘54 
d Main (S) Ranch Wagon, $1,200; Crest 
10 (8) station wagon, $1,190; Custom (4) 
c 4-dr.. $955*, $950, $925; Custom (6) se- 
it dan, $830 Main (6) sedan, $600 53 
: Custom (8) 4-dr S770*, $755* 2-dr., 
: $715*. ‘51 Custom (8) 4-dr., $390, 365° 
5 $305 2-dr., $280, $205 cub coupe. 
gis $390*; station wagon, $275. ‘50 Custom 
25 1960 (8) sedan, $115 
24 Su HUDSON—'53 Jet 4-dr., $390 
5 w KAISER 51 4-dr., $100 
‘ MERCURY 55 Montclair conv., $2,150* 
2 $e = on ~ 
= o4 Custom 4-dr., $975. ‘50 club coupe, 
166 (178 $230. "49 club coupe, $105 
33 os OLDSMOBILE—'56 (8S) Super 4-dr., §$2.,- 
Bis 309% 550° (ps) Holiday $2,460* 54 (98) 
2262) 27858 Holiday, $1,700*; 4-dr., $1,680*, $1,525* 
-—— — (ps conv., $1,675* (ps); (88) Holiday, 
yn has bee $1.555* (ps). "52 (98) 4-dr., $725* 51 
s published (9S) 4-dr., $385*; (S88) Super 2-dr.. $255°*. 
») (88) Super 4-dr., $290*, $115; (98) 
4-dr.. $140 
PACKARD—'53 conv., $1,210* (ps). ‘51 3 * < 
(300) 4-dr., $325*; Clipper 4-dr., $270. ; 


PLYMOUTH ‘55 Belvedere (8) 4-dr., $1,- wee : 
310. ‘53 Cranbrook club coupe, $625. ‘51 , 2 


Rosranbrosk 2-47, $218. “Patents Pending Conduit Tuning for air cleaner-silencers...an exclusive Houdaille 


55 Star Chief (8) 2-dr., §$2,- lo ler height under modern low | 
030*; Chieftain (8) 4-dr., $1,660*; 2-dr., ment.. -makes possible units 
475*. '54 Star Chief (8) 4-dr., $1 16. ” — 
1,000*; Chieftain (8) 4-dr., $960*. ‘53 it’ 
‘sa ree ee he fra peneles ae costs, 









Chieftain (8) conv., $900*: Catalina, 
$870*. '52 Chieftain (8) Catalina, $665*; | - 
conv., $650*. '51 Silver Streak (8) 4-dr., | 
$300*. "49 Silver Streak (S) 4-dr., $150*. | 
STU DEBAKER—'51 Champion 2- dr., $135. 
MISCELLANEOUS — '54 Chevrolet | %-ton| 
Pickup, $795. '53 Chevrolet 14-ton pick- 
up, $665. | 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 

nesday. Prices are for sale of June 13.) 
(Continued heavy demand for anything | 

not new. Sold 118 cars out of 154 offer- 

ings.) | 

BUICK—'54 Special 2-dr., $1,045*. '52 RM| 
4-dr., $550*. °51 Super 4-dr., $455*. 50) 
Special 2-dr., $255*. '49 Special conv., | 
$190*. 

CADILLAC—'54 (62) 4-dr., $2,500* (ps). 
36 4-dr., $100. 

CHEVROLET—'55 Bel Air (6) 2-dr., $1,- 


ee nt ps HOUDAILLE INDUSTRIES, INC. 


OTHER HOUDAILLE PRODUCTS 


SHOCK ABSORBERS * BUMPERS * FEND- 
ER PANELS ¢ BRAKE LEVERS * DOOR 
LOCKS * SEAT ACTUATORS ® SPECIAL 
AUTOMOTIVE TOOLS * HYDRAULIC 
AVIATION EQUIPMENT, AND DROP 
FORGED CARBON AND ALLOY STEEL 
HAND TOOLS. 


| 
| 
| 
| 
| 


‘53 Two-ten station wagon, $995; 4-dr., 
$650; 2-dr., $515. '52 SL Deluxe club 
coupe, $580; conv., $540. '51 SL Deluxe 
2-dr., $405, $390, $360; 4-dr., $435°, 
$375. '50 SL Deluxe 4-dr., $295; club 
coupe, $275. ‘49 SL Deluxe 4-dr., $305; 





_2-dr., $200, $140. 49 FL 2-dr., $220. | 
Cunreiam—'s3 Windsor 2-dr., $705*; 4- 
iny lability DeSOTO—'56 Fire Dome (8) 2-dr., $2,320° | 
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ae 2-dr., $170; Custom (6) 2-dr.,/ 00, 55 Bel Air (8) Sport coupe, $1,510; 
: , One-fift -dr. F > ~ 
: ‘ | HUDSON—'52 Hornet 4-dr., $165. Sar, tee; coun, Seen 68 Teoan 
| LINCOLN—’53 Capri 4-dr.; $1,085* (ps). a . hy . 6 tan an 
| MEROURY—~ | 4-dr., $740*, $710*, $685*, $665*. ’52 sL 
- I —’'54 Monterey club coupe, $1,- | rs °? 
! ! CUR i Deluxe 4-dr., $560*. '51 SL Deiuxe Bel 
325 A o —" 2-dr., $420. '51 Cus- Air, $410*; club coupe, $400*; 4-dr 
tom 4-dr., Ll Pe 4 , ; dr., 
| NASH—’53 Super Statesman 2-dr., $430*. cise. aae. w se80*; FL “Seem bat wes. 
(Continued from Page 49) actaully anne css" + Sore $275. °49 SL Deluxe club coupe, $280, 
n , . . 2 ’ iv 
OLDSMOBILE—'55 '(88) Super 4-dr., $1,-| $2923, “55. $225. $200, $180. °48 Delivery 
510* (ps); coupe, $3,190* (ps). ’50 (62) 670*. °53 Chieftain (8) Catalina, $865*. 890*; 2-dr., $1,625; Deluxe 2-dr., $1,525. a . 
coupe, 73890° Pp '51 Silver Streak (8) 4-dr., $330. ’49 Sil- '52 (88) Super 4-dr., $560*, $405*; (98) | eis Gass 54 Fire Dome (8) 4-dr., $1,030*, sTUD 
CHEVROLET_’55 Two-ten (6) 4-ar., $1,-| Ver Streak (6) 2-dr., $125. 4-dr., $340*. '51 (98) 4-dr., $330*, $190*. | "50 Custom 4-dr., $195. $540 
y ; +» $1, ; ’49 (98) conv., $145. DODGE—’53 Meadowbrook 4-dr., $505. ’51 $166 
300*, $1,200, $1,150, $1,145. 54 Two-ten | WILLYS—'48 Jeepster, $245. vanaeean > “ -dr., : 
790: 3 05. $730. °53 PLYMOUTH—’56 Savoy (8) station wagon,| Coronet 4-dr., $305. 50 Wayfarer 2-dr WILL 
"ns g 00 eee, Seretenn i-ae | MISCELLANEOUS—'54 GMC %-ton pick-| §2,210*. '55 Plaza (6) 4-dr., $945. '53| $220. '27 4-dr., $180. = 4-d 
$780* "52 SL Deluxe 4-dr., $490, §440,| UP» $775. Savoy station wagon, $700; Cambridge | FORD—’55 Fairlane (8) Victoria, $1,620°- MISC! 
2125.61 SL Deluxe 4dr,’ $340, $325, sedan, $400; 4-dr., $390; 2-dr., $340. '52| Main (8) 2-dr., $1,095*. '54 Main (8} up 
$300. ’50 SL Deluxe 2-dr., $290, $210; CHICAGO Cranbrook Suburban, $485; Cambridge; Ranch Wagon, $965; Custom (6) 4-dr "52 
4-dr., $265, $245. '49 SL Deluxe 4-dr., ' | » fcar., $190. "51 Cranbrook 4-dr., $345. $900. '53 Custom (8) 4-dr., $700. °s2 role 
A760" san ’ e ” (Greater Chicago Auto Auction. Sale| PONTIAC—’55 Chieftain (8) 2-dr., $1,550*; Main (8) Ranch Wagon $600 51 Cus. ick 
$170, $140. al every Thursday. Prices are for sale of June/ club coupe, $1,300. ‘52 Chieftain (8)| tom (8) 4-dr., $410, $405*; 2-dr., $400: cat 
DODGE—’56 Royal Lancer, $2,395*. °52/ 14.) conv., $715; 4-dr., $445*, $430*. '50 Sil-| Custom (6) 2-dr., $275. '49 Custom (8) 516 
Coronet 4-dr., $340°. °51 Coronet 4-dr.,/ (market really strong, with plenty of | _ ver Streak (6) 2-dr., $245. 4-dr., $205. : 
Se Spl eee tee eee ne ~.| action, Sold 251 cars out of 382 offer- | STUDEBAKER—’53 Champion club coupe, | MERCURY — ’54 Custom 2-dr., $990. °53 
FORD—'5S Fairlane (8) Victoria, $1,715"; | ings.) $530*. '52 Commander club coupe, $340*. 4-dr., $810. ’51 club coupe, $400*. "49 
Custom (8) 4-dr., $1,360*, $1,340, $1,320. | Buick —'56 Century Riviera, $2,685* (ps). | WILLYS—'52 station wagon, $190*. | 4-dr., $150. : (sk 
Sa Sher, gore” Socs. sb Custom | °55 Century Estate Wagon, §2,245* (ps); | MISCELLANEOUS—'55 Ford %-ton pick- | NASH-—’51 Ambassador 4-dr., $165*. day. | 
E T ki Cc (8) te iy $675. "52 Custom (8) 4-dr Riviera, $2,015*. ‘54 Century Riviera, up, $885. | OLDSMOBILE—’56 (88) Super Holiday M 
yes trucking \areer— $600, $570 "51 Crest (8) Victoria, $450°, i” kao co ae pt oy EBENSBURG. PA $2,665* (ps); Deluxe Holiday, $2,510*: — 2 
: : , , $570. rent | 2-dr., $1,300°. 53 s is “Ns . | °55 (88) 2-dr. * ' 
J. N. Bauman, right, president, White| $405°; Custom (8) 4-dr., $285, $260. '50| $595... 81:00". (08 RM Oeviaee Oiper : ° ae EGO in a ne a 


(Ebensburg Auto Auction Co. Sale every 4-dr., $1,090* (ps). ’51 (88) 4-dr., $4008, 


Motor Co., predicts “there'll be a truck| Custom (8) conv., $300°; 4-dr., $230,/ Riviera, $965* (ps); Special 4-dr., $850*. '52 (88) Super Holiday, $820*; (98) 4 Sea 




















: : . o $145. ‘52 RM 4-dr., $700* (ps); Super Riviera Thursday. Prices are for sale of June 14.) | dr.. $665° (ne) 

in this young man's future.” Salvadora HUDSON— 53 Super Wasp 4-dr., $405. | $580*; Special 4-dr., $520*, $480*; 2-dr., (Clean cars scarce and prices still firm. | PACKARD—"51 4-dr.. $305. BUIC 
de la Rosa jr. is the son of the truck sales | MERCURY—’53 Custom 4-dr., $925*. ’51 $305*’ ‘51 RM Riviera, $515*. Pecans a - Soe, how- | bLYMOUTH—'56 Savoy (8) Suburban, $2 per 
manager of Puerto Rico Iron Works in| waa "51 Statesman 4-dr., $125 CADILLAC—'56 (62) conv., $4,600° (ps); | BUICK. "56 Century Riviera, §2,580*: Spe-| 045*. '53 Cranbrook 4-dr., $635. '50' Spe- = 
San Juan, P. R. A graduate of Gilmour | OLDSMOBILE — '54 (98) 4-dr., $1,770*| COUPe, $3,835° (ps). "55 (62) coupe de) cia; o-ar., $1,975*. '54 Special Riviera, | ial Deluxe conv., $260. ’49 Special Deluxe 52 
Academy, Cleveland, th (ps). °53 (88) 4-dr., $1,040°, ’50 (88) | Ville, $3,575° (ps); conv., $3,570 (ps); | $1 4o0*, *52 Special 4-dr., $400*. 51 RM |. 4-dr., $145. a 
cademy, Cleveland, the youngster expects ‘ae. $220, $195 $145 "49 (98) 4-dr (60) Special 4-dr., $3,445* (ps). '54 (60) Riviera. $375*: Special 4-dr., $175, ’50 | PONTIAC—'55 Chieftain (8) Catalina, $1,- $14 
to go to Notre Dame University before $120. , . , - Special 4-dr., $2,960* (ps), $2,800* (ps), Special’ 2-dr., $205. °49 Super sedanet 685*. '54 Chieftain (8) 4-dr., $1,035. '53 OADI 
returning to San Juan and a career in the | PLYMOUTH—'53 Cambridge 4-dr., $670 $2,665° (ps). '53 (62) coupe de Ville,|  goo9s . . "| Chieftain (8) 4-dr., $750. '51 Silver (ps 
: ‘ . ’ sf ‘eq $1,915* (ps); 4-dr., $1,650* (ps). "51 (62) | ,, i ac © * Streak (8) Catalina, $530*, $480*; 4-ar. (ps 
trucking industry. Bauman presented him| $530. '52 Cambridge 4-dr., $385. ’51/ 74, $i o40*, goso*. 50 (62) 4-ar.,| CADILLAC—'54 (62) 4-dr., $2,760° (ps). “gn ar : ’ P 
‘ . “ Cranbrook 4-dr., $290, $265, $240. ’50 maant . % : —s -»| +48 (60) Special 4-dr., $370*. *40 (60) | $315*. °50 Silver Streak (6) 2-dr., $220; $2,$ 
with a model White truck and a transistor! fHejuxe 4-dr., $190, $120. $940°, $640°; (61) 4-dr., $395°. "49 (62)) coocial 4-dr., $240. | Silver Streak (8) 4-dr., $125*. (ps 
radio as graduation gifts. PONTIAC—'55 Chieftain (8) Catalina, $1,- cunthiume: 56 Bel Air (8) Sport coupe, | CHEVROLET—'56 Bel Air (6) conv., $2,- (Continued on Page 51, Col. 1) __ alt 
ane $2,085*; Two-ten (6) 2-dr., $1,605. ’55 a 600' 
Bel Air (8) Sport coupe, $1,600*. '54 stat 
Corvette conv., $1,500*%; Bel Air Sport at 
coupe, $1,235*; Two-ten station wagon, | fifty 
$1,200*; 4-dr., $850. 53 Bel Air Sport| 54 
coupe, $920; 2-dr., $900* (ps); Two-ten/| 
AT oe ole aol) 2-dr., $680". ’52 SL Deluxe 2-dr., $540, | ot 
aps sates $325. '51 SL Deluxe Carryall, $350; Bel | Hai 
RED ah Air, $325*; 4-dr., $320, $300. | dr., 

CHRYSLER—’55 Windsor Newport, §$2,-| 

Til ualab 070*; 4-dr., $1,795* (ps). ’54 NY conv., 

MARKET rT Pa 7 $1,570* (ps); Windsor 4-dr., $1,210*. ’51 

.) Windsor 2-dr., $350*. 

senate a ‘a DeSOTO—'55 Fire Dome (8) 4-dr., $1,- 

= yy Pp P R y.Y | S yy it S 820*; Sportsman, $1,775*. '54 Powermas- 

ter 4-dr., $1,000*. ‘53 Fire Dome (8) 


Sportsman, $720*. 
DODGE—’55 Coronet (8) Lancer, $1,765*, | 
$1,650*. '54 Coronet 4-dr., $750*. °'53) 
one . . . . Cc et 4-dr., $680*, $500*. | 
They're authentic, unbiased—nationally FORD_’56 eon ed $3,150* (ps), $3,-| 



































eee recognized for 45 years. 80,000 users 125* (ps), $3,050*; Fairlane (8) Vic- | 
ok true-worth isals: toria, $2,050*; Ranch Wagon, $2,035*; 
rely on Red Bo Sadverean temas Custom (6) 2-dr., $1,500. '55 Fairlane SPEED UP THE 
e Reliable finance cash v (8) Victoria, $1,800* (ps), $1,700*, $1,-| 
o i atuss 590; 4-dr., $1,525*; Main (8) Ranch 
e Average “as is” or wholesale values Wagon, $1,425. °54 Crest (8) Victoria, | FABRICATING 
: 2 at $1,300*, $1,205*, $1,105*; Custom) 
« Realistic retail values (8) 4-dr., $950; 2-dr., $950%, $825. '53| ’ 
EXCLUSIVE! —or all passenger cars since 1947 and Crest $: Victoria, 2 at —, $790; | FASTENING AND 
a . l/ . * . conv., $900*; Country Squire, $765; Main 
: Late models illustrated for trucks through 1 2 ton capacity since (6) Ranch Wagon, $905: Custom (6) 2- | 
f all 1949. Also listed: important specifica- dr., $560*. °52 Crest (8) conv., $485. °51| ASSEMBLING OF 
ast recognition tions, data, and insurance symbols—ev- Custom (8) Victoria, $340. 


. : . . =f. , HUDSON—’54 Hornet Hollywood, g1s0:; | 
g 9906 cars Mhted ta proper ery detail to help you identify used cars 4-dr., $705*: Super Jet 4-dr., $340. °53| METAL PARTS 
quickly and appraise them accurately Super Wasp 4-dr., $450*; Hornet 4-dr., | 
| 





sequence (not an insert) and profitably. ee on i eta os. 

iC N—’ apri coupe, ° * (ps); | WITH 

F : YEAR’S SERVICE JUST $7.00 4-dr., $1,045°. 

harm, sphoaeabe generally sold Subscribe now! You'll receive a com. |MERCURY—'56 Custom Hardtop, $2,090. | 

in USA asa separate section ’ 2 "s Pm a : ’55 Monterey station wagon, $2,160* | 

plete revised edition every 6 weeks— (ps); 4-dr., $1,750* (ps); Hardtop, $1,- 

: with prices adjusted to your trading 675*; Montclair Hardtop, $2,155* (ps), 

. Appraisals show real value esis ini i eeeienas $1,945* (ps), $1,935* (ps); Custom 4-dr., 

J area—a dependable appraisal service you . 

—impartial realistic a aal, $1,585*. '54 Monterey Sun Valley, $1,525*, 

’ can bank on. $1,440* (ps); Hardtop, $1,455*; Custom 

2-dr., $1,210*. ‘53 Monterey Hardtop, 

YOUR SATISFACTION IS GUARANTEED $1,185*, $1,085*; Custom 2-dr., $815*. 


NASH—’55 Custom (6) Country Club, §$1,- 
330*. '53 Rambler station wagon, $800. 
OLDSMOBILE — '56 (98) conv., $3,270* 


DE LUXE NATIONAL See SK es = ; (ps). °S5 (98) 4-dr.. $2,230" (pe), $2,- 

<< « . : 200° (ps); (88) Holiday, $1, , $1,900°. 
AUTO PARTS and nO. $720" (pay Sear $1300" “35. (a8) 
WU eee ve Powe gy ane PACKARD "55, (400) Hardtop, '$2,475° 


(ps); Clipper Hardtop, $1,800°. 
PLYMOUTH— 55 Belvedere (6) Sport coupe, 

$1,300°; 4-dr., $1,300; Savoy 2-dr., $1,- 

135. "54 Belvedere conv., $1,145*; 4-dr., 


$890*. '53 Cranbrook 4-dr., $600. 
PONTIAC—’55 Star Chief (8) conv., $2,- 

020° (ps), $2,000* (ps); Chieftain (8) 

station wagon, $1,635*; 4-dr.. $1,555*. 


Cov ul ond i antd '54 Star Chief (8) conv., $1,375*; Chief- 
overs all cars and all models tain (8) 4-dr., $1,270*. ‘53 Chieftain (8) 


back through 1949. Includes conv., $985*, $900°. 

. : . . - . sane STUDEBAKE — ’ H , 

ceed charges, automatically fig- For profitable estimating and billing of +1.908". - oC Se 

as SS yee scale per hour; collision, chassis, mechanical, trim, glass ® 
parts list prices, always up-to- 


FOR THE RIGHT PRICE 
ON EVERY REPAIR JOB 














date; and illustrations of front or body repairs, order your P & L Man- FLINT 
sod reas suspension, grilles, ual tow, You receive compete 10s | fae Ie seas TS) 
power steering, front bumper See eee eee ee (Sold 137 cars out of 187 offerings.) Midland Welding Nuts may be the answer to your 
assemblies, and body diagrams sion service which keeps your manual BUICK—’55 Special Riviera, $2,050*, $1,- if : 2 busi hich fabei 
of 1954-56 models. current and accurate. aoe ry nee -_ ) a oi. dreams if you're in a business whic abricates, deal 
*, 810°; -dr., 650° ; -dr., e . a 
DE LUXE MANUAL tad - $1,640, oe Super Riviera, $1,860° fastens, or assembles metal parts—OR, if you re a a 
inc i i —_ , i (ps). * uper viera, ; *; 4-dr., $ ; i 
| including Illustrations—Year’s Service........ $16.50 $1,405"; Century s-dr., $1,275, "58 Super designer of products incorporating such parts. nid 
. . ae , “te iviera, $1,000°; 4-dr., $970*; Specia co . 
STANDARD MANUAL (illustrations omitted)—Year’s Service $12.50 Riviera, $950; sar. $00", S060: 2-ar., Midland Welding Nuts are welded to the parts _ 
; -dr., - @e). * uper ° 
Riviera, $695°, $485"; 2-dr..' $570; Spe- to be worked so that bolts can be turned into them ever 
cial 4-dr., a uper Riviera, ‘ : . ‘ low: 
NATIONAL MARKET REPORT 7 $275. speedily—without the need for any device to hold 
mT bib be CADILLAC—’52 (62) conv., $1,080*, °51 them in place our 
20 abash Avenue, Chicago 5, Ill (62) conv., $1,010*. in p . bee: 
a a ea So as They're jose the ticket for chose hand-to-gevet 
$1,675*; 4-dr., $1,450°; club coupe, $1,- Yy J ; 8 A} 
} 455°, $1,415; ‘cony., $1,670", $1,585°; places. And they stay put—will not work loose or 
‘o-ten 4-dr., ° es ne- station 
' NATIONAL MARKET REPORTS, INC., 900 S. Wabash Ave., Chicago 5, Ill. | cone Ge, "Ee ek Ale eb eamee. rattle. D. 
Please enter our order for 1-year’s service as indicated below, subject to $1,140; Two-ten 4-dr., $765. ‘53 Bel Air . ° 
| Your 30-day free-trial guarantee. | $700, “3690, Ses5*, *go35*, soso", se05*’ Relied on by manufacturers the world over—and R 
CO Red Book Official Used Car Appraisal Guide................ $7.00 | diet ode teen tk. tele coe specified universally by product designers—Midland = 
C) Pacific Coast Edition °C? ............ccccccccssesseeoee- 4 ees $ 9.50 || $470*; 4-ar., $350, $300*. 50 FL Deluxe Welding Nuts will lower your assembly costs, speed Y 
; : : 4-dr., $225; SL Deluxe 2-dr., $170. °49 ° ° or 
| © DeLuxe Parts & Labor Manual, with Illustrations.................... $16.50 || __SL Deluxe 2-dr., $135. up operations all along the line for you. app 
| ( Standard Parts & Labor Manual — (no IlIlustrations).............. $12.50 \ Se > Fe ggg = } 
; Bry ae ' . * shoy 
(C1 Automotive Service Digest ................ccccccceeeeee: sernneeeneetnnnen $ 3.00 on. oes =.. ep ca nse Write or phone for complete information! 7 
[) Check enclosed [) We'll pay postman on delivery (plus charges) Meadowbrook 4-dr.,__ $420. '52 Coronet cha 
i 4-dr., $300*, $140*; Wayfarer 2-dr., $230. 
oe | i dss ey Beene! The MIDLAND STEEL PRODUCTS COMPANY | ::: 
er aiente “ - ane esas (ps); Victoria, $2,010* (ps), $1,965°. ’55 eve! 
aes | Fairlane (8) ‘club coupe, $1,535; 2-dr., 6660 Mt. Elliott Avenue * Detroit 11, Michigan “the 
. A ET ° ; Custom (8) 2-dr., $1,135; Main . 
| . ‘ . : j (8) 2-dr., $1,030. '54 Custom (8) 4-dr., Export Department: 38 Pearl St., New York, N. Y. deal 
Goa : meee aa ee sah $795*: Custom (6) 2-dr., $685. 53 Crest Manufacturers of and 
| | (8) Victoria, $935*; Main (6) 2-dr., z had 
\ Ordered by wc : = SR —~ins $600; tar. W000; Castom (8) 2-dr., Automobile and Truck Frames °¢ Air and Vacuum Power Brakes the 
$550°. ’ om -dr., $460*, $340°, rE ye 2 
NTI ines ake tony Ges, aes ee ae ae ee ee a 4-dr.,' $320, $265, $200*. '50 Cus- Air ond =e agre 
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Used-Car Auction Prices 





(Continued from Page 50) 


STUDEBAKER—’53 Commander Hardtop, 
$540*; Champion 4-dr., $430*. '50 2-dr., 
$160. 

WILLYS—’53 station wagon, $850; Aero 
4-dr., $395*, $355*. ’°52 Aero 2-dr., $210*. 


MISCELLANEOUS—’56 Ford %-ton pick- 
up, $1,320*. '53 Henry J (4) sedan, $110. 
*52 Dodge %-ton pickup, $440. '51 Chev- 
rolet %-ton pickup, $500. '50 GMC %-ton 
pickup, $440. °47 International %-ton 
pickup, $150. ’46 Chevrolet %-ton pickup, 
$160. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of June 12.) 


(Market again strong on ’50 through 
53 models, Action on ’55 and ’56 models 
still off slightly. Plenty of buyers, with 
@ strong demand for all sharp units. 
Sold 111 cars out of 139 offerings.) 


BUICK—’54 Century Riviera, $1,405*; Su- 
per Riviera, $1,320*; 4-dr., $1,283*; Spe- 
cial 4-dr., $1,275*. ’53 Super 4-dr., $910*. 
’52 Super 2-dr., $575*; conv., $220*. ’50 
Super 4-dr., $275*, $250. ’49 Super 4-dr., 
$140*. 

CADILLAC — ’56 (62) Hardtop, $4,000* 
(ps). °55 (62) coupe de Ville, $3,650* 
(ps). ’54 (62) conv., $3,025* (ps); 4-dr., 
$2,975* (ps); (60) Special 4-dr., $2,900* 
(ps). '53 (75) 4-dr., $1,750* "50 
(61) coupe, $990*. 

CHEVROLET—’55 Bel Air (8) Nomad, $1,- 
600*; Hardtop, $1,525*; Two-ten (8) 
station wagon, $1,355*; 4-dr., $1,200, 2 
at $1,150, $1,125; 2-dr., $1,150; One- 
fifty (8) 4-dr., $1,025*; 2-dr., $1,125. 
'54 Two-ten 2-dr., $835, $830, $825, 
$815, $805, $795, $725; 4-dr., $805; One- 
fifty 4-dr., $700, $675, $475. '53 Bel Air 
Hardtop, $935; 2-dr., $835*; 
dr., $715. ’52 Delivery sedan, 


Supplier Problems 
Slow Continental 


In First Year 


DEARBORN. — Inability of some 
suppliers to maintain the division’s 
rigid quality standards and still 
meet production 
schedules was one 
factor in Conti- 
nental’s failure to 
meet its estimate 
of 2,500 units dur- 
ing the first year 
of production, the 
division said. 

AUTOMOTIVE 
News’ estimates 
show the division 
made 2,248 cars 
from June 24, 
1955, through Saturday (June 23). 
Adding another day’s output would 
give the division 2,251 units for the 
first year in operation. 

William C. Ford, general mana- 
ger of the division, pointed out that 
an additional 284 cars were re- 
moved from the division’s schedule 
several months ago as a result of 
the “inability of certain suppliers 
to maintain the division’s rigid 
quality standards and still meet 
production schedules. 

“The Continental Mark II was 
designed as a low-volume high 
quality automobile,” he said, “and 
nothing has happened to make us 
alter that concept in any way. Be- 
cause of this, production is of 
secondary importance to us; our 
first concern is quality. And we 
believe that, with the Continental, 
we have established the highest 
quality standards in the automo- 
tive industry.” 

Ford said reaction to the car on 
the part of both the public and 
dealers has been excellent. 

“While we were naturally grati- 
fied at the reception given it,” he 
said, “we fully realized that our 
comparatively high rate of produc- 
tion during the first few months 
eventually would be balanced by a 
lower rate during the remainder of 
our first 12-month period. That has 
been the case.” 


Analysts Solicit 
Dealers in N.C. 


RALEIGH, N. C. — The North 
Carolina Automobile Dealers Assn. 
has reported that a firm of New 
York business analysts has been 
approaching dealers and offering 
to help reorganize to a “point of 
Showing a profit.” 

The association said the firm 
charged $100 on signing up a 
dealer, but that the total service 
eventually could cost the dealer 
thousands of dollars.” It advised 
dealers to contact the association 
and get names of dealers who had 
had the service and check with 
them before entering into an 
agreement with the firm, 


(ps). 


Two-ten 2- 
$200. °51 





W. C. Ford 





SL Deluxe conv., $305*. °50 SL Deluxe 


4-dr., $250. 

CHRYSLER—’53 Windsor 4-dr., $620*. 

DeSOTO—’ 54 Fire Dome (8) 4-dr., $1,145*. 
’53 Powermaster 2-dr., $725. ‘52 Fire 
Dome (8) 4-dr., $410*. '50 Deluxe 4-dr., 
$220. '47 Suburban, $145*. 

DODGE—’ 53 Coronet 2-dr., $425*. "52 Way- 


farer 2-dr., $255*. °50 Coronet 4-dr., 
$280*. 
FORD—’56 Custom (8) 2-dr., $1,610. '54 


Custom (8) station wagon, $1,070; 2-dr., 
$955*; Delivery sedan, $525. °53 Custom 
(8) 4-dr., $710*, $650*. °52 Custom (8) 
station wagon, $500; Delivery sedan, $400. | 
’51 Deluxe (8) 4-dr., $250; 2-dr., $180; 
Custom (6) 4-dr., $105. 
KAISER—’52 Deluxe 4-dr., $260*: 
LINCOLN—’54 Capri 4-dr., $1,155* 
’51 Cosmopolitan 4-dr., $315*. 
mopolitan 2-dr., $125*. | 
MERCURY—’54 4-dr., $920. °53 Monterey | 
2-dr., $940*; Hardtop, $780; 2-dr., $810*, 
$750*. 
NASH — ’53 Statesman 4-dr., 
Rambler station wagon, $280. 
OLDSMOBILE—’56 (88) Holiday, $2,680* 





(ps). 
"49 Cos- 


$460*, °51| 
| 


(ps). °55 (88) 2-dr., $1,790*; Holiday, | 
$1,745* (ps). '54 (88) 4-dr., $1,260*. '53 | 
(98) conv., $1,060%; (88) 4-dr., $860*, | 
$740*. °51 (98) conv., $470*. '50 (88) 
station wagon, $260*. °49 (98) 4-dr., | 
$180*. 

PACKARD—’53 Clipper 4-dr., $390*. °52 


(250) conv., $550°; Deluxe 2-dr., $480°. 





Drivi 





PLYMOUTH—’'56 Plaza (6) 2-dr., $1,300. 
’54 Plaza station wagon, $890. '53 Cran- 
brook 4-dr., $515. '52 Cranbrook 4-dr., 
$445; club coupe, $325. 

PONTIAC—’54 Star Chief (8) 4-dr., $1,- 
225*, $1,185*, $920* (ps); Chieftain (8) 
4-dr., $1,075*. °53 Chieftain (8) 4-dr., 
$625, $575. °52 Chieftain (8) Catalina, 
$655*; 2-dr., $555*. 

STUDEBAKER—’53 Champion Sport coupe, 
$560; 2-dr., $505. °51 Commander 4-dr., 
$210. 

WILLYS—’51 station wagon, $270. ’49 sta- 
tion wagon, $210. 

+ * * 


— Auctions in Brief — 
SYRACUSE 


Syracuse Auto Auction. Sale every Wed- 
nesday (June 13). Today’s sale started out 
cold, but wound up in a mad scramble to 
grab all available clean cars. The market 
was especially terrific on heavy ‘54s and 
"55s. * * * 

WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (June 14). The weather today was hot, 
but the sale was hotter with about 90 per- 
cent of all cars registered changing owner- 
ship. 


* * * 
INDIANAPOLIS 
Ken Schaefer Auto Auction. Sale every 
Thursday (June 14). Clean cars remained 


firm today. Average cars were off, with) 
buyers much more selective than during} 
the past weeks. Weather hot. 

* * * 


MANHEIM, PA. 

Manheim Auto Auction. Sale every Fri- 
day (June 15). Hot weather and a hot sale 
went hand-in-hand today. 358 cars passed 
the buyers and they purchased 86 percent. 





The market proved very firm. 
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Scouts Honor Ragsdale— 


Edward T. Ragsdale, right, Buick gen- 
eral manager, receives plaque from Gary 


McKennon, explorer scout, Tall Pine 
Council, in recognition of his service as 
general chairman of “Tomorrow's Citi- 
zens," the Boy Scouts of America circus 
staged by the council. The production 
marked the first time the council parti- 
cipated in a scout circus, with attendance 
at the two performances totalling more 
than 7,000. 
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Antique Packard 
Leads Parade in 


Detroit Celebration 


DETROIT.—More than 30 antique 
automobiles were displayed at Pack- 
ard’s Detroit zone headquarters 
last week in ceremonies commem- 
orating the 60th anniversary of the 
first automobile in Detroit. 

In connection with J. L. Hudson 
Department Store’s 75th anniver- 
sary celebration and groundbreak- 
ing activities for Detroit’s Conven- 
tion Hall and Exhibits building in 
the new civic center, Packard and 
the Detroit chapter of the Veteran 
Motor Car Club of America par- 
ticipated in a parade of antique 
automobiles. 

The parade, led by two classic 
Packard automobiles, featured the 
King automobile, the first car to be 
driven on Detroit streets, It fol- 
lowed the route taken by Charles 
B. King, the car’s designer, in 1896. 
Pausing at Cadillac Square to erect 
a plaque commemorating the occa- 
sion, the parade moved to the Hud- 
son store where officials presented 
the King automobile to the Detroit 
| Historical Museum. 





| eraser NRA 0a 
lt AE ATRL IINTEICE EI LIE Bas 





...and these great DUNLOP TIRES add safety to that fun. 


Today’s cars are FUN todrive... 
thanks to modern engineering miracles 
in roadability, suspension, acceleration 
and braking power. More than mere 
transportation, the automobile today 
. . - as in the days of the famed Stutz 
Bearcat . . . is a source of adventure, 
of sheer driving pleasure. But the im- 
provements that make driving fun 
again also put extra demands on the 
mechanical parts of the car... and 
particularly on tires. To meet these 
demands, Dunlop has matched tire 
performance to car performance, with 
the new Dunlop Super Gold Cup Tire. 


As the founders of the pneumatic 
tire industry, Dunlop has unmatched 


experience in 


Dunlop Supe 


riding comfort 


When a car owner equips his car with 


matches tire performance with car per- 
formance. He enjoys easier handling 
. . . thrilling performance . . . greater 


and the welcome economy of thousands 
of extra miles. Dunlop Tire and Rubber 
Corporation, Factory and Executive 


Offices: Buffalo 5, N.Y. 


Dunlop — Founders of the Pneumatic Tire Industry 





the development and 


building of tires. And because every 
world’s land speed record since 1929 has 
been set on Dunlop Tires, Dunlop has 
an unrivalled wealth of ““know-how”’ in 
the production of tires safe at ultra-high 
speeds . . . safest at modern speeds. 


r Gold Cup Tires he 


. - . added safety ... 


DUNLOP SUPER GOLD CUP TIRES 
with TENSION-FREE CONSTRUCTION and MAX-GRIP TREAD 
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Invisible Mist Eating 


Paint off Tulsa Cars 
TULSA, Okla. — An invisible 
mist that smells like freshly 
sawed fiber wood is dating paint 
off cars in this area. City officials 


TAX LOSS 
WANTED 


We Have 
Cash 
Available 








To Buy 
An Automobile 
Dealership Or 


Finance Company 


D. S. HUNTER 
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have been flooded with com- 
plaints and insurance companies 
are anxious to discover the 
source. 

Car owners report the mist 
is like depreciation — you can 
feel it, but you can’t see it. 


Present earnings not as im- 
portant as future potentials, 
adequate ‘facilities, stable 
management. 


Price range between $100,- 
000.00 and $1,000,000.00 
preferred, though smaller 
deals considered. If proposal 
fits into our ‘Special For- 
mula"', top price will be 
paid. We prefer to pay all 
cash — not with securities. 
Confidential negotiations, 
fair evaluations and quick 
decisions. 


Prefer to retain all present 
qualified personnel, account- 
ing and legal connections. 
No phone calls, please. 


96 LEDGEWOOD ROAD 
WEST HARTFORD, CONNECTICUT 











Affecting Factories and Dealers .. . 





Auto Advertising 


By Martin Whitmyer 
Staff Writer 

More than 100 stores across the 
country are joining with local Pack- 
ard dealers to present new summer 
fashions in a special promotion, 
“Fashion in Motion.” 

Introduced in the June issue of 
Harper’s Bazaar, the promotion 
combines the new Packard Carib- 
bean ... cool summer fashions by 
Jerry Gilden .. . and Coronet Lug- 
gage by Wings. Working through 
Harper’s Bazaar, Packard has ar- 
ranged to supply special display 
material to the participating stores 
so that window displays and in- 
teriors can easily project the “Fash- 
ion in Motion” theme. 

Among the materials supplied by 
the Packard dealers are Packard 
Wheel disc, steering wheel assem- 
blies, Packard script names, spe- 
cial blow-ups of the Caribbean to 
use as window backdrops. In addi- 
tion, special displays of the Jerry 
Gilden fashions and the Coronet 
Luggage by Wings will be featured 
in Packard showrooms. 

* + * 


Deibler in New Home 
Robert H. Deibler, West Coast 
representative of Automotive 


News, has moved his head- 
quarters from 2506 W. Eighth St. 


to 1800 W. Sixth St. in Los 
Angeles. 

* * * 
Crowell-Collier Expands 


Paul C. Smith, president of Cro- 
well-Collier Publishing Co., has an- 
nounced that his firm has acquired 
Los Angeles radio station KFWB, 
by purchase of all capital stock of 
KFWB, Inc., from Harry Maizlish, 
president and sole owner. 

This brings Crowell-Collier own- 
ership to a total of six radio and 
four television stations. Those ac- 
quired previously were WTCN and 
WTCN-TV, Minneapolis; WF BM 
and WFBM-TYV, Indianapolis; 
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WOOD and WOOD-TV, Grand 
Rapids, Mich.; WFDF, Flint, Mich., 
and KULA and KULA-TV, Hono- 
lulu. 

* * * 


C-E Opens in Hollywood 


Campbell-Ewald Co., Detroit ad- 
vertising agency, has opened a new 
office in Hollywood, Calif., with 
Richard L. Eastland as manager. 

The Hollywood office will be in 
addition to the company’s Los An- 
geles office which will continue to 
operate in its present location in 
the Tishman Building under the 
direction of R. C. Francis, vice- 
president in charge of the Pacific 
Coast operations. 

* * * 


Chevrolet Magazine Cited 


Friends magazine, Chevrolet 
pictorial publication, has been 
awarded first prize in its field in the 
1955 Awards Program sponsored by 
the International Council of Indus- 
trial Editors. 

The magazine, distributed by 
the company’s 7,500 dealers, was 
judged the best rotogravure ex- 
ternal publication by the automo- 
tive industry in the annual com- 
petition. 

The award will be presented at 
the annual conference of the ICIE 
at the Hotel Ambassador in Los 
Angeles June 19-21. The magazine 
is published by Ceco Publishing Co., 
Detroit, an affiliate of Campbell- 
Ewald Co., Chevrolet's advertising 
agency. ‘ 

* * 


Cooling System Film 


A 16-mm. color movie on automo- 
tive cooling system maintenance 
has been released by Carbide and 
Carbon Chemicals Co., a division of 
Union Carbide & Carbon Corp. 

The film, “Spring Holiday,” tells 
the story of “Hot Car” Harry, a 
man with a passion for automobiles, 
who is completely carried away by 
a service man’s warning about the 
neglect of the cooling system. 


No brand name is mentioned in 
the 20-minute film, which is in- 
tended for use by service station 
sales organizations. A print of 
“Spring Holiday” is available from 
Consumer Products Department, 
Carbide & Carbon Chemicals Co., 
30 E. Forty-Second St., New York 
Zt, Fi Be 





Thomas Honored Again 

Lowell Thomas, radio news- 
caster, for the fourth time has 
won the “Best Radio Commen- 
tator Award” in the annual 
Radio-TV Mirror poll. 

Thomas has been sponsored by 
the United Motors Service divi- 
sion of General Motors and Delco 
batteries for the past two seasons. 
His “Lowell Thomas and the 
News” radio broadcasts are heard 
five evenings a week over the 
CBS radio network. 

* +. * 


Pontiac to Air Irish Games 


Pontiac will sponsor the complete 
1956 Notre Dame football schedule 
over the coast-to-coast facilities of 
the Mutual Broadcasting System. 


In addition, Pontiac will present 
the North Carolina-Oklahoma game 
Sept. 29. 

Joe Boland, former Notre Dame 
football star, who broadcast all 
Notre Dame games for the “Irish 
Football Network” for the past six 
years, will do the play-by-play this 
season for the Pontiac-sponsored 
games. 2 

* ” 


Packard Names O'Neil 


Frank O’Neil has been appointed 
advertising manager at Packard, 
replacing Al Remington, who moved 
to Foote, Cone & Belding ad agency. 

* . * 


Cooling Care Pushed 


Promotion aid aimed at increas- 
ing service station traffic by stimu- 
lating driver interest in cooling sys- 
tem care is provided in the 
summer-driving safety campaign of 
Olin Mathieson Chemical Corp., 
Baltimore. 

Posters, which contain no prod- 
uct advertising, have been offered 
for service outlets: A checklist 
| poster provides services which the 











attendant can review with a car 
owner preparing for a vacation 
trip. These posters are backed by 
advertising in national men’s mag. 
azines, by leaflets and other pro- 
motional materials. 

+ ° * 


Trailer Coach Woos West 


John O’Conor, executive director 
of the Trailer Coach Assn. hag 
announced that Burns W. Lee. 
Patrick O’Rourke, Inc., has been 
retained to direct a public rela. 
tions program for the western 
trailer-coach industry. 

* = Ed 


‘Crossroads’ Wins Plaudits 


Special citations for public serv. 
ice have been awarded to “Cross. 
roads,” Chevrolet television pro- 
gram which follows a religious 
theme. 

The General Federation of 
Women’s Clubs cited Chevrolet 
and American Broadcasting Co, 
“for excellence of a television pro- 
gram _ which _§stresses_ spiritual 
values.” A certificate of apprecia- 
tion from the Salvation Army 
hailed the program as “an eminent 
and memorable service to the com- 
munity in the realm of fine arts.” 


Ad Names 


Thomas J. Farrahy jr. has been 
appointed assistant manager of the 
industrial advertising and sales pro- 
motion department of Westing- 
house Electric Corp., Pittsburgh. 
Farrahy, formerly division manager 


|}in charge of electric utility and de- 


fense activities for the industrial 
advertising department, succeeds 
O. C. Kebernick, who has been 
named administrative assistant to 
the manager of commercial atomic 


power activities for Westinghouse. 
* * * 


Robert W. Cleghorn, president of 
Hertz Rent A Car System of Colo- 
rado has been named to the Hertz 
advertisiong committee. Cleghorn 
has been president of Hertz’ Colo- 
rado operation since August, 1955, 
succeeding the late Louis K. Brown, 
founder of the firm. 

* * * 

David B. Rank has been appointed 
a vice-president of D. P. Brother & 
Co. Rank, copy chief for D. P. 
Brother, served as creative super- 
visor and copy director for several 
Detroit and New York advertising 
agencies prior to joining D. P. 
Brother. 

* * - 

Louis A. Kennedy has been 
elected a vice-president of Brooke, 
Smith, French & Dorrance, Inc. 

7 * . 

Patricia Farrell, formerly assist- 
ant editor of “National Petroleum 
News,” has joined the staff of the 
American Petroleum Institute in 
New York. She will be supervisor 
of women’s activities for the Oil 
Industry Information Committee. 








MORE AUTO DEALERS SPECIFY 


PERSONALIZED NAME PLATES 
THAN ANY OTHER MAKE 


WRITE FOR STEMAC 1281 So. Cherokee 


DETAILS— Denver, Colorade 





Sure you know the 
price of your cars... 


But Now You Can Find Out 
The Exact Wholesale Cost 
Of Competitive Makes! 


AUTO COSTS 


A complete, accurate and 
concise book, listing— 


Factory Invoice Prices 
of all NEW CARS 


and EQUIPMENT 


You'll no longer be competing 
in the dark. With your com- 
petitors’ costs on record... 
you know exactly how far he 


can go... exactly how far 
you need go... to save a 
deal. A valuable selling aid 
for you, priced at only $5.00. 


Send for yours today! 


AUTO COSTS 
PUBLICATIONS 


Box 224 Dept. 25 
New York 1, N. Y. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Pacific Northwest 

New-car dealers in key cities of 
the Pacific Northwest report that 
they are whittling away at the 
heaviest inventories in history. 

The stock-cutting drive, how- 
ever, appears likely to be an all- 
summer affair. 

Unless retail deliveries take a 
decided upturn, the pressure is ex- 
pected to continue right down to 
the end of the 1956-model year. A 
big sales spurt is expected during 
the fourth quarter—(F. K. Has-| 
kell.) 

* * > 
San Antonio 

Motor-vehicle registrations for 
May in San Antonio and Bexar 
County showed an increase of near-| 
ly 18 percent over registrations for'| 
April—a total of 1,821 new cars and 
trucks, compared with 1,552 for the 
previous month. 

Of this total, 1,639 were new cars, 
compared with 1,337 in April, and 
182 new trucks, compared with 215 
in April. 

May new-car registrations 
were: Chevrolet, 562; Ford, 402; 


Pontiac, 130; Buick, 126; Olds- 
mobile, 111; Mercury, 78; Plym- | 
outh, 73; Dodge, 53; Cadillac, 26; 


Studebaker, 18; Hudson, 12; Nash, | 
9; Packard, 9; Chrysler, 8; De- 
Soto, 7; Lincoln, 6; Imperial, 2; 
Willys, 2; Jaguar, 1; MG, 1, and 
miscellaneous, 3. 
Truck registrations were: Chevro-} 
let, 78; Ford, 52; International, 25 
GMC, 9; White, 7; Dodge, 3; Willys, 





1, and miscellaneous, 7.— (J. H. 
Reed.) 
* * * | 
Buffalo 


A slight upward trend during the} 
early part of June was reported by| 
some automobile dealers in the 
Buffalo area. New-car sales are| 
perking up a bit with the arrival 
of pleasant shopping weather. 

This is in contrast to the first| 
five months of the year when de- 
clines in sales ranged from 5 to 20 
percent below a year ago. 

One dealer reported that if sales | 
for the rest of June hold at the 
rate established in the month to | 
date, “we can anticipate a good | 
month.” A couple of dealers re- | 
ported they noted a gradual up- 
trend in demand during May. 

Buffalo-area dealers in most in-| 
stances are reported to have 30-day) 
inventories of new cars on hand.) 
But even with these sizable stocks, | 
dealers report difficulty offering 
customers particular models 
wanted. 

One dealer said he had orders on| 
hand for five and six weeks because} 
models wanted were not available. 
But requests for most models can} 
be filled quickly.— (George E.| 
Toles.) 


* * 


>= 
Cleveland 

May registrations of new cars in| 
Cleveland totalled 7,580, up 4 per- 
cent from the April total of 7,259.) 

New-truck registrations, however, 
fell off 2 percent from the April 
count of 536 to total 525 in May. 
Chevrolet in May regained new-| 
car leadership from Ford, which| 
had been in first place during April 
for the first time in 1956. 

The May market for new cars | 
was shared as follows: Chevrolet, | 
1,741; Ford, 1,660; Buick, 1762; 
Plymouth, 651; Oldsmobile, 555; | 
Dodge, 468; Pontiac, 443; Mer- 
cury, 424; Chrysler, 189; Cadillac, 
187; DeSoto, 182; Nash, 175; 
Lincoln, 73; Studebaker, 51; 
Volkswagen, 35; Hudson, 28; | 
Packard, 14; Imperial, 12; Metro- 
politan, 9; Clipper, 8; Jaguar, 4; 
Mercedes, 3; MG, 2; Alfa Romeo, | 
1; Austin, 1; English Ford, 1, and | 
King Midget, 1. 

Truck registrations were Ford, | 
175; Chevrolet, 157; International, 
73; White, 32; Dodge, 30; GMC, 25; 
Mack, 9; Willys, 8; Divco, 6; Volks- 
Wwagen, 3; Autocar, 2; Studebaker, 
2; Diamond T, 1; Reo, 1, and Twin 
Coach, 1.—(Sanford Markey.) 


* * 








Detroit 
A gain of nearly 5 percent over 
the previous month featured new- 
car registrations in Wayne County 
(Detroit) during May, according to 


figures of the Detroit Auto Dealers; Ford, 377; 
Assn. 


pared with 11,512 in April. 


totalled 1,012, up 8 percent from| 


Chevrolet, 310; Dodge, 
|166; GMC, 53; International, 39; 
The May total was 12,055, com-| Mack, 21; White, 12; Divco, 10; 
| Studebaker, 8; Willys, 5; Diamond 
The Big Three accounted for| T, 2; Autocar, 1, and miscellaneous, 


| 95.69 percent of all sales in May, | 8.—(Robert M. Lienert.) 
|compared with 95.87 percent in| . * «@ 

| April. All of the gain, however, was | 
| scored by GM and Chrysler. Ford | 
had a smaller share. 


Louisville 
May new-car registrations in 
Louisville totalled 1,632 units, down 


May -new-car registrations by . 1 
| 8 percent from the previous month's 


make were: Chevrolet, 3,340; 


Ford, 2,648; Buick, 1,034; Olds- | 1,782. 

mobile, 931; Plymouth, 909; Mer- The total for the first five months 
cury, 704; Dodge, 497; Pontiac, | of this year was 9,575, or 5 percent 
463; Cadillac, 412; DeSoto, 222; | below the five-month count of 10,- 


Prospects are that 
show 


083 last year. 
succeeding months will 
further declines. 

May registrations by make 
were: Chevrolet, 568; Ford, 400; 
Buick, 149; Oldsmobile, 130; Mer- 
cury, 98; Plymouth, 80; Pontiac, 


Nash, 205; Chrysler, 195; Lincoln, 
152; Studebaker, 88; Hudson, 64; 
Clipper, 55; Packard, 38; Imperial, 
28; Willys, 5, and miscellaneous, 
65. 

New-truck registrations in May | 


April’s 938. As in April, Ford led| 64; Dodge, 31; Cadillac, 26; 
Chevrolet. Chrysler, 15; DeSoto, 14; Hudson, 
By makes, registrations were: 13; Lincoln, 10; Nash, 10; Pack- 


| amounted to 205 units, down 13 per- 
| cent from the April total of 237, For 
| the first five months, however, the 


ard, 8; Volkswagen, 8; Stude- 
baker, 4; Willys, 3, and Jaguar, 1. 
New-truck registrations in May 


total is 1,128, a gain of 3 percent| 
over the comparable 1955 total of | 
1,095. 

By make, truck registrations in| 
May were: Chevrolet, 78; Ford, 67; 
International, 35; Freightliner, 10; 


Mack, 5; GMC, 4; White, 4, and 
Dodge, 1.—(A. W. Williams.) 
* * * 
| 
Dallas 


A spurt of 37 percent marked) 
new -car registrations in Dallas 
during May. The total was 3,150, 
compared with 2,298 in the previous 





| month. | 


New trucks, however, were -off| 
slightly, from 586 in April to 483 in| 
May, for a decline of 17 percent. | 

May registrations of new cars 
were: Chevrolet, 1,013; Ford, 620; | 
Oldsmobile, 385; Buick, 289; Pon- 
tiac, 170; Plymouth, 155; Dodge, 

139; Mercury, 97; Cadillac, 95; De- | 

Soto, 38; Nash, 37; Chrysler, 25, | 

Studebaker, 23; Lincoln, 16; | 

Packard, 15; Hudson, 14; Volks- 


wagen, 8; Renault, 3; Austin, 2; 


53 


Jaguar, 2; Hillman, 1; Mercedes, 
1; MG, 1, and Porsche, 1 

Truck registrations were: Chevro- 
let, 243; Ford, 109; International, 
46; GMC, 23; White, 23; Dodge, 20; 
Mack, 10; Reo, 3; Willys, 3; Dia- 
mond T, 1; Studebaker, 1, and 
miscellaneous, 1.—(Ruby Fenoglio.) 

* * 


Oklahoma City 

This year in Oklahoma City has 
seen new-car business drop about 
21 percent behind last year’s pace, 
but dealers are tightening their 
belts to wait out the slump. 

Most expect better days when ’57 
models begin to hit the showrooms, 

“We've weathered worse storms 
than this,” said one dealer, “and 
I’m sure we'll pull through again. 

No dealer who operates on a 

sound financial basis and provides 

good customer service has any 
worries about the future.” 

There are, however, two bright 
spots in the business: Used cars are 
selling better than ever in a firm 
market and service and parts 
business is reported increasing. 

Dealers are paying premium 
prices to buy good used cars, and 


|most have a supply ranging from 


eight to 10 days.—(M. L. Risen.) 
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Now Trading 






NEVER BEFORE HAS THE NEED FOR 
TRUE MARKET VALUES BEEN SO IMPERATIVE 
AS IN TODAYS COMPETITIVE MARKET 


Let us prove that “Automotive Market Report 


id 


can save you many times over the cost of its 
subscription ... actually to be the best bargain 
that your overhead maintains. 


SPECIAL INTRODUCTORY OFFER 


Try It For 6 Months For $5.00 


The Paper With 
the Recap of 
Market Averages 


St Nicholas Bldg 


Pittsburgh, Pa 









Regularly $15.00 per year 


AUTOMOTIVE MARKET REPORT 
BOX 1317, PITTSBURGH 30, PA. 


Please send me AMR for 6 months at your special offer 





of $5.00. [] Check Enclosed  /[] Bill Me. 
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Jack Calder and John P. Schoon- 
maker have been appointed terri- 
tory manager and sales representa- 
tive, respectively, for AP Parts 
Corp., Toledo. 

Calder replaces Henry Nichols as 
territory manager in AP’s Minne- 
sota area. Nichols now is midwest 
regional manager, Schoonmaker 
has been assigned to the north cen- 
tral region. 

* + 
Film thicknesses of 50 to 60 mils per | Po0dyear Appoints Harts 
| Development Manager 


spray coat, triple the thickness previously | 
possible, reportedly are being obtained| John J. Hartz has been appointed 


with a newly formulated sprayable plasti- development manager for all tire 

sol developed by Metal & Thermit Corp., | a. oe cee at Good- 

New York. Known as Unichrome Super Pe - peer. wee 

5300, the new coating makes possible | Hartz will oversee all phases of 
licati b full lid the company’s tire development and 

gun application, a ove, ° v solids compounding programs. 

content of plastisol without a ¢ * * 

i Sm ted. A It, 

diluent, it is reported s e reew a Sheffield Opens Branch 

pore-free coat can be applied in one : aha 

layer to give “sheet” protection to tanks, In Culver City, Calif. 

ducts and other large equipment. Sheffield Western Sales Corp. has 
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Sprayable Plastisol— 


vinyl 





THAT TRAFFIC! 


WITH THE NATIONALLY ADVERTISED 
28 FOOT DUAL PURPOSE 


AND WATER CRUISER 








cn: 





a true mobile home 
on (LAND) and on 


FOR DETAILS 
REGARDING 
FRANCHISES 


PHONE OR WRITE 
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Auto Personnel 








been established at 11223 W. Wash- 
ington, Culver City, Calif. as a 
branch of Sheffield Corp., Dayton, 
O. The parent company makes 


tools, gauges and controls for auto- | 


matic production. 
Donald A. Benbow is manager of 
the branch, assisted by Richard A. 


Broerman and sales engineer| 


Charles G. Tucker. 


* * ® 
Quincy Names Gillhouse 
As Sales Manager 


Appointment of Loren Gillhouse | 
as sales manager of Quincy Com-| 


pressor Co., Quincy, Ill., has been 
announced. 

Gillhouse assumes his new duties 
after five years as Quincy’s assist- 
ant sales manager. He has also 
served as a regional sales manager 
for Quincy. 

a * * 
Continental Gives Krieg 
New Management Post 


L. E. Krieg has been appointed 
assistant general manager of Con- 
tinental. 

He formerly was operations man- 
ager and acting manufacturing 
manager of Continental, as well as 


assistant to the general manager} 


of Lincoln. 
© * + 


Kirkendall Promoted 


In Firestone Central Area 


Barrett Kirkendall has been ap- 
pointed assistant manager of Fire- 
stone Tire & Rubber Co.’s central 
sales division. He formerly was 
manager of Firestone’s Cleveland 
district. 

Succeeding Kirkendall in Cleve- 
land is Walter Cleland, formerly 
Syracuse district manager. New 
district manager for Syracuse is 
Benjamin M. Alvoid. 

* 


Vallantine to Head Sales 


For Willys in South Dakota 


Jack Vallantine has been named 
district sales manager for Willys in 
South Dakota. 

Vallantine will headquarter in 
Sioux Falls, S. D. He formerly was 
associated with Irving English Mo- 
tors (Dodge-Plymouth), Minneapo- 
lis. 

* > ad 


Mack Names 2 in Canada 


Mack Trucks, Inc., has appointed 
Wilbur C. Holt as district manager 
for Toronto and Roger Bergeron as 
district manager in Montreal. 

7 * * 


McKnight Joins Heil Board 

L. B. McKnight, president of 
Chain Belt Co. Milwaukee, has 
been elected a director of Heil Co., 
Milwaukee manufacturer of truck 


bodies, tanks and road machinery. 
* * + 


Scanlon Joins Reo Sales 


In Northeast Ohio 


Michael J. Scanlon, veteran Ohio 
truck man, has been appointed to 


the wholesale sales staff of Reo Mo- | 


tors, Inc. 


Scanlon, Canton, O., will operate | 


in 15 counties of Northeast: Ohio. He 


was formerly with Autocar. 
* oa * 


Gallagher Joins Daubert 
John H. Gallagher, Bala-Cynwyd, 


Pa., has been named a Fendix dis- | 
trict manager by Daubert Chemical | 


Co. Gallagher, formerly with Min- 
nesota Mining & Mfg. Co., will 
direct sales of Fendix automobile 
undercoating in the Philadelphia 


and New York areas. 
* * + 


Lehman Names Breech 


To Board of Directors 


Ernest R. Breech, chairman of 
Ford Motor Co., has been elected a 
director of Lehman Corp. 

Breech joined Ford as executive 
vice-president in 1946 and was 
elected chairman in 1955. Before 
joining Ford, Breech was president 
of Bendix Aviation Corp. 

* * * 


Hyster Appoints Downey 

To Supervising Engineer 
William P. Downey, Hyster Co., 

has been promoted to the position 


of supervising engineer of the Hy- 
ster “Straddle Truck” division, 


723 SONORA AVE., GLENDALE 1, CALIF. e CHAPMAN 5-6991 aL Nesl. Dinick, former super- 
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Corp. was announced as he ended 
exactly 36 years of service with the 
corporation and one of its prede. 
cessor companies, Keck was secre. 
tary-treasurer of Borg-Warner from 
the inception of the corporation in 
1928 until April, 1950. He has been 
a member of the board of directors 
since 1932 and a_ vice-president 
since November, 1950. 

* * , 


Ross Valve Names Wilcox 


Manager of Detroit Plant 


Grant S. Wilcox has been named 
plant manager of Ross Operating 
Valve Co.’s plant on Golden Gate 
Ave. in Detroit. 

Boasting a broad background as 
a tool engineer and factory admin- 
istrator, Wilcox has been assistant 
to’ the general superintendent, Kel- 
vinator Corp.; assistant factory 
manager of Plymouth division and 
a member of Chrysler Corp.’s sub- 


vising engineer of the “Straddle 
Truck” division, has retired. Dow- 
ney has been associated with Hyster 
more than 14 years. Previously, he 
was an engineer in the Portland of- 
fice of Moore Dry Kiln Co. 

+ * * 


Ford Names Wigton 


In Car-X Division 


O. L. Wigton, general sales man- 
ager of the tractor and implement 
division, Ford Motor Co., has been 
named special staff assistant to 
general sales manager, J. C. Doyle, 
|of the Special Products division. 

Prior to his most recent assign- 
ment Wigton was, for six years, 
assistant general sales manager of 
field operations for Dearborn Mo- 
tors Corp., after holding positions 
in advertising, sales promotion and 
public relations. 

* 





* * 


Kleen-Mor Names Huber 
Kleen-Mor Mfg. Co. Jackson, | Sidiary operations staff. 
| Miss., has appointed Carl E. Huber . ss © 
| to be sales manager. The firm man- Adams Heads Board 
ufactures car washing equipment. Claude D. Adams, executive vice- 
president, Jiff Chemical & Mfg. 
Corp., Spokane, has been elected 
chairman of the board. The firm 
was organized in January. 


Borg’s Keck Retires 


| Retirement of Mathew Keck from | 
|a vice-presidency of Borg-Warner 








SIMPLIFY* 


ey 


LEO LITLE 





*According to Webster: To 
show an easier or shorter 
process or method. 





FORT STEUBEN AUTOMO- 
TIVE PARTS BINS are the 
most versatile storage units ever 
assembled. Model illustrated has 
a total of 61 openings, and 12 
drawers. The drawers have drop 
handles, label holders, and are 
furnished with drop-in dividers. 
The adjustable shelf dividers 
snap in or out, further increas- 


ing the range of utility. Models 
available in many variations up 
to 108 drawer capacity. Over- 
all dimensions of all models is 
standardized at 36” wide by 12” 
deep by 84” high. Call or wire 
collect for free catalogue or 
engineering service relative to 
your storage needs. ADDRESS 
DEPT. AN-3 


AVAILABLE AT LEADING DISTRIBUTORS EVERYWHERE 








METAL PRODUCTS COMPANY 
Follansbee W. Virginia * Phone Follansbee W.Va. 522 
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The auto industry puts 
the most passenger car 
advertising in the Post 


PASSENGER CAR ADVERTISING « JAN.— APRIL 1956 


| PUBLISHERS INFORMATION BUREAU + CLASSIFICATION T-110 | 


RANKING MAGAZINE 








As the chart above shows, the Post holds first place for pas- 
senger car advertising and is right now increasing this margin 
of leadership. And the picture is very much the same for the 
whole field of automotive advertising. 

There are many reasons for this overwhelming vote of con- 
fidence for the Post. It reaches the best prospects for new cars. 
It is the place where they have come to expect America’s 
yearly auto show. And it exerts an influence on the family’s 
living and buying habits that no other magazine or advertising 
medium has ever been able to equal! 


The Saturday Evening Post | 146 | $825,302 

oe ee 

$144,565 
The New Yorker 
7th) U.S. News & World Report 


68 
ta 
ethtook | AB 


PAGES GAIN IN REVENUE* 





$698,931 


$42,999 
$394,020 
$92,924 
$468,626 


*As compared with the same period in 1955 





The Saturday Evening 


POST 





—gets to the heart of America 
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WRONG! 
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In the 8-county Buffalo market, 3 large 
chains do the bulk of $451,189,000 an- 
nual grocery business. 52% of their 
advertising appears in the Courier- 
Express! And it’s run Thursday morn- 
ings...the first announcement of their 
specials and prices for the week-end. 

The proven power of the Courier- 
Express in moving goods to pantry 
shelves and refrigerators is closely 
associated with outstanding food and 
women’s feature pages which appear 
every day in the year. The Courier- 
Express conditions women’s minds to 
be receptive to your products. 

Use it daily to get more advertising 
for your dollar concentrated on those 
with more money to spend among the 
458,000 families in Western New 
York. Use the Sunday Courier-Express 
for maximum coverage. It is the 
state’s largest newspaper outside of 
Manhattan. 


ROP COLOR available daily 
and Sunday. 


BUFFALO COURIER-EXPRESS 


REPRESENTATIVES: SCOLARO, MEEKER & SCOTT 
Paciric Coast: DoyLe & HAWLEY 





PUT YOUR USED CARS IN SHAPE ! 


Don't miss a sale because you failed to install tailored-to-fit 


your Plymouth trade-ins . . 





Tailored Trunk, Mat No. RM-6 in 
1949-52 PLYMOUTH 


rear floor and trunk mats, It takes just a few minutes to clean up 
. only costs a few dollafs. Order 


today from your favorite specialty jobber. 
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stations of 
System, Inc., now are renting autos 
on credit to holders of charge cards 


News to Note... 


Auto World in Brief 


ST. LOUIS. 


National Car 


issued by Trip Charge, Inc. 
Trip Charge will handle the bill- 


ings. 


* 


Wisconsin Physicians Urged 


To Install Seat Belts 


MILWAUKEE. — The Wiscon- 
sin State Medical Society has 
been urged to sponsor a cam- 
paign to get the state’s 3,300 
doctors to install seat belts in 
their cars. 

The suggestion was made by 
Dr. Ervin L. Bernhart, Milwau- 
kee, retiring president of the 


society. 
* ed * 


Motor-Fuel Consumption 


Soars to New Record 
NEW YORK. - 








More than 350| group then followed a _ supervised | 
Rental | route, nearly two miles long, wind- 
ing through all divisions and de- 
| partments of the filter plant. Along 
| the way were especially prepared 
| displays. 

| Following the plant tour, refresh- | 
|} ments were served in the company | 
| dining room, 


* * * 


Dynel Overlays Improve 
Laminates’ 


Resistance 
NEW YORK. 


Carbide and Carbon Corp. 


The new process utilizes a sur- 
face veil or overlay of Dynel fabric 
|}on either or both sides of lamin- 
is a fiber produced 
Consumption of | from a copolymer of vinyl chloride 


ates. Dynel 


|motor fuel rose to an alltime high|@nd acrylonitrile. 


' 


| 


of 54.3 billion gallons in 1955, | 


according to the American Pe- 
troleum Institute. 

The annual summary 
that 19 states are consuming a bil- 


lion or more gallons per year. 
= x 


* 


Hennessy Completes Move 


To New Western Office 
LOS ANGELES.—Jack P. Hen- 


}nessy Co., automotive equipment 
sales organization, has officially 
opened its new Western division 
| Offices and warehouse at 3453 Ca- 
huenga Blvd. 

Offices formerly were in Van 
Nuys, Calif. 


* * 


Firestone Styrene Plant 


To Be Built in Texas 


ORANGE, Tex. — Firestone 
Tire & Rubber Co. will build a 
75,000-ton-capacity styrene plant 
at its 1,000-acre petrochemical 
manufacturing center near here, 
Harvey 8S. Firestone jr., chair- 
man, announced last week. 

Firestone said the new plant 
will be located adjacent to the 
company’s recently announced 
40,000-ton-capacity butadiene 
manufacturing plant, scheduled 
for operation early in 1958. 


Sports Car Club Cancels 


Races at Watkins Glen 
WESTPORT, Conn. 


- The Sports | 
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Car Club of America announced 


it has cancelled the 1956 Watkins 


| Glen races. 


The club said the Watkins Glen 
| Grand Prix Corp. failed to meet its 
| requirements for driver and spec- 
|tator safety. 


* 


FBI Arrests Nine Men 


In Ky. Auto Theft Ring 


| 


LOUISVILLE. — The Federal 
Bureau of Investigation has 
announced the arrest of nine men 
in connection with a sizable auto 
theft ring. 

Tom J. Gearty, special agent in 
charge of the Louisville FBI 
office, said his men had been 
working on the case for more 
than two months and that he has 
evidence that 16 cars have been 
stolen by the group. 

* BS * 


* 


Wooster Drops Line 


WOOSTER, O. — Wooster Rub- 
ber Co. has discontinued produc- 
tion of many of its commercial 
products for hotel, restaurant and 
institutional use. The step was 
taken to provide additional manu- 
facturing facilities for automotive 
and houseware products, the com- 
pany said. 

* * * 


2,000 Tour Purolator Plant 
On First ‘Family Day’ 

RAHWAY, N.:J. — Nearly 2,000 
employes and their families and 
friends visited the plant and 
general offices of Purolator Prod- 
ucts, Inc., on the first celebration 
of “Family Day.” 

James D. Abeles, Purolator presi- 
dent, and S. E. Cooper, director 
of industrial relations, greeted each 
arrival at the main entrance. Each 





* * 2 


Cleveland Cap Leases 


showed | Plant to GM’s Euclid 


Cleveland Cap 
| Screw Co. has leased its Plant No. 
2, one-story brick building on E. 
Seventy-Ninth St. here to the Euc- 


CLEVELAND. 


— A new method 
|of improving the resistance of low- 
| pressure glass-reinforced laminates 
| to chemicals and abrasion has been 
announced by Carbide & Carbon 
| Chemicals Co., a division of Union 








(Continued from Page 10) 
General 
Sept. 21-29 — International Commercial 
Motor Transport Show, Earls Court, 
London, England. 
Oct. 4-14 — Paris Auto Show, Grand 
Palais, Paris, 
Oct. 10-12 — National Transportation 


Meeting, Society of Automotive Engi- 


neers, Hotel New Yorker, New York. 
Oct. 17-27 — International Motor Show, 
Earls Court, London, England. 


Oct. 22-26—National Industr 
& Management Conferences, 
Artillery Armory, Detroit. 

Oct. 22-26—44th National Safety Congress 
and Exposition, Conrad Hilton, Congress, 
Morrison and LaSalle Hotels, Chicago. 

Oct. 23-25—!!th Annual National Protec- 
tive Packaging and Materials Handling 
Exposition, Kiel Auditorium, St. Louis 

Nov. 1I-12—National Diesel Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake, Chicago. 

Nov. 7-9—American Finance Conference 
Convention, Hotel Commodore, New 
York. 

Nov. 8-9—National Fuels and Lubricants 
ie Society of Automotive Engi- 
neers, The Mayo, Tulsa. 

Dec. 2-4—Third Annual Auto Trim Show, 
Sherman Hotel, Chicago. 


al Exposition 
Detroit 


Dec. 9-li—Automotive Warehouse Dis- 
tributors Assn., Inc... Membership Meet- 
ing and Conference. Palmer House, 
Chicago. 

Dec. 28-Jan. 6—Annusal Upper Midwest 
Auto Show, Minneapolis Auditorium, 
Minneapolis. 

Jan. 14-18—Annual ee Society of 
Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 


Jan.—Sixteenth Annual Convention, Truck- 
Trailer Manufacturers Assn. Hotel Del 
Coronado, San Diego, Calif. 

Feb. 4-7— National Automotive Acces- 
sories Manufacturers of America Expo- 
sition, New York Coliseum, New York. 





— 


lid division of General Motors Corp, 


Cleveland Cap’s hot-heading de. 


partment was moved from the 
plant and installed in a finished 
area in the company’s $4,500,000 


plant now being completed in 
southeast Cleveland. 
* cs * 


Heckethorn Mfg. to Build 


Plant in Tennessee 

DYERSBURG, Tenn. — Con- 
struction of a $1,000,000 automo- 
tive products manufacturing plant 
here has been announced by 
Heckelthorn Mfg. & Supply Co, 
Littleton, Colo. 

The new plant will be of one- 
story construction and modern 
design on a 38-acre site. It is ad- 
jacent to the Illinois Central Rail- 
road, U. S. Highway 51 and State 
Highway 20, about 15 miles from 
the Mississippi River. 

* 3 * 


|2 Garage Owners Accused 


In Kentucky Finance Fraud 
STANFORD, Ky.—M. G. Thomp- 
son and K. R. Gordon, partners in 
a Stanford garage, have been 
accused of swindling a loan com- 
pany by obtaining financing on 


| nonexistent automobiles. 


Gilbert M. Wilson, Garrard 


| County attorney, said the alleged 


swindle involved about $30,000. 


Calif. Grinding Wheel Plant 


Is Dedicated by Norton 


SANTA CLARA, Calif.—A three- 
| day open-house program marked 
| the official opening of Norton Co.’s 
new grinding wheel plant here. The 
| plant employs 80 persons. 


December. 


facturing began last 
* * * 


Firm Credits Safety Belts 
With Saving 2 in Crash 
CHICAGO. — Northern Illinois 
Gas Co., which operates more 
than 400 cars, had auto safety 
belts installed seven months be- 
fore an occasion to test their 
usefulness presented itself. 
Then, in a crash near Morris, 
Ill., the company said the belts 
proved their worth, saving two 
employees from serious injury or 
possible death. Traveling in a 
two-door sedan, Ed Culp, driver, 
and Pat Warrick, his passenger, 
suddenly hit a section of “patch” 
ice on an otherwise dry highway. 
The vehicle veered across the 
road, hit and jumped a concrete 
culvert and spun against a tree. 
The two men emerged from the 
badly damaged automobile with 


only minor cuts and bruises. 
*. * * 


| Transmission Rebuilder 


Moves into Larger Plant 


OKLAHOMA CITY. — The auto- 
matic transmission rebuilding divi- 
|sion of Fred .Jones Mfg. Co. has 


moved from the Jones plant to a 
25-by-140-foot building at 206 W. 
Reno, according to Lewis Lee, 


company manager. 

He said the move was brought 
about by the division’s need for 
additional space. The division em- 
ploys nine men, but Lee said the 
force would be expanded to 15 when 
the plant is in full operation. _ 





Dealers Open Spring Shipping Season— 


Dodge dealers from a seven-state area converged in Duluth to pickup more thom 
150 cars and 75 trucks at the Nicholson Transit and Lake Transit docks. 
100 dealers took part in the driveaway, which marked the opening of the Great 
Lakes shipping season in that area. Dealers, above, took time out: for an excursion 


during their stay in the city.. 
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(Continued from Page 3) 
an increasingly damaging effect 
on the dealerships’ sales. 
Chapman boasts of this. 
dealers quietly admit it. 

* * * 
Dealers Black-listed 
HAPMAN 


on the “We Do Not Patronize” 


list. 

Expressing the same idea 
differently, a GM _ dealer said, 
“They’re enforcing a secondary 
boycott. They’re threatening the 
workers in the town with fines 
or loss of jobs if they buy from 
us. But some of the unions — 
the railroad unions, for instance 
— are not cooperating with the 
Teamsters and Machinists. But 
this is a pretty strong union 
town.” 

Chapman declared, “I know the 
dealers are being squeezed. 
conservatively estimate that their 
sales and service business is down 
# percent. 


The} 


We} 


“I know because I keep an ac-| 


curate list of every car and person 
that goes into one of those nine 
dealerships. That’s what we got 
those pickets out there for.” 

(In the past week, 
surrounding the Galesburg strike 
has been heightened by an out- 
break of vandalism at two of the 
struck dealerships. Thus far, there 
has been no proof that the van- 


the tension | 


dalism was union inspired and no} 


one has been arrested. 
* * x 
17 Cars Damaged 


T JEFF Good Chevrolet, 
( light bulbs filled with paint 


thinner were thrown on 11 cars,| 


destroying their paint jobs. Later, 
ted paint was thrown on six (non- 


ted) cars at Galesburg (Lincoln- 
Mercury Co.) 
When asked about this van- 


dalism, Chapman said, “I’m dis- 
tressed that anything like this 
would happen. But I 
it cost me any sleep. 
coincidence unconnected with 
the strike. 

“A few days ago one of our 
pickets died and was buried. This 
was another coincidence uncon- 
nected with the strike. But I didn’t 
blame the dealers for this. 

“Yet, one of those dealers called 





Munn 


(Continued from Page 3) 


be the old fashioned way of doing 
business but it is still the best. 
Years of automotive sales experi- 
ence back this statement and Bob 
Eddy Buick’s customers have ex- 
pressed it to their friends and to us. 


It is an honor to be associated with 


Bob Eddy Buick and it is a privilege 


to thank the thousands of custom- 
ers and friends who know and tell 
others that Bob Eddy gives the best 
value in a new Buick. The entire 
tales staff at Bob Eddy Buick Co. 
invites you to see the new Buicks 
today in their brand-new exciting 
Spring colors. 
BOB EDDY BUICK CoO. 


1201-1215 
Monroe St. 
Ch. 1-3165 





Conferees Reach Accord 


On Highway Measure 


WASHINGTON. — A Congres- 
sional conference committee 
reached agreement last week on a 
Tecord $33,400,000,000 road-building 
Program. The Senate-approved 
plan for distributing funds among 
States was accepted by the com- 
mittee. 


The conferees rejected « contro- 
Versial provision requiring pay- 
ment of locally prevailing wages 
on interstate highway work. 
Wage rates set by the Secretary 
of Labor would have been sub- 
jected to court review, under this 
clause. 








don’t let | 
It was a | 





How Unionist Looks at Dealers .. . 


Shop Organizer Speaks Out 


the news- | 





me a Communist in 


paper.” 


AUTOMOTIVE NEWS, JUNE 25, 1956 


When asked where he resided, | 


the Custer Hotel in Galesburg and 
“the manager there doesn’t con- 
sider me a Communist. He’s very 
happy to take my money.” 

* * * 


Will Members Stick? 
HAPMAN was then asked if his 


reported that the} 
Galesburg Trades and Labor| 
Assembly has placed the dealers | 


|onto employes in the Galesburg 
dealerships even if they are per- 
suaded to join the unions against 
their will. 

He replied, “We don’t worry 
|about that. All kinds of organiza- 
tions have trouble hanging on to 
their members. Some guys even 
|}have trouble hanging on to their 
| wives. But that doesn’t stop people 
| from marrying.” 

Chapman said that his union 
was not interested in organizing 
auto salesmen. He said the only 
other dealership organizing drive 












Chapman said he was staying at| reported last week that the Illinois 


union would be able to hang|W'th the token picket 


Rely on Rollers 


Speedometer Checked 


Without Removal 


PORTLAND, Ore. — A method} 
of checking a car or truck speed- 
ometer without removing it from) 
the vehicle has been developed by'| 
|Instrument Sales & Service, ac-| 
cording to Jess Roseberry, presi- 
dent. 


that he knows of at present is in 
Springfield, Ill, 
Meanwhile, one Galesburg dealer 


Automotive Trade Assn. had 


called a special meeting to look : : 
into the situation. Vehicles are driven onto rollers 


He said that there were no major | 8¢t into concrete on the firm’s park- 
changes in the situation, with most |ing lot. Technicians then are able) 
of the workmen in every dealer-|to check the speedometer mechan-| 
ship reporting to their jobs and | ism, Roseberry said. 
lines con-| “When the speedometer is re- 

moved and checked against shop 
|instruments,” Roseberry said, “the 
technician must allow for tire and 
| drive errors. In our method there 





tinuing. 
* * * 


Dealers Expect Help 


E DECLARED, “We think we 

should get some help from | 
NADA and from the factories. All 
this trouble is being caused by no} 
more than 23 of our former em- 
ployes — mostly incompetents. The | 
union had only signed up two men | 
at our place and one of those has 
left town, leaving only one man to} 
picket us.” 

In Seattle, 400 members of the 
Automobile Drivers & Demon- 


strators Union have ratified new 
contracts granting a wage in- 
crease and a pension plan. The 
contracts are with the Seattle 
Automobile Dealers Assn. and 
the Seattle Automotive Equip- 
ment Supply Assn. 

The contracts call for a 7's-cent 
hourly increase retroactive to May 
1 and a pension plan next year 
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‘that will cost employers 10 cents 
an hour for each employe. 

The Chicago Auto Salesmen's 
Union has withdrawn unfair labor 


|}practice charges against four 


lost recent elections, 
*~ * £ 


Unions Win 2 of 3 Polls 
VIDENCE of further’ union 
activity in eastern dealerships 


dealers who 


is indicated by the following 
National Labor Relations Board 

} election results: 
1. Backshop employes at Lee 


Motors Queens, Forest Hills, N. Y., 


| voted 8-2 in favor of Local 259 of 


the Auto Aircraft Workers Union. 
2. Salesmen at Kenn Buick, 

Pittsburgh, voted 20-1 in favor 
of Local 926 of the Teamsters 
Union. 

3. Salesmen 
voted 11-1 against 
the Teamsters Union. 

Meanwhile, the steel wage nego- 
tiations entered the crucial stage 
last week with both sides dead- 
locked on key contract issues and 
many insiders predicting that a 
crippling strike was “more than 
a possibility” as the contract expi- 
ration date nears. The pact runs 
out June 30 (next Saturday). 


at Kamin Chevrolet 
Local 926 of 


Dollars work three times as 


hard, when 
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HURRY! Dealerships limited 





THE HOWARD ZINK CORPORATION + Fremo 


Please have your representative call with 


stand there's no obligation, of course. 


Name. 


Store 


Low Inventory Plan and the 1956 Howard Zink line. | under- 


you sell Howard Zink 


seat covers. Reason is the sensational 
new 1956 Low INVENTORY PLAN 

for selling more seat covers 

on just one-third of your 


ntory. 


Changes and consolidations in 


design make this 


amazing plan possible. Restyling and 


Is keep pace with 


interior design of late-model cars, 


er fits more cars 


better than ever before. 


You figure the profits. Remember, 
you'll sell top quality covers 


ice range and complete 


selection of popular fabrics, 
colors and patterns. And, you'll 


rd the money 
inventory. 


is Low Inventory Plan, 
ing and sales aids 


and other features of the 1956 


k line. Mail 
for full details. 


in some areas 










nt, Ohio 





full details on the 












Address. 













City 


Fremont, Ohio * Passaic, N. J. * Long Beach, Cali 


i a 








AN-6 






f, * Charleston, Miss. 
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The Washington Viewpoint .. . 


Monroney Bill Objections Score 


By William Ullman 


Washington Correspondent 
ASHINGTON. The forceful 
factory objections to some 

portions of the Monroney bill can- 
not be shrugged away, even by 
proponents of some sort of legisla- 
tion to help dealers. 

The most telling arguments 
were directed against that clause 
which would, first, require 
dealers to offer cars back to 
their manufacturer before boot- 
legging them and, second, force 


the manufacturer to buy them 
if he could afford it. 

This is the core of the manu- 
facturers’ objection: “We try to 


predict accurately the number of 
cars the market will absorb, and 
base our production on these pre- 
dictions. 

“Advance estimates by dealers 
form a part of our forecasting. 
But a dealer doesn’t have to stick 
by his original estimate when it 


Fast-Selling Safety ’ 


comes time to order. He can order 
fewer cars if he wishes. 
oe procedure adds enough 
uncertainty’ to our business, 
without making us liable for the 
ordering mistakes of dealers, too. 
We sell a car to a dealer at a 
wholesale price so that he can 
make a profit on it at retail. 

“Why shouldn’t he suffer some 
risk in return for this privilege? 
What the Monroney bill does, in 
effect, is guarantee the dealer a 
profit if he sells the car, while 
eliminating his chance for loss 
if he doesn’t.” 

Actually, the Monroney bill does 
not quite do that. Its intent, at any 
rate, is for the dealer to suffer 
some loss when he sells the sur- 
plus cars back to the factory. 
This loss, it was thought, would 
be enough to deter dealers from 
ordering capriciously. 

One cannot help remembering, 
however, that Frederick J. Bell, 


“Extra’’... 


Houser's SAFETY DOOR LOCK yo 





i 00% EFFECTIVE Keeps 


children safe while riding 


Pkd. 6 Pair 


DISPLAY 
CARD 


minutes. 





$5.66 per Card 
of 6 pair 
(Specify moke 
of car) 





on Colorful Cash in on growing demand for safety! 
Clever HOUSER Safety Door Locks re- 
place rear door handles, prevent open- 
ing from inside. Just SNAP them on in 
MONEY - BACK GUARANTEE! 


HOUSER wren 


ENGINEERING & MFG., INC. 






Retail at 
$457 


per pair 


Only 2 Styles 
Fit all Popular 
4-Door Cars 







Ask your 
Jobber or 
Order Direct: 








Indiana 






] NADA _ executive vice-president, 
|told a television audience recently 
| that dealer inventories were twice 
|what they should be. 


* * 


F THE Monroney bill became 
law, suppose 450,000 cars were} 
turned back to factories during 


|the 1956 spring sales slump. What 


on earth would they do with them? | 


As Ford’s William Gossett ex- 


claimed during the Senate hear- 
ings, “After all, we can’t eat 
them.” 


The Ford witnesses pointed out 
that while a _ swollen’ inventory 


certainly presented a problem for | 
dealers, there was a big difference | 
between finding room for thousands | 


of extra cars at 7,000 dealerships 
around the country and finding 
room for them at Dearborn. 

If surplus cars drove some 
dealers into shady bootlegging 
pastimes, just imagine, 
hinted, the 
industry into which an overstocked 
factory might be drawn. 

The Department of Agricul- 
ture, of course, has gone into 
a surplus storage business of its 
own since the war, and that hasn’t 
worked out very well. 

3ut it’s possible that 
Flint and Dearborn, stuck with 
400,000 surplus cars, might have 


to go into a storage business that | 


would make the stocks of the 
Commodity Credit Corporation 
seem puny by comparison. 


( NE Capitol wit has suggested | 
a solution for the factories if 
the Monroney bill becomes law. 
Ford and General Motors could | 


make a deal with Agriculture, and 
rent the space in surplus cars and 
trucks for surplus wheat storage. 

Such an arrangement might be 
extremely attractive 
for it has already 








Here’s the most effective, low-cost lock nut 


Seal out Water, Dirt and Dust 


when fastening 


emblems, moldings and handles 
on rear deck, quarter panels, 
rear fenders, roof, etc. 


SEALER TYPE 


aU 


Trademark 


WASHER LOCK NUTS 


SEALING 
COMPOUND 
















Write for free samples, details 
sizes, prices. 


The PALNUT Company 


47 Gien Road, Mountainside, N. J. 


Regional Sales Office. 
748 West Eight Mile Road 
Detroit 20, Mich. 






washer, a flat 
washer in a 
Essentially 


silient, clean 


teners. 


clearance hole. 


Bonded sealer 


















these 
Washer-Type fasteners with a re- 


ADVANTAGES 


Positive sealing. As nut is tightened, 
hollow hex design forces 
around screw threads and into stud 


Maximum thread sealing. Hollow hex, 
single-thread design allows several 
threads to be sealed. 


come off during shipment or assembly. 


Easy starting. Sealer does not bind 
in the threads; permits finger starting. 


Resilient locking action avoids stud 
damage and body dimpling. 


to 






















PALNUT Sealer-Type fasteners com- 
bine the functions of a nut, a lock 


washer and a sealer 
one-piece fastener. 
are PALNUT 


plastisol compound 


bonded securely to the washer face. 
Body enclosures 
sealed against water and dust seep- 
age. Significant cost savings and 
high speed assembly are achieved 
with PALNUT Sealer-Type Fas- 


are effectively 
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does not distort or 


Ford} 
mammoth bootlegging | 


to the CCC,}| 
_filled all the} 








old Victory Ships with grain and 
is pouring its surplus into giant 
tents and pre-fab warehouses. 

But if the wheat were stored 
in motor vehicles, and CCC sold 
a quantity of it to Pakistan, 
factory personnel could drive the 
grain directly to the piers for 
loading. 

Administration opposition to the 
bill has nothing to do with worries 
over surplus storage. The Depart- 
ment of Justice said in effect that 
you must not decree by law that 


dealers can’t sell cars to _ boot- 
leggers. 

If one dealer in Kansas City 
refuses to sell to a _ bootlegger, 
that’s his business. But if all 
dealers, through concerted action, 
refuse to sell to their friends on 


the open air lots, that’s a hovcott, 
says Justice. 
N SHORT, the Government 
sticks to its traditional position 
as far as all the auto bills are 


MEWA Frowns 
On Merger Idea 


Objects to Proposal 
For Joint Council 


NEW YORK. The Motor @ 
Equipment Manufacturers Aggn, 
here has issued a statement which 
is cool to the merger proposal sug- 
gested by the Motor & Equipment 
Wholesalers Assn. 

The MEWA suggested dissolution 
of the National Standard Parts 
Assn., MEWA and MEMA and for- 


‘toation of two autonomous associg- 


concerned. If the franchised dealer! 


economic value to the 
new-car buyer, as opposed to the 
value of the supermarket opero- 
tor, that value is going to have 
to be proved in the free, unshakled 


has real 


marketplace. 


If enough customers think they 
get a better deal from a used-car 
lot, the government believes they 


| have a right to buy their autcmo- 


Detroit, | 





| NADA's blessing, Ford thinks 


biles there. It refuses to sanction 
any law which freezes one method 
of distribution and 
another. 

Franchised dealers and NADA 
long have contended that people 
who buy from bootleg lots don’t 
really save any money. They have 


are the preferrd source for all 
automotive services. 
Should the _ anti-bootlegging 


section of the Monroney bill fail 
to make the grade, as seems 
likely, NADA and its members 
are going to have to find some 
way to prove their worth to the 
public without the help of Con- 
gress. They'll have to do a major 
public relations and selling job 


instead of a lobbying job. 
Meanwhile, the Bennett bill to 
permit dealers to issue new-car 


warranties instead of factories has 
not yet gone down for the full 
count. Although it doesn’t have 
it 
has possibilities. GM doesn’t think 
it is necessary, but offered no real 
objections. Of the factories, in 
fact, only Chrysler didn’t like the 
sound of it. 

If the going gets too rough for 


the Monroney bill, it’s possible 
some dealer spokesmen might 
| switch their bets to the Bennett 


entry. Except for this measure, 


| however, all other dark horse bills 


have been scratched, with dealers, 
factories and the Government re- 
fusing to back them. 


Goodyear, Goodrich Settle 


‘Blowout’ Suit for $35,000 


SAN ANTONIO.—Goodyear Tire 
& Rubber Co. and B. F. Goodrich 
Rubber Co. have agreed to settle a 
$55,000 suit brought by Harris Pen- 
ner and his three children for 
$35,000. 

Penner’s wife was killed and he 
and the three children were injured 
last July 30 when two rear tires on 
his car blew out almost simultan- 
eously while the family was on a 
vacation trip. 


| 


tions—one for wholesalers, one for 
manufacturers. 

The NSPA has opposed the 
MEWA suggestion saying it calls 
for “complete liquidation of NSPA, 
its ideals, its principles and renders 
impossible any further accomplish- 
ment . that can only be attained 


'by a dual type vf association.” 


outlaws| 


, also argued that franchised dealers | 


MtsWA's plan called for an “ad- 
visory council” with no authority, 
consisting of an equal number of 
jobbers and manufacturers. This 
was the point objected to by MEMA, 
which said similar measures had 
faiied in the past 25 years because 
all had embodied the council idea. 

“The better objective,” MEMA 
said, “is to set up a wholly inde- 
pendent manufacturer and an 
equally independent wholesaler as- 
sociation. 

“Then as specific and clearly out- 
lined matters of mutual interest 
arise, have the supplier and jobber 
associations appoint a qualified 
joint committee to study and report 
on that specific subject and so soon 
as each joint committee has sub- 
mitted its report, that committee 
will automatically disband,” MEMA 
said. 

In this way, MEWA added, there 
could be no question respecting the 
genuine autonomy of each such 
organization—“a practical arrange- 
ment that should avoid waste of 
time and energy, make for im- 
proved economy and activities and 
in all other ways benefit the in- 
dustry.” 


DeWitt Settles 
$300,000 Judgment 
For $160,000 


CLEVELAND. The $300,000 
judgment against DeWitt Motor Co. 
(Dodge-Plymouth), Akron, in an 
auto-injury case will be settled for 
$160,000, according to Craig Span- 
genburg, attorney for the mother 
ef Carl Berry, 8, who was paralyzed 
in all four limbs as a result of the 
accident. 


Mrs. Berry had sued for $1 mil- 
lion in the accident which occurred 
June 24, 1955. The child was struck 
in the driveway of his home by a 
car driven by a DeWitt salesman. 

Spangenberg said he will drop the 
bankruptcy proceedings 
filed against the dealership in Fed 
eral Court here. 


It was reported that settlement 
would consist of a $115,000 payment 
now and three annual payments of 
$15,000. The first $100,000 is insur- 
ance money and the rest will be 
paid by the dealership. 























Britain's Mobile Exhibit and School— 


Great Britain's Production Engineering Research Assn. has been using this mobile 
demonstration unit to teach workers about modern production methods. The tractor 
vehicle is designed to serve as a 24-seat movie and lecture theatre, while the 


trailer is a demonstration-exhibition 


room. 


The projection room is in the dome 


over the driver's cab. Sixty feet in length, the unit has traveled over 6,000 miles 


visiting factories in Britain. 


he had, 
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ansing Dealers Protest ... 


Olds Dealer Facing 
Quiz in Cadillac Sale 


By Kenneth Harkness 
Staff Correspondent 





one was sold out of the state and 
the other seven were returned to 


LANSING. Story Oldsmobile,| the rental firm, 

Inc, has come under fire for! The situation arose in April. On 
reportedly advertising and offer-| Apr. 17, the Lansing dealer associ- 
ing for sale allegedly new Cad-| ation wired James Hare, Michigan 
jlacs without a Cadillac franchise.| secretary of state, requesting an 


investigation. 
The wire said in part: “It has 
been brought to our attention that 


A hearing in the case has been 
scheduled for Thursday (June 
28) by the Motor Vehicle Divi- 
sion of the Michigan secretary 





’, office Story Oldsmobile, Inc., may be 
od _—— ye ‘quested by|in direct violation of the Michi- 
The inquiry was bile ‘Trendaae gan Motor Vehicle Code by obtain- 
od gaye fies i F H |ing and offering for sale new auto- 
ee, alg eT aaetiiek k Co. mobiles other than those covered 
nes. a ‘| by their franchise. 
re charges that Story “We request immediate investi- 
took delivery through Cadillac of a. a cae ana the 
new 1956 driveaways and offered aw Bast ease of any viclation. 
them for sale in Lansing. He Copies of the wire were sent 
emphasized that he is not charg- _to Jack F. Wolfram and Don E. 
ing the factory with selling cars 
to Story. 

Story Oldsmobile has denied the 

charges. Karl Story, president, 

told Automotive News his company 

purchased eight Cadillacs from a 

car-rental firm in Miami os 

had bought them through a iami : 

dealer. He said the cars were ~My anne 

aceon in Detroit and driven COLUMBUS, 0. — Roger Dean 
; - can ae eee Chevrolet Inc., a stormy petrel of 
None of the ae ae . the Columbus automotive scene, has 

Michigan, Story said. He said been slapped on the wrist by! 


the Ohio Dealer's and Salesmen’s | 


Licensing Board. 


Prosecutor Opens 
Probe of Detroit 
Used-Car Loans 


DETROIT. Gerald K. O’Brien, 
Wayne County prosecutor, has 
commenced an_ investigation of 
used-car financing at reported 
rates of up to 24 percent annually. 

O'Brien said he was acting on 
a “rash of complaints.” He said 
the complaints indicated that some 
used-car lots have been turning 
to small loan companies to get 
around the 12 percent interest limi- 
tation in the state law. 

These firms, often called “signa- 
ture” companies, operate under the 
small loans act which permits 
them to lend individuals up to $300 
without collateral at interest rates 


uled for April and finally held in 
June, the board found Dean guilty 
of violating the State’s auto-dealer 
license laws. The firm’s license 
was suspended for 90 days. 

Then the board suspended the 
suspension and placed Dean on pro- 
bation for 90 days. 

W. A. Brandenburg, Mansfield 
Chevrolet dealer and president of 
the licensing board, said the board 
decided to hold the suspension in 
abeyance because publicity already 
had inflicted severe punishment on 
Dean. 

Declaring that the 
Dean had violated the law, 
Brandenburg continued: “However, 
consideration must be given to the 
fact that the dealer has been tried 
in the newspapers for the last sev- 
eral weeks his business has 


board felt 


as high as 24 percent. suffered as a result.” 7 
O’Brien said the used-car pur- Brandenburg further explained, 
thaser owing up to $300 on the| “It is not the purpose of this 
tar is directed to a small Ican| board to put a dealer out of busi- 
firm by the lot operator. He comes| MeSS; but rather, wherever 
tearing the motor and serial num- | possible, to help correct any out- 
bers of the car, and on the basis| f-line conditions so that in the 
of this information the firm gives| pon ithe public will be better 
é snec ayé » c e or- 7 - bo 
ay eee = . The law provides for appeals to 
A ._ | the courts, but Dean said he would | 
Endorsement of the check, in| confer with his counsel on further | 
afect, transfers the money to the| action. He said he felt the board’s| 
Used-car lot operator. The trans-| action really was a vindication of 
action, in O’Brien’s opinion, gives | him. 


the small loan company a lien on| 
the car and brings the trans- 
action under the used-car loan act 

hich limits interest to 12 percent. 


Annex Under Way 
For Amphitheater 


CHICAGO. — Construction cf a 
112,000-square-foot, one-story addi- 
tion to the International Amphi- 


“probably the most difficult” 
board ever has had to decide. 

He said some witnesses had left 
the state, other complainants had 
rescinded their statements and 
others had settled their differences 
with Dean. 

Complaints against Dean included 
misleading advertising and failure 
to furnish completely filled-out 
purchase orders. 

The advertising difficulty 


Brandenburg called the case 
the 





theater, scene of Chicago’s auto! <temmed from a Dean offer of 
shows, was scheduled to begin last| 599 gallons of gas with each pur- 
Week. chase of a 1956 Chevrolet. Several 
Completion of the new structure,| buyers charged they were refused 
Which will adjoin the Amphi-| the gas. 
Meater’s exhibition hall cn _ the Company representatives testified | 
Mouth, is planned in time to ac-| such buyers received $125 higher 


fommodate the American Road 

Builders Assn.’s road show next 

Wanuary. 

| It was not determined whether 
he additional space will be used 
br or completed in time for the 
icago auto show next January. 


tradein allowances in lieu of the! 
gasoline after expressing a prefer- 
ence for the longer deal. 

Another advertising complaint | 
concerned an offer of $1,000 for a 
1951 Chevrolet when traded on a 
1956 model. William Lowe testified 
he had been offered only $800, but 
his testimony was thrown out after 
Dean’s lawyers revealed that Lowe 


Kearns, Cc ‘oberly Lauded 


~LOS ANGELES. The Los 
Angeles Lincoln-Mercury Dealers 
Assn. has awarded silver trays to 
two board members in apprecia- 
tion of their services to the organ- 
Bation. Recipients were Henry 
Kearns, San Gabriel Valley Motors, 
and J. E. Coberly sr., Coberly 
Motors, Los Angeles. 


the '51 Chevrolet. 

The witnesses who appeared at 
the day-long hearing did not 
present a clear-cut case against 
Dean, Brandenburg said. 

But, Brandenburg added. “It is 
clear that the dealer did use mis- | 
leading advertising. Now that may! 
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Ohio Board Suspends Dean, | 
Then Gives Him Probation 


In a hearing originally sched- | 


| 


was a shopper and did not own), 


| denburg said, 


ever satisfy them completely.” 





Ahrens, Oldsmobile and Cadillac 
general managers, respectively, 
and to Ivan L. Wiles, General 


lacs taken directly from Cadillac 
| factory by Story Oldsmobile, Inc., 
| who are unauthorized dealers that 
Motors dealer relations execu- |line and who advertised and 
tive vice-president. offered for sale at retail and also 
Oldsmobile and Cadillac declined | at dealers’ auction sales the new 
to comment on the case. An Olds- | Cadillac automobiles.” 


mobile spokesman said his divi- | . = se 

cone have an observer at the | Michigan to Crack Down 
McClintock in April dispatched | On Illicit New-Car Sales 

two wires of protest to Wiles. | LANSING The Michigan Sec- 

Earlier this month he sent one to | a 


retary of State’s office was author- 


ne ized last week to suspend the li- 


S. Mike Monroney. 


In one telegram to Wiles, Mc- 
Clintock complained that three | censes of used-car dealers caught 
1956 Cadillacs had turned up at| selling new cars. 
the Owosso (Mich.) Auto Auction,| Attorney General Thomas M. 
a dealer auction. McClintock} Kavanagh informed Secretary of 
mentioned serial numbers. State James M. Hare that “if it 


He said he bid in one of the 
ears but said he_ refused it 
“when proper title was not avail- 
able.” He alleged: “Above Cadil- 
lacs were delivered to Story 
Oldsmobile from Cadillac 
factory, Detroit, for driveaway, 
their dealer plates, earlier in the 
month.” 

To Monroney, 
tioned the 
said: 

“Complaint 


is found by you that the dealer has 
violated any of the licensing pro- 
visions, it is the duty of the sec- 
retary of state to take appropriate 
action to suspend or revoke the 
license of such dealer.” 

Kavanagh then pointed out that 
the licensing provisions provide 
that “new and used car dealers 
are required to be licensed and a 
| used-car dealer may not be author- 
Cadil- | ized to sell ‘new’ cars. 


McClintock men- 
scheduled hearing and 


involves new 








or may not have been his intent, 
but obviously it was misleading.” 

Brandenburg digressed to point 
out that misleading advertising, 
particularly offers of anything 
free, attract the people least able 
to take care of themselves in a 
business deal. 

“Because they have been attracted 
by that type of advertising,” Bran- 
“it is doubtful in the 
opinion of the board whether any- 
thing the dealer could do would 





‘Cleveland YEX 


Hears Williams 


CLEVELAND. 
young dealership officials attended 
a “get-acquainted” meeting of the 


— Forty-five 


Young Executives Group of the 
Cleveland Automobile Dealers 
Assn. 


Birkett L. Williams, Cleveland 
Ford dealer and NADA secretary, 
told them they are destined to 
play an important role in NADA’s 
future, and Sam Marshall, CADA 
president, stressed the necessity of 
good management in the automo- 
tive field. 

The group discussed 
topics for future 
them were 
cost to 


suggested 
meetings. Among 
“How much does it 
write a repair order?” 
“Better ways to train sales per- 
sonnel” and “How much cost is 
involved in selling a new or used 
car?” 

Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 






















COMMERCIAL MUSEUM, PHILADELPHIA 
Novemiper 10 to 17, 1956 





















FOR FULL 
EXHIBIT 





















60 


AUTOMOTIVE NEWS, JUNE 25, 1956 


Survey Finds No Change from Last Month . . . 
New-Car Sales on Even Keel 


(Continued from Page 1) 


dealers in Miami said there is no 
seasonal pickup in that area—with 
spring and summer sales depending 
largely on local vacationers who buy 
new cars before starting on trips. 

“Average” sales were reported 
in Minneapolis, where some deal- 
ers said they are being hurt as a 
result of a salesmen’s strike in 
May. 

Little or no pickup was reported 
in Seattle. 

“Definitely no sales pickup” was 
reported by the majority of Chi- 
cago dealers. One dealer in a vol- 
ume line said business was running 
50 percent below May. 

There has been “some pickup” 
in June, said Denver dealers, with 
estimates of the advance ranging 
from 17 to 25 percent. 

A few Denver retailers, however, 
report June running below May. 

> * * 

S TO the sales outlook for the 
last half of 1956, the national 
consensus is for a tight summer 
with a good final quarter. Some see 
a mild boom coinciding with the in- 
troduction of new models and ex- 
pect it to continue well into 1957. 

Denver dealers expect business 
to stay pretty much as it has been 
so far in 1956. None anticipated a 
worsening. 

Chicago dealers disagreed in their 
assessment of the last half of this 
year. Many saw continued lessening 
of sales, with one believing sales 
would get better “because they have 
to.” 

One Chicago dealer offered this 
appraisal of 1956: “With more em- 
phasis on incentives to sell cars, 
most of us will be able to get along 
all right .. . but there will have to 
be a return to selling. 

“The automobile business has 
been suffering from the same thing 
that President Eisenhower has— 
ileitis, or some sort of digestive 
trouble. 

“Detroit wouldn't listen. They 
were figuring the market on slide 
rules, birth rates and marriage 
statistics and forgetting about the 
problem of selling one car at a 


time.” 

A FAIRLY steady summer, with a 
spurt in the fall is the picture 

of the future drawn by dealers in 

Minneapolis, Miami, Kansas City 

and Dallas. 

Seattle dealers agree, but specu- 
late on how long the expected 
beem in '57s will continue. 

The outlook for the year depends 
upon the strike settlement in Bir- 
mingham, say dealers there, and 
developments in Big Steel negotia- 
tions, say dealers in Buffalo and 
Pittsburgh. 

One pessimistic dealer in the Mid- 
west said, “I think it’s going to be 
a tough year. It's going to mean a 
hard selling job and we've got to 
keep expenses down. 

“There's no relief in sight, either. 
Maybe the new models will perk 
up business, but I think we over- 
sold the market in 1955.” 

= a * 
TLANTA dealers believe sales 
in the third quarter will run at 
a better rate than in the first half, 
but will be off 40 percent from the 
same period of last year. 

An interesting version of the 
months ahead was sketched by a 
Cincinnati Chevrolet dealer, who 
said, “June and July volume will 
be OK, but August and September 
look bad. We’re going to be hit 
hardest in those months and 
that’s the thinking of Chevrolet 
officials, too. They’re planning on 
it.” 

A Ford dealership official in the 
same city, however, said, “I think 
sales are going up... until they 
announce the new models, or 30 
days prior to introduction ... We 
expect good sales in July through 
September.” 

Most other Cincinnati dealers saw 
sales holding even until cleanup 
time. A Cadillac dealer, however, 
said, “It takes more work now to 
get the same job done. As to the 
rest of the year-—-I don’t know. I 
wish I knew. I can’t anticipate a 
few weeks ahead, let alone months.” 

Practically every dealer in Dallas 
expects improved sales in the re- 
mainder of the year. Some of the 








| Most see a good year-end situation. 


Detroit dealers see little chance 
for improvement this summer, and 
are willing to “write off 1956 as 
a bad experience.” 

A dealer association spokesman 
said Detroit retailers “hope ’57 
models will be new enough to in- 
crease buying in the fall.” 

* » o 


——” reporting satisfactory 
profits were extremely few. 
Most said that net return is pro- 
gressively shrinking, although some 
recalled that profits normally grow 
smaller in the final months of a 
model year. 

One of the exceptions to the 
pattern of reducing profits ap- 
pears to be Cincinnati, where most 
dealers re port an improvement 
over May. One dealer said profits 
rose considerably in May and are 
holding about the same this 
month — approximately $120 per 
car. 

One Cincinnati dealer in a small- 
volume line said June profits would 
double the return of May. Another 


dealer, reporting profits running 50) 


percent below year-ago levels, said 
his return was still above the na- 
tional average computed by NADA. 

Said a philosophical official in a 
volume outlet: “Our profit is con- 
siderably less than in '55, but you 
can’t set a record every year. Our 
profit is not what we'd like it to be, 
but it is OK. If it doesn’t get worse, 
we'll do all right.” 

> > * 
prcetrs were reported down 
among Seattle dealers, 
for those who have “trimmed the 
sails for rough water.” 

Poor profits, with new models 
the only salvation, was the gen- 
eral report recorded in Buffalo, 
New Orleans and Kansas City. 
Strike-affected Birmingham deal- 
ers say profit per unit is better, but 
gross profit is down because of 
sharply reduced volume. 

New York dealers say profit has 
been poor all year and is still going 
downward. They are concerned be- 
cause the majority of dealers are 
not in the black, and have no pros- 
pect of improving that condition 
with three months of “exceedingly 
poor” sales—volumwise and profit- 
wise—ahead. 

Profit. on the basis of dealer re- 
ports, has shown slight improve- 
ment in Minneapolis, although busi- 
ness is down. 

A few Chicago dealers say profit 
is up, but most reported declines— 
ranging up to 25 percent as com- 
pared with last month. One dealer 
said he hoped to increase his profit 
through the elimination of adver- 
tising in July and August. 

* > * 


ENVER dealers were unanimous 

in reporting that profits— 
hovering around 1 percent—have 
not improved. 

Furthermore, they expect even 
the one percent margin to be 
wiped out in the remaining months 
of the 1956 model year. 

Atlanta dealers said that where 
sales are holding up—in Buick, 
Pontiac, Chevrolet and Ford lines— 
profit per unit is up to $40 to $50. 

Cleveland dealers were divided 





Half and Half— 


This Chevrolet with the split personality 
is used by Downtown Chevrolet Co. Min- 
neapolis, as a dramatic display of the 
prowess of its body and paint department. 


more optimistic retailers predicted | The cor is parked on Downtown’'s used-car 
sales limited by supply, with a few) lot as a tiein with “DOOF with the MAGIC 


reporting actual shortages now., 


Touch” month. 


except | 


on the profit trend, but one dealer 
said he had noted an improvement 
in his net as dealers “firmed up.” 
Detroit dealers, by and large, re- 
port this has been a profitless year. 
There are a few exceptions—and 
most of these dealers conduct highly 


successful used-car operations. 
+ * * 


| D gecerseere without exception were 
optimistic over their stock situ- 
ation and envisioned a good cleanup 
as a result. Many were eager to 
credit. production cutbacks and fac- 
tory cooperation on other matters 
for their favorable status on inven- 
tory. 

Even the occasional dealer who 
reported stocks “high” expressed 
no alarm over the situation. 
Stocks running “normal to low” 

with cars in some lines hard to 
get because of lowered production 
were reported by dealers in Atlanta, 
New Orleans and Dallas. No Dallas 
dealer anticipates any cleanup prob- 
lem. 

Extensive factory cooperation 
on stocks was reported by New 
Orleans dealers. Said one, “The 
factories know our business to- 
day is not healthy today because 
they overproduced last year... 
They don’t want this to happen 
again this year and they expect 
to crack the ’57-model introduc- 
tion clean as a hound’s tooth.” 
Stocks also were in good shape 

in Buffalo, where a Ford dealer 
said, “The factory hasn’t pushed us 
and we have been buying carefully. 
We are in cleaner shape than a 
| year ago on new cars.” 

Dealers said some consumers are 
buying now to avoid anticipated 
| higher prices on 1957 models. 

Cleveland dealers see “stocks all 
set” for an orderly cleanup, with 
production cutbacks helping. 

“Cincinnati has never been a bad 
cleanup town,” 
pressing the general view in that 
city that '56 stocks will be disposed 
of neatly. 

“We know when the new models 
are coming and we are not going to 
overbuy,” he said. 

* . 


7 
[BALERS in Cincinnati reported 

inventories good for 20 to 30 
days of selling. The lone exception— 
a dealer with a 45-day supply—said, 
“Our final orders are going in (to 
the factory) right now.” 

A Ford dealer, who said the 
Cincinnati cleanup should be “95 
percent complete by show time,” 
added, “The factory has cooper- 
ated and it has helped dealers.” 
He was seconded by another 
dealer who said, “Our inventories 
are high, but not excessively high. 
The factories have been nice to 
dealers. We are ordering low. 

“IT don’t think I'll have 10 cars 
in stock by the time new models 
come out.” 

Added a Cadillac dealer, “Our 
inventory is slightly above normal, 
but nothing shocking.” 

+ - * 


KANSAS City dealers, reporting 
inventories normal or below 
normal, said some have resisted 
factory efforts to place more cars 
on the floor. 

While indications point to an 
orderly cleanup, a few dealers 
fear that a slow market may 
develop into a rat race, with fac- 
tories pumping new cars to deal- 
ers at the last minute. 








At least one St. Louis dealer has} 


resorted to blitz-type advertising 
common a few years ago. He is 
offering a new-car buyer money 
and gasoline for vacation and money 
for time off and bills at home—all 
on the new-car mortgage. 

Dealers in Denver, reporting new- 


car stocks in 30 to 55 days’ supply, | 
expect to clean up—but without) 


profit. Many have been streamlining 
sales departments and putting the 
accent on intensified merchandising. 

Most Chicago retailers are satis- 
fied with stocks and do not expect 
any cleanup difficulty. Many com- 
mented that they are taking only 
what they want from the factory 


and are not being coerced to order} 


more. 

One Chicago dealer, despite the 
fact that he has unfilled orders on 
his books, said a cleanup problem 
could quickly develop “if the manu- 
facturers fail to look at the 10-day 
reports.” 


* aa * 
A NOTHER dealer in the Windy 
| City said his sales running 


said a dealer in ex-| 


about 30 units per month and that 
he will be in good shape if that 
pace continues. He said he is de- 
termined not to be stuck with any 
cars at the end of the model run. 

“If the factory is stuck with 
them, let it worry about them,” 
he added. 

Minneapolis dealers reported 
stocks “well balanced” 
there should be no cleanup problem. 
They are placing orders with the 
factory “on a sound basis.” 

One of the few areas where exces- 
sively high stocks were reported 
was New York City. Many dealers 
said: they have steadfastly refused 
to order “one more car” from the 
factory than they can handle. 

Chevrolet dealers, however, appear 
to be in good shape on stocks. 

* * * 

OST New York dealers expect 

to be in “fair” condition for the 
cleanup, although they expect the 
factories to offer special, large in- 
ducements to help get rid of an 
excess of new units. The dealers 
appear willing to stand fast on their 
refusals to help beyond their limited 
abilities. 

Despite their sales difficulties, 
dealers in Birmingham foresee no 
cleanup difficulties. 

Miami dealers in general report 
stocks in good shape. They expect 
the cleanup to be better than last 
year’s. Most of the trouble this 
year, they said, will be suffered 
by dealers who shot for volume 
last year. 

Because of curtailed production 
and current low stocks, dealers in 
Atlanta believe the cleanup will 
present “no serious problems.” 

Seattle dealers, as a rule, are 
satisfied with stocks. They envision 
an orderly cleanup—in fact, some 
dealers are already beginning to 
sell their demonstrators. 

Detroit dealers believe an “ordi- 
nary cleanup” is probable, but as 
one pointed out, “We've been oper- 
ating at cleanup prices all year.” 


Goodrich Elects 
Keener and Kelly 
To Top Positions 


AKRON. Election of J. W. 

Keener and Arthur Kelly as exec- 
|utive vice-presidents of B. F. 
|Goodrich Co. was announced last 
| week. 
' Keener has been a vice-president 
since 1946. Kelly has been a vice- 
| president since 1953 and president 
of B. F. Goodrich Tire Co. a 
division of B. F. Goodrich, since 
1953. 





At the same time Joseph A. | 


Hoban was elected marketing vice- 
president of Goodrich and E, F. 


and said| 


Tomlinson was elected president of | 
B. F. Goodrich Tire Co., succeeding | 


Kelly. 

Hoban and Tomlinson have 
served as vice-presidents of the 
Tire Company since 1953. 

Keener joined Goodrich in 1937, 
Kelly in 1925, Hoban in 1919 and 
Tomlinson in 1927. 


Motorcade to Open 


Michigan Roadeo 


| DETROIT. A two-mile-long 
truck parade, motoring from De- 
troit to Jackson on June 27, will 
usher in the Michigan Trucking 
|Assn.’s 15th annual state truck 
roadeo, June 27-30, at Reynolds 
municipal airport, Jackson. The 
175-unit motorcade will tell the 
story of trucking’s role in our 
economy. 

| The annual statewide safety pro- 
gram will see Michigan’s top pro- 
fessional drivers vie for honors 
in four classifications: straight 
|}truck; single-axle, semi-trailer; 
|tandem-axle, semi-trailer, and 
truck and full trailer (double 
bottom). 

Roadeo chairman for the second 
consecutive year is Herb Schindler 
Jr. White Star Trucking, Inc., 
Lincoln Park. His committee in- 
| cludes: Local arrangements, Pat 
| McDonald, C. H. Rumpf & Sons, 
| Jackson; equipment parade, Peter 
| Pezzani, Pezzani & Reid Equip- 
ment Co. Detroit; contestants’ 
equipment, Harry Easterday, 
Roadway Express, Detroit; prizes, 
E. E. Parkinson, White Owl Ex- 
press, Pontiac, and Dave Johnson, 
business representative, Teamsters 
Local No. 299, Detroit. 








Engineering Units 
Going Up at Ford 


MacPherson Cites 
Personnel Shortage 
(Continued from Page 6 


ties, he said that whereas Ford's 
engineering staff 10 years ago 
employed only 1,450 persons, en- 
gineering employment today ig 
about 10,000. He added that there 
are 115 engineering departments 
now, compared to only 15 a decade 
ago. 

MacPherson added that 300 new 
engineers are needed annually and 
that “within a few years we wil] 
have 14,000 employes on our pay- 
roll.” 

He said that graduate engineers 
choosing Ford may work in one 
of 15 new buildings with the most 
modern equipment in every branch 
of engineering. 

George E. Altmansberger, 
director of engineering adminis- 
tration, described the engineer- 
ing opportunities at the open- 
ing of the engineering forum, 


“In selecting engineers,” he said, 


“we look for men with normal 
requisites that is, evidence of 
scholastic achievement, analytical 


ability and the ability to write and 
speak fluently. 


“We do not confine our search 
just to those of high scholastic 
average; we also want graduates 
who have demonstrated the ability 
to do engineering work of an 
acceptable nature.” 


Outlining the Ford graduate 
training program for newly- 
employed engineers, Altmansberger 
said each is given a _ two-year 
rotated job experience before being 
permanently placed. 


In another address, Ernest R. 
Breech, Ford chairman, said that 
the growing shortage of scien- 
tists and engineers threatens to 
hamper the U. S. in its struggle 
with Russia for technological 
supremacy. 

Referring to such fields as ther- 
monuclear fusion and electronic 
computation which scientists have 
only begun to exploit, he _ said, 
“These unexploited areas are the 
battlegrounds on which the battles 
of industrial competition will be 
fought out in future years.” 


Breech said that whereas the 
Russians are inducing 52 percent 
of their college students into scien- 
tific and engineering courses, the 
U. S. is faced with a serious short- 
age of trained personnel in these 
fields. 


He said that one important 
reason for this situation is the 
poor job of salesmanship in high 
schools and prep schools in 
“creating a desire in students to 
take scientific courses. Young 
men are inclined to shun the 
scientific courses in college be- 
cause they are led to believe they 
ar so difficult.” 


The educators were also 
addressed by L. D. Crusoe, exect- 
tive vice-president of car and 
truck divisions; D. S. Harder, exec- 
utive vice-president of basic man- 
ufacturing divisions; John S&S. 
Bugas, industrial relations vice- 
president, and Benson Ford, vice- 
president. 


Harder, in his address to the 
forum, described several innova- 
tions which significantly could im- 
prove automotive manufacturing 
processes. 


He mentioned a neutral white 
automotive paint containing photo- 
sensitive pigment which could be 
colored by using a controlled elec- 
tro-magnet radiation gun. 


Harder spoke of improvement 
in steel-making which could lead 
to eliminating several stages now 
necessary. “If we keep going 
forward—which we must,” he 
said, “I envision steel mills next 
door to ore mines with conver- 
sion of ore to steel as one con- 
tinuous process.” 

He said progress in automation, 
involving use of magnetic tapes, 
will enable greater quality produc- 
tion than ever before. Harder 
stressed, however, that such “elec- 
tronic brains” will increase the 
need for technicians and more 
highly-trained employes. Fears of 
automation, he said, are “un- 
realistic.” 
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_ AUTOMOTIVE NEWS, JUNE 25, 1956 


Car, Truck Output Estimates 
By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week Week 
Ended Same Ended June, 
June 23, Week, June 16, 1956. June 25, June 23, 
1956 1955** 1956* To Date 1955** 1956 
AMERICAN MOTORS 325 3,516 1,545 2,201 102,220 59,771 
Hudson 85 910 416 561 33,291 18,332 
Nash ° 240 2,606 1,129 1,640 68,929 41,439 
CHRYSLER CORP. 16,880 26,574 12,692 47,252 772,260 457,857 
Chrysler 2,750 4,094 2,060 7,485 108,392 63,080 
DeSoto 1,780 2,464 1,967 5,885 78,105 55,056 
Dodge 41,000 6,082 4,193 13,305 173,811 104,129 
Plymouth 8,350 13,934 4,472 20,577 411,952 235,592 
FORD MOTOR 31,013 50,121 30,434 96,025 1,116,794 836,244 
Continental 13 13 13 1,013 
Ford 25,200 38,272 24,439 78,104 868,902 674,992 
Lincoln 800 69 737 2,379 21,856 26,543 
Mercury 5,000 11,780 5,195 15,499 226,036 133,696 
GENERAL MOTORS 55,990 67,700 54,466 177,542 2,022,011 1,677,722 
Buick 9,500 12,741 9,534 30,506 412,178 314,925 
Cadillac 3,200 3,802 3,184 10,324 78,794 81,917 
Chevrolet 29,600 30,261 28,674 94,201 908,751 848,843 
Oldsmobile 7,390 11,251 7,668 24,509 319,202 245,382 
Pontiac 5,800 9,645 5,406 18,002 303,086 186,655 
+P CORP. 1,640 3,118 1,531 5,182 112,749 59,172 
Packard 180 1,715 494 1,467 41,962 12,705 
Studebaker 1,160 1,403 1,037 3,715 70,787 16,467 
Total Cars, U. S. 105,848 151,265 100,668 328,202 4,132,604 3,090,766 
Revised 
"Totals for 1955 include Katiser-Willys production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1, 
Ended Same Ended June, Te 
June 23, Week, June 16, 1956, June 23, 
1956 1955* 1956 To Date 1956 
(CHEVROLET 7,300 10,014 6.900 22,292 191,025 
DIAMOND T 110 102 100 330 2,450 
DIVCO 80 80 74 266 1,77 2,099 
DODGE 1,900 2,879 1,533 5,742 52,894 44,024 
FORD 6,200 7075 5,575 18,948 188,923 154,925 
GMC 1,500 2,562 1,623 5,343 48,393 49,216 
INTERNATIONAL 2,350 3,190 2,322 7,269 68,447 70,853 | 
MACK 400 386 299 1,040 6,472 9,273 
REO 80 116 79 259 2,576 1,855 
STUDEBAKER 312 206 311 835 10,596 6,771 
WHITE 381 378 374 1,236 7,480 9,329 
WILLYS 1,275 1,630 1,304 3,187 38,812 29,568 
MISCELLANEOUS*** 18 66 45 167 1,767 1,174 
Total Trucks, U. S. 21,936 29,184 20,539 66,914 620,844 572,562 
Total Cars, Trucks, 
U. S. 127,784 180,449 121,207 395,116 4,753,448 3,663,328 
Total Cars, Trucks, 
Canada 12,501 11,333 12,193 39,548 272,515 262,194 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....140,285 191,782 133,400 434,664 5,025,963 3,925,522 


Nevised. Miscellaneous includes Corbitt, 
Drive, Federal, etc. 


Marmon-Herrington, 





Brockway, Four Wheel 


3.B.: All U. S. totals include cars and trucks for military orders. 
"* Autocar, Freightliner and Sterling are included in White Totals. 


Car Production Pace Rises; 


Ford Plans 8% July Hike 


‘(Continued from Page 1) 


tuild 25,200 units last week, com- 
Jared with 24,439 a week earlier. 
Mercury dropped from 5,195 to 5.,- 


entucky Curbs 
On Finance Rates 


Effective July | 


LOUISVILLE. — Kentucky auto 
ealers have been reminded that 
he State’s new law regulating in- 
allment sales of motor vehicles 
ecomes effective next Sunday 
July 1). 
In a bulletin to members of the 
entucky Automobile Dealers 
ssn.. managing director Lew Ull- 
ich emphasized that the section 
tablishing maximum finance 
harges is of major significance. 
This section sets maximum 
Mharges at 9 percent for current- 
year models, 13 percent for one- or 
00-year-old models and 15 percent 
tor all other models. 


Predictor Draws ’Em 
— ATLANTA. More than 7,000 
frsons viewed the Packard Pre- 
actor at the showrooms of Pack- 
d Atlanta in a two-day showing. 


‘ 


$6 


000, while Lincoln and Continental 


remained steady at 800 and 13 
units respectively. 
% - 

-P assembled 1,640 cars last 


week, compared with 1,531 the 

previous five-day work period. 

Studebaker’s totals last week 

were 1,160 unifs, compared with 
1,037 cars the previous week. Pack- 
ard, however, dropped from 494 
units a week earlier to 480 last 
week. 

American Motors was the only 
manufacturer to cut production 
last week. Its cessation of all 
Rambler operations for the week 
cut the corporate total to 325 
units from 1,545 a week earlier. 
A breakdown of AMC's opera- 

tions showed: Nash with 240 assem- 
blies last week, compared with 
1,129 in the previous five-day work 
period, and Hudson with 85 units, 
as against 416 a week earlier, 

Truck manufacturers last week 

hiked production to 21,936 units 
from 20,539 in the previous week. 

Return of Studebaker-Packard 

Corp. of Canada to production 
helped push car-truck assemblies 
in that country to 12,501 units last 
week. Previous week’s production 
was 12,193 vehicles. 


Report to Job Parley .. . 


Sales Gain 


‘Continued 


supplied by John Bugas, Ford in- 
dustrial relations vice-president. 
But this tempest subsided. 

3ugas compared the current un- 
employment picture with that of 
1954, but said there is less reason 
now for pessimism than there was 
in 1954. 

Commenting that, unlike 1954, 
business activity generally is not in 
Bugas asserted. “The 
unemployment situation in Detroit 
and Michigan seems to be an iso- 
lated phenomenon. These factors} 
give added weight to our belief that 
they also are temporary and that 
by the fall of this year the situa- 
tion will be improved.” 

“As a matter of fact, within the 
last 48 hours, we have found it 
necessary at Ford to increase our 


a recession, 


production schedules of 1956 
models.” 

Harry W. Anderson, GM vice- 

president of personnel staff, told 


the group that GM employment in, 
the U. S. has risen from 273,000 in 
| 1946 to 525,000 in 1955. He also noted 
that 36,000 seniority employes had 
been laid off in Michigan. 

He then said, “On the basis of 
information available, we expect to 
maintain approximately the same 
level of employment for the balance 
of the 1956 model run. In fact, we 
made a special check of the cur- 
rent employment situation in our 
operations in Michigan, Ohio, Indi- 
ana, Illinois and Wisconsin. 


“The report shows that since 
the low point in employment, 
which occurred principally in 
May, our operations in those 
states have hired or called back 
to work more than 7,300 employes. 
We anticipate further  rehires 
each week for the balance of the 
1956 model run.” 


John D. Leary, labor 
director for Chrysler Corp., also 
called attention to his firm's in- 
creased employment, mostly in 
Michigan, during the last few years. 

He added that the fact the econ- 
omy generally is at a peak is of 
small consolation to the individuals 
who are out of work. 

“Anything that the Government, 
with the help of business and labor 
organizations. can do constructively 
to improve the situation,” he said, 
“deserves the support of all—-pro- 
vided, of course. that in seeking 
correction of a short-term problem 
we do not create more serious 
long-term problems. 


“We believe that 


relations 


it is abso- 


| Plans Announced 
For Safe-Tire 


Program in Fall 


CLEVELAND.—“Safe Tires Save 
Lives” will be the theme of a new 
fall tire safety campaign planned 
by tire industry leaders, tire dealer 
representatives and the Inter-In- 
dustry Highway Safety Committee. 

Tire companies will work with! 
their dealers and with dealer mem- 
bers of the National Tire Dealers 
and Retreaders Assn. in an industry 
wide effort to get unsafe tires off 
the road. 


“The month-long campaign, be- 
ginning in mid-September, is timed 
to give motorists tire safety re- 
minders during the back-to-school 
season,” stated M. R. Darlington, jr., 
managing director of the Inter- 
Industry Committee. 


In keeping with the emphasis on 
safety for school-age children, ma- 
terials will be prepared that will 
encourage children to participate in 
“old* tire roundups,” school “play 
safe” weeks, tire safety-checks and 
other special events to draw atten- 
tion to the need for safe tires. 


During the meeting Darlington 
commended manufacturers, the Na-| 





most extensive nation-wide Vehicle} 
| Safety-Check ever conducted. 


from 


Calls Halt 


», =. Lo Big Three Layoffs 
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lutely essential to maintain a 
right balance between compensa- 
tion for work performed and un- 
employment benefits.” 

The auto officials said they would 
not join any task force to Washing- 
ton but would give consideration to 
any proposals the group had to 
offer. 

Detroit's Mayor Albert E. Cobo 
suggested that the Government be 
asked to consider earlier delivery 
dates of defense products as a tem- 
porary spur to employment. 

Also attending the parley was 
Edward L. Cushman, vice-presi- 
dent of industrial relations for 
American Motors Corp. 

Other UAW representatives were 
Emil Mazey, secretary-treasurer, 
and Leonard Woodcock, vice-presi- 
dent. 


Funds Ruled Tax-Free... 


61 






DRIVE 
| MORE 


ult Gets cheaper 
the mile! 









the Mile— 


“Drive More" 


Cheaper by 

The national 
backed by the Ethyl Corp., New York, is 
featuring TV star Jackie Gleason on film 


for 
scheduled TV and 


promotion, 


announcements 
radio 


and on record 
on regularly 
shows. The campaign is designed to 
get motorists to make greater use of 
their car by pointing out that the more 


cheaper ‘the cost by the 


spot 


they drive the 
mile. 


Dealer Reserve Reversal 


‘Continued 


companies and banks were required 
to treat their unearned reserve in- 
come as current income in its en- 
tirety, banks and finance companies 
were able to keep their own un- 
earned finance charges out of a tax- 
able status. 

What rankled dealers was the 
fact that they endured the same 
risks as to car repayments as did 
finance companies and banks, but 
were denied the right of compen- 
sating tax-wise for those risks. 
The Circuit Court noted this argu- 

ment. It found that Blaine Johnson 
couldn’t count on his reserve as 
income because the fund was sub- 
ject to payments on notes. 

Because of this contingent lia- 
bility, the court argued, the amount 
to which the dealer was entitled, 
when the reserve fell below a cer- 
tain level, could not be ascertained 
for tax purposes. 

* ; 

HAT'S a far cry, a finance com- 

pany official pointed out, from a 
ruling last Dec. 30 by a Tax Court 
judge in a case involving William 
Koch Motors, Inc., of Louisville, 
whose reserve was handled by Com- 
mercial Credit, 

“It is held,” said the Koch case 
opinion, “that the entire amounts 
of the selling prices of the automo- 
bile notes were accruable at the 
time the notes were sold to the 
finance company. 

“Accordingly, the Commissioner 
properly restored to petitioner's 
net income (Koch Motors) for 
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each taxable year the dealer re- 
serves withheld by Commercial.” 
* x * 
HE Koch decision cited for sup- 
port the comparable finding by 
another Tax Court in the Blaine 
Johnson case—the precedent-setting 
ruling just lost by the Government. 
Finance officials and tax attorneys 
agreed that an obvious effect of 
the Johnson ruling, if it becomes 
final policy, will be a freeing-up of 
the dealer reserve funds as a finan- 
cial outlet for dealers. 


ae, 
| grmpeenenes could spread or con- 

centrate their tax loads from 
good year to bad, it is believed, 
Finance companies and banks, 
though, might raise the cost of 
reserves to the dealers, observers 
predict. 


Reynolds Marks 
90th Year by 

= 7 7 ca 
Adding Division 

DAYTON, O. —Reynolds & Rey- 
nolds Co., producer of standard 
accounting systems, is celebrating 
its 90th anniversary by launching a 
new division. 

The new Post-Rite division will 
produce and market peg board ac- 
counting systems for small and 
medium sized businesses. 

Reynolds, founded as a small print 
shop in 1866, has plants in Dayton 


and Celina, O.; Dallas and Los 
Angeles. 








Sealing Gas Tank on Economy Rambler— 


Jack -Senn, NASCAR representative, seals the gas tank on the Rambler station 
tional Tire Dealers and Retreaders| wagon as it is about to start on an economy run from Los Angeles to New York 
Assn. and their dealer members for, for gasoline cost of a penny a mile. Watching Senn are, from left, Les Viland, the 
outstanding support during the| car's driver; Scotty Harlow, Tidewater Oil Co., and Carl Chakmakian, co-driver. The 


run, being conducted 


(June 25). 


in cooperation with Tidewater, 


will be completed today 
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As Docker Is Ousted... 





BIRMINGHAM, England. 
Prospects for the production of the 
Ferguson auto may be affected 
by the change of chairmanship in 
the Birmingham Small Arms 
group in Britain. 

Sir Bernard Docker, who has 
been ousted as chairman and 
managing director of BSA, is 
known to have taken a personal 
interest in a proposal to build 
three prototype Ferguson cars. 
Top engineers from Daimler, one 
of the BSA subsidiaries, have 
studied the details with Harry 


Ferguson. 
How J. Sangster, new BSA 

chairman, will consider the pro- 

posals will remain to be seen. 


From what has been disclosed 
here in the last few days, it would 
seem that there is nothing fan- 
tastic about the design of the Fer- 
guson, Rather, is it an unusual 
combination of well-tried princi- 
ples to form a vehicle of unusu- 
ally versatile abilities. 

The flat-four engine is at the 


Latest Mergers, 
Proposals of 


Auto Suppliers 


Arrangements for merging Hy- 
draulic Press Mfg. Co:, Mount 
Gilead, O., into Koehring Co., Mil- 
waukee have been completed. 

Julien R. Steelman, Koehring 
president, said the merger will per- 
mit Koehring further to diversify 
markets for its products. Hydrau- 
lic Press will be a division of 
Koehring. 


* + * 


Angier-Interchemical 


Angier Products, Inc. with 
plants in Cambridge, Mass., 


| sprung. 


Ferguson Faces New Snag 


front of the chassis and the drive 
is applied to all four wheels. Only 
the front wheels steer, as_ is 
normal, but by taking all the brake 
gear away from the wheel hubs 
and putting it on the transmis- 
sion, unsprung weight of 
wheels is reduced to a minimum. 

Each wheel is _ independently 
The cross-country per- 
formance is said to be outsanding, 
including the ability to traverse a 


| plowed field fully laden at 30 m.p.h. 





and | 


Huntington, Ind., has become part | 


of Interchemical Corp. Official 
designation for the Angier group 
changes from Angier Products, 
Inc. to Angier Adhesives division, 
Interchemical Corp. There will be 
no change in the Angier manage- 
ment and staff. Henry S. Bothfeld 
is division president. 

> 


* £ 


Gemmer-Ross 


One of the Ferguson innova- 
tions is a novel differential gear 
between the drives to the front 
and rear wheels. This has a 
limited range of action, so that 
if one wheel tends to spin on 
ice or mud it does not rob the 
other wheels of traction as 
would be the case with an ordi- 
nary differential. 


As the brake gear is on the 
transmission, no single wheel can 
lock or skid when the brakes are 
applied on treacherous road sur- 


| faces, 


There is no doubt that the Fer- 
guson design includes many prac- 


tical advantages. But it would 
have to be made in very large 
numbers to offset the cost of the 
extra mechanical devices it incor- 
porates and would involve an ex- 
penditure on new plant running 


into $100 million or more. 


Dealer’s Ex-Aide 
Admits Perjury, 
Gets 18 Months 


ST. LOUIS. Munson Ray 
Crocker, former manager of Com- 
munity. Motors here, has been 
sentenced to 18 months in prison 


after pleading guilty to perjury 
charges growing out of an income- 
tax evasion investigation. 

He has been given until July 16 
to wind up his affairs before start- 
ing his term. 

Crocker was charged with mak- 
ing 10 false statements under oath 
to a special agent of the Internal 
Revenue Bureau. The statements 
consisted of denials that he 
accepted money in excess of cus- 
tomer invoice prices for new and 


used cars. 


The boards of directors of Gem- | 


mer Mfg. Co., Detroit, and of Ross 
Gear & Tool Co., Inc., Lafayette, 
Ind., have announced that a stock- 
holders meeting previously called 
for July 2 to ratify and confirm a 


board-approved agreement of mer- | 


ger of the two companies will be 
postponed to about the middle of 
July. 

The proposed agreement pro- 
vides that Gemmer will be merged 
into Ross Gear. Gemmer share- 
holders will receive one share of 
Ross Gear for each 4.25 shares of 
Gemmer, while the Ross Gear 
shareholders will retain their pres- 
ent stock without change. 





Kentuckians Slate 
Cooper and O’Neil 


LOUISVILLE.—Walter B. Cooper 
and Thomas J. O’Neil will be among 
the speakers at the annual meeting 
of the Kentucky Automobile Deal- 
ers Assn. to be held here Nov. 11-12. 

Cooper, a Chevrolet dealer in Ft. 
Collins, Colo., is a NADA -regional 
vice-president and is chairman of 
NADA’s public relations committee. 


O'Neil recently was named an 
associate of Ford Motor Co.’s 
dealer policy board. 





Mercury Dealer to Appeal 


Ohio License Suspension 


CLEVELAND. Euclid Shore 
Motors, Inc. (Mercury) said it will 
appeal the 90-day suspension of 
license issued by the Ohio Dealers’ 
and Salesmen’s Licensing Board. 


The suspension grew out of vio- 
lations dating back to March 21, 
before the present ownership took 
over under James A. Mulgrew 
who iad 45 percent of the stock 
when the agency was the Nolan 
Mercury, Inc. 





| SF., 


Denying Crocker’s plea for 
bation, U. S. District Judge 
W. Harper, said, “Perjury is one 
of the worst crimes. I cannot 
condone it and do not grant pro- 
bation to anyone guilty of it.” 

Crocker and Adolph Burger, a 
Ford distributor, are jointly 
charged in another indictment 


pro- 


| with attempting to evade $11,400 in 


taxes 
through 
1947-48. 


for Community 
fraudulent 


Motors 
returns for 


Obituaries 


Robert E. Reister 
PARIS, Ky.—Robert E. Reister, 61, a 
retired automobile dealer, died in Louisville 
June 16. 





- * * 


James Stone 
OKEMAH, Okla. James Stone, 62, 
former Ford dealer here for many years. 
died June 13. For the past three years he 
had been associated with Barry Chevrolet 
Co. 


* * 


Mathew Finkler 
MILWAUKEE, Mathew Finkler, 57, 
died June 12 after a heart attack. Until 
a month ago, he had been active in the 
auto business. For fjve years he had 
been president of Langemack Motors, Inc. 


= 


(Chrysier-Plymouth), until it was dis- 
banded. For 12 years prior to that, he 
was head of Finkler Motors Corp. Mr. 


Finkler was a member of the Wisconsin 
State Automobile Dealers Assn. 


- * * 
Herman Penner 
MILWAUKEE. — Herman Penner, 79, 
who helped design a_ gearless, friction- 


driven auto in the industry’s pioneer days, 
died June 13. He and the late Alois 
Leingartner designed the Petre! auto for. 
the old Beaver Motor Co. in 1909. It 
featured a manually operated friction-disc 


transmission and was produced for a 
number of years. 
* * * 


Robert J. Brown Sr. 
SEYMOUR, Ind. Robert J. Brown 
57, died June 13 in the clubhouse 
just after finishing a round of golf. Death 
was believed due to a heart attack. Mr. 
Brown had operated Brown Chevrolet, 
Inc., here for 13 years. He also operated 
Brown Chevrolet Sales in Brownstown. 

* * * 


George W. Waggoner Sr. 
GRAYSON, Ky. — George W. Waggoner 
sr., a retired automobile dealer, died here. 


the | 


had | 


Roy | 
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HELP WANTED 
SALES MANAGER—Experienced, aggres- 
sive and willing to work Wonderful 
opportunity for right party Earnings 
commensurate with ability and produc- 
tivity. Old established Chevrolet, Oldsmo- 
bile and Cadillac dealer. 250 new cars 
average annually. Is anyone in your fam- 
ily troubled with respiratory troubles? 
Mile high in the pines in the southwest 


famous for relief and cure 
of asthma Give experience, references, 
employment, etc., in first letter. 30x 
6226, c/o Automotive News, Detroit 26 


climate world 


CHEVROLET DEALER Southern 
Wanted yours iggressive rian 
knows Chevrolet trucks. We are planning 
to further develop our truck sales with 
the new expanded line of Chevrolet 
trucks, our potential is unlimited. Give 
background and complete history of em- 
ployment Earnings unlimited for right 
man. All replies in strict confidence. Box 
6231, c Automotive News, Detroit 26 


state 
who 


o 


I NEED A 
Olds deal 
10,000 in Michigan 
in county, go> 
or call Vito Plantamura 
Johnson, Inc Greenville 


HELPER 
in one of 


to operate a Buick 

the best towns of 
Several small towns 
territory Write 
at Willard H 
Mich 


rming 


~_ 


ARTS MANAGER.-$5,000 per year guar- 
antee plus bonus. Mid Ohio city, 35,000 
population. Sales—-S9.000 a month. Give 
ige, experience, references. etc. Will keep 
confidential if requested. Write Box 6232 
c o Automotive News, Detroit 26 


MANAGER 
for Buick dealership 
of taking full charge of office 
900 car deal. Write giving full 
regarding experience DeRoque 
1036 E St San Bernardino, 


and ac- 
Must be 


WANTED— OFFICE 
countant 
capable 
700 to 
details 
Buick, 
Calif. 





COLOR STYLIST 


Large paint supplier to leading auto firms 
needs man or woman capable of selecting 
and presenting new colors to auto manu- 
facturers. Formulating experience preferred, 
but not essential. Salary open. Please state 
age, present position and qualifications in 
reply. All replies confidential. Box 6249, 


c/o Automotive News, Detroit 26. 








MOTOR EXECUTIVE WANTED 


Manager desired with following experience: 
Several years’ operation executive in 
retail auto dealership, wholesale automobile 
distributor, and automobile parts products—| 
manufacturing and distribution. Must be fa- 
miliar with imported car business and have | 
high level contacts with British car industry. 
Age requirements, 45 to 65. Free to move | 
outside continental United States. Write P.O. | 
Box 1797, Honolulu, with complete resume of | 
experience and salary desired. 


SALES MANAGER ... 


for east central manufacturer of 


servicing equipment line. 


automotive 
Company is leader of its field. Appli- 


cant should have experience selling 


automotive jobbers, fleet operators or 
accessory chains. Administrative experi- 
ence desirable. Age 40 to 45. Send 
resume of experience, salary require- 
ments. Address Box 6247, c/o Automo- 
tive News, Detroit 26. 


Detroit Representative 
For Major Auto Show 


To be held in November, 1956, in one of 
America's top markets. Duties include ex- 
hibit space sales and public relations work 
in Detroit area. Contact Homer Sanville, 
Sheraton-Cadillac Hotel, Detroit. 

JUNE 27th OR 28th 





POSITION WANTED 





OR GENERAL MANAGER. Em- 

as top sales executive over twenty 

Know volume with profit. Proven 
record recruiting, training and directing 
hard hitting aggressive sales force up to 
twenty producers. Might be interested in 
a buy in deal and have Ford and Gen 
eral Motors approval. Box 6244, c’o Au- 
tomotive News, Detroit 26 


CONTROLLER TOP FLIGHT executive 


Heavy background in business manage- 
ment, finance, accounting taxes, cost 
control, planning, etc ‘sig 2°’ experi- 
ence. A profit builder witn creative, ana- 
lytical mind Pennsylvania or vicinity 
preferred Box 6196 c/o \utomotive 
News, Detroit 26 
BUSINESS MANAGER with heavy GM 


administrative background in volume re- 


tail and multiple operations. Available 
for interview by profit minded dealer 
seeking dependable finger-tip management 
thru effective operating controls of the 
productivity, efciency and continuity of 
derartm?ntal functions and employe and 
public relations. Box 6214, c/o Automotive 
News, Detroit 26 

FORD PARTS MANAGER. Several years’ 


experience with three of Detroit's Ford 
dealers Fully acquainted with 1863 work. 
Box 6230, ¢ Automotive News, Detroit 


26 


o 


\CCOUNTANT-OFFICE 
12 years’ 


MANAGER, 45, 
experience, knowledge all phases 
operation daily controls Colleve 
New Jersey, eastern Pennsylvania, New 
York preferred. Top f'ight man for vol- 
ume operation. Box 6233, c/o Automotive 
News, Detroit 26 


SERVICE DIRECTOR 
service problems. Master mechanic, 
perienced engineering background with 
modern merchandising and management 
training. Large volume operator. Owner, 
employe, factory relations excellent. GM 
experience. Anxious to locate with service 
minded owner. Will be pleased to buy in, 
if possible. Will locate where most profit- 
able. What have you to offer? Box 6234 
c/o Automotive News, Detroit 26 


SALES OR GENERAL MANAGER 
years including heavy-duty truck 
Employed Desire opportunity 
city—western or southern 
6235, ¢ Automotive News, 


Experienced all 


ex- 


22 
selling 
smaller 
States. Box 


o Detroit 26. 


OFFICE MANAGER-ACCOUNTANT, 31 
Six years experience knowledge all 
phases dealership operation, daily con- 
trols, supervising credit and personnel, 
analyzing departmental operations. Hon- 
est, hard worker, best of references 
Available immediately. D. G. Smith, 2823 
33rd, Lubbock, Texas. Phone Sherwood 
4-8954 


SALES OR GENERAL MANAGER. Ex- 
perienced every phase new and used car 


dealership. 16 years’ background as new 
and used car manager, owner and sales- 
man Reputation as profitable operator 
who likes volume. Prefer GM _ product 
located in south, southeast or neir west 
coast. Detailed resume on request. Box 
6236, c/o Automotive News, Detroit 26 


MANUFACTURERS REPRESENTATIVE 
seeking permanent connection traveling 
as sales representative with manufac- 
turer or distributor. Eight years’ retail 
sales and sales management experience 
Young, single, college graduate, aggres- 
sive and not afraid of hard work. Have 
proven sales and administrative experi- 
ence. Responsible, quickly grasps a situa- 
tion and attacks with effective action. 
Can meet, entertain and get along with 
people. Can get your job accomplished. | 
Box 6237, c/o Automotive News, Detroit 
26. | 

o— —— a _ - - = 

GENERAL MANAGER or good paying de- | 

partment manager. Can stand acid test 

for all departments of dealership. 39 | 
years old, married, two dependents, pres- | 
ently employed. Want opportunity to| 
whip operation into smooth and profitable 
deal. Confidential. Box 6246, c/o Auto- | 
motive News, Detroit 26. 








POSITION WANTED 
SUCCESSFUL CHEVROLET MANAGER 
wih proven ability to increase sales and 
profits and reduce expenses desires change 
to dealership employing no close relative 


of owner. References will suit you if you 
have fair proposition Box 6254, ¢ 
Automotive News, Detroit 26 


EXPERIENCED CHEVROLET MANAGER 


desires change. Will consider reasonable 
living salary plus true percent of in- 
crease in net profits. Box 6255, c/o Auto. 


motive News, Detroit 26 

TRUCK SALESMANAGER, wholesale or 
retail. 45 years of age, 20 years’ experi- 
ence all phases of truck selling. Write 
sox 6250, c/o Automotive News, Detroit 
26 

TWENTY YEARS’ EXPERIENCE includ- 
ing operation of own small town deal and 
two years Hull Dobbs management in 
metropolitan areis. Top refereiices, We}! 


qualiiied to assume complete management 


and develop sales dept to compete in 
today's market. Prefer South or South- 
west. Box 6251, c/o Automotive News, 


Detroit 26. 


tUCK GENERAL MANAGER OR SALES 
MANAGER. Lifetime experience in truck 
business covering every phase from fleet 
ownership to factory wholesale and sev- 
eral successful years of retail sales man- 
agement. Have thorough knowledge of 
business management and all department 
functions within a dealership, having 
organized and trained personnel for each 


TI 


Am particularly capable of organizing, 
training and managing activities of hard- 
hitting sales force with a prime interest 
of profit to the dealer. Most successful 
in breaking into fleet accounts through 


proper sales engineering of all units from 


pickups to diesels. I have proven I can 
make substantial profits for an aggres- 
sive, thinking dealer, but in return re- 
quire adequate salary and bonus. Mar- 
ried, four children, age 34, college, own 
my home, Finest references. Willing to 
relocate anywhere Available immedi- 
ately. Box 6252, c/o Automotive News, 
Detroit 26 


DEALERSHIPS AVAILABLE 


FOR SALE—DEALERSHIP handling Pack- 
ard-Studebaker, Sarasota, Florida. Ade- 
quate service department and showroom. 
Parts, equipment, furnishings, etc In- 
vestment approximately $20,000 Suf- 
ficient financial! ability to handle one 
dozen new cars. For quick deal, priced 
$5,000, Write Fred W. Williams, Inc., 
2036 Main St., Sarasota, Fla. 





DEALERSHIP HANDLING BUICK in 
Southern town of 12,000. No real estate, 
receivables or used cars to buy. 100 
miles from Gulf Coast, $20,000 will handle 
everything Box 6220, c/o Automotive 
News, Detroit 26. 


FOR SALE BY OWNER. Handling Dodge- 
Plymouth in fast growing community of 
30,000 near Denver. No used cars, or 
accounts receivable. If you want a deal- 
ership with ideal living conditions, answer 
this ad. Box 6221, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING Ford in south- 


ern Missouri. 100 to 200 new units per 
year. $17,000 for parts, equipment. Box 
6238. c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING -Lincoln-Mer- 
cury in extremely progressive city of 
15.000 and trade area of 45,000. Highly 
industrialized with excellent payrolls, 150 
plus car deal. Ready to step in and con- 
tinue with no missionary work necessary. 
No accounts, real estate or used cars to 
buy. Lincoln-Mercury franchise opened 
in 1948 with repeat customers and owners 
established. A going deal. Will sell for 
inventory or attempt to agree on flay 
price. Contact Dealer, 301 Spring St? 
Tupelo, Miss. 


GM DUAL Finest Rocky 
Mountain location. 127 units, grossing 
$625,000. Service absorption—s5%. Net 
profit—$34,000 last year. Long estab- 
lished. Finest facilities. Will sacrifice. 
Owner. Box 6239, c/o Automotive News, 
Detroit 26. 





HANDLING 





HELP WANTED 












WANTED: 


feel you are the man for the job 


- SOMETHING WORTH CHECKING - 


STATE SALES REPRESENTATIVES 
MIDWESTERN AND SOUTHERN STATES 


Automotive service organization, 
on new and used cars, looking for high caliber men with auto- 
motive background for unusual and lucrative situations. Wonder- 


ful opportunity for men with proper qualifications. Should you 


resume of your experience. All information kept confidential. 
Box 6248, c/o Automotive News, Detroit 26. 


handling one year guarantees 


in your state—send a complete 
















“#Aties. 


DEALERSHIPS AVAILABLE 


MPACT DEALERSHIP handling Lin- 
goin-Mercury. Located in county seat 


“northwestern Ohio. 
Wemunity, excellent agricultural area. New 
© prick-block building—all modern facili- 
Adjoining used car lot. Will sell all 









lor part. Fine opportunity for young man. 


Box 6240, c/o Automotive News, Detroit 


















j Ep 


96 


ALERSHIP HANDLING Chevrolet. Very 
rofitable now. Inventory. Davis T. Bo- 








thon, Central Bank Blidg., Lexington, Ky. 








e Ph. 3-1515. 
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NDLING CHEVROLET-OLDS. Estab- 
Wiished 1931 in town of 5,500. 40 miles 
"trom Rochester, N. Y. Fixed assets and 

parts. Building leased at low rent. 150 
‘ear potential. Owner in ill health. Box 
© 6241, c/o Automotive News, Detroit 26. 
DEALERSHIP HANDLING _Lincoln-Mer- 

cury. Single dealer point. City of S5,000 

Trade area over 1,000,000. About the 

finest facilities in the St. Louis district 

Plenty of room to handle 500 or more 

cars. 77 feet or 169x120 foot use car lot 

with improvements on city’s main thor- 
oughfare. Terms can be arranged for 
right party. No used car or accounts 
receivable. Box 6242, c/o Automotive 

News, Detroit 26 
AGENCY HANDLING MERCURY-—Loca- 

tion Virginia town within 10 miles of city 


with population of 325,000. Modern build- 


ing, handling Esso products; used car lot 
attached. Total rental $225 per month 
Modern garage, newest equipment. Price 
$12,000 for stock. Will sell inventory at 
cost. Write Box 6243, c/o Automotive 
News, Detroit 26 


A DEALERSHIP? Then get 
Just write in for form 


YOU WANT 
on record with us 


to be completed and filed with us. We 
offer our nationwide confidential assist- 
ance without charge or obligation. Auto- 
motive Enterprises, 10600 Puritan, De- 


troit 38 

WANT TO BUY A GOLD MINE? Dealer- 
ship, now handling Dodge and Plymouth 
located in heavily populated Metropolitan 


Chicago, is ready to make money for 
smart operator. Grossed over five million 
dollars in 1955. Potential even greater 


Over $200,000 in service per year. Ver) 
low parts inventory. No stock of new or 
used cars to be purchased. No accounts 





receivable. Very good lease. Everything 
to the advantage of buyer. Owner selling 
because of other interests. Deal direct 
with owner. Write Box 6253, c/o Auto- 
motive News, Detroit 26 
DEALERSHIPS WANTED 

DESIRE MINIMUM 500-800 units, GM 
Chrysler, Ford. Lease real estate. Have 
factory approval Replies confidential 
Box 6217. c/o Automotive News, Detroit 
26 


IF YOU WANT TO SELL OUT, then get 
on file with us. No obligation unless you 
make a deal with a Certified Buyer, rec- 
ommended by us. You are not tied up 
with exclusive agreements. Sell to your | 
own or factory buyer without obligation | 
to us. Turn our buyer over to your fac- | 
tory for handling if you like, or every- | 
thing in very strict confidence from em- | 
ployes, customers, and factory if you pre- 
fer. Write for complete information stat- 
ing whether or not confidential handling 
is desired. Automotive Enterprises, 10600 
Puritan, Detroit 38. 

WILL BUY ANY KIND of Big Three deal- 

ership. Must be clean and in area offer- 

ing high potential and profit. Box 6245, 

c/o Automotive News, Detroit 26 , 








Manufacturing com- | 
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DEALERSHIP WANTED 





GM Dealership Wanted 
New York City Area 


Cash available for purchase of GM line deal- 
ership in or around New York City, preferably 
in Westchester County or Long Island. Factory 


approval assured. Any size deal from 200 to 


2,000 units yearly, handling one or more of 


GM line, particularly Chevrolet or Buick. Be 


assured all replies held strictly confidential 


Box 6222, c/o Automotive News, Detroit 26. 





DEALER SERVICES 


STEP-UP NEW AND USED CAR sales 
and stimulate service department ac- 
tivity by sending out our ten powerful 
courteous customer procurement and fol- 
low-up letters. Details: Austin, Box 411 
Charleston, Ill 





INVENTORY SERVICE 


Parts and Accessories 

+ CERTIFIED REPORTS 
@ Obsolescence Disclosed 
@ Shortage or Overage Established 
@ inventory Investment Evaluated 
@ Analysis of Methods and Procedures 
Full time experts. No pick-up part time help. 

Call or write for service details 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 
Western Dealers Attention 
429 S. Western Ave. Los Angeles 5, Calif. 
Du 9-5095 





PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formeriy Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 








CARS FOR SALE 


NEW YORK CITY'S LARGEST AUTHORIZED FORD 
DEALER OFFERS TREMENDOUS SELECTION OF 
FORMER STOCK CABS 


1954's - 


1955's - 


1956's 


Fords, Plymouths, Chevrolets 


Standard and Automatic Transmissions—Some with New Rubber— 
All in Excellent Condition. 
Priced low for quick sale. 


Write, Wire or Call CYpress 2-9400 
George Stone, Manager 


KING FORD MOTORS 


351 Grand Concourse 





LIKE NEW 


1954 CHEVROLET 





413 South Fourth Street 


MODEL +6100 CHASSIS 


2 speed axle, spot lights, turn signals, 8:25-10 ply all around— 
equipped with 1954 Model 525 Holmes Wrecker with heavy duty 
towing cradle, Holmes heavy duty body, complete with lights, 


fenders and running boards. Please write or call 


BATES CHEVROLET CO., INC. 


Phone 8-846] 


Bronx 51, New York 



















WRECKER 

















Springfield, Ill. 


PARTS FOR SALE 


HUDSON PARTS at one-half dealer cost. 


Ray Knight, Route 2, Auburn, N. Y. 
PARTS WANTED 





ENGINES WANTED 
FOR SOUTH AFRICA 
Ford models—1949 upwards, 
sub assemblies suitable for 


mation reply to 
MIKE APPEL MOTOR 
P. O. Box 3648 


co., LTD. 





MAILING LISTS 





TEXAS 
AUTO & TRUCK OWNER LISTS 
FLEETS STATISTICS 


Automotive Facts Publishing Co. 
1700 W. 35th St 





CARS FOR SALE 


EX-TAXIS 
PRICED RIGHT 


1955 Plymouths, Fords 
Our great taxi volume assures 
steady supply 


FUTURE MOTORS 


37-01 Queens Bivd., Long Island City 
ST 4-635! 
Ask for Manny Mouber or 
Harold Peterfreund 


ROBINSON AUTO RENTAL 
FLEET LEASED CARS 
1954 - 1955 


AT WHOLESALE 


CHEVROLETS, FORDS, PLYMOUTHS 


Deluxe and Standard— 
Many two-tones 


Now available at Hertz Stations in the fol- 
lowing cities: Philadelphia, Baltimore, Wash- 
i D. C., Pittsburgh, Akron, Cleveland, 
Flint, Chicago, Milwaukee, Cincin- 
Louisville, St. Louis, Kansas City, Lin- 
Neb.. Oklahoma City, Fort Worth, Dal- 
New Orleans, Atlanta 


ROBINSON AUTO RENTAL 


DIVISION 
218 S. Wabash Ave 
|. E. Spatig, Used Car Mgr 


Chicago 4, Ill. 
Webster 9-2144 








ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1951-1952 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
S4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 





CARS WANTED 
SHARP 1952's-1956's. All 
Chrysier. DeSoto eight pas- 
Prices gladly quoted. 
Ivanhoe 7-5046, Lan- 


CADILLAC 
body styles 
senger sedans only 
McClintock-Cadillac 
sing, Mich. 


Chevrolet Dealer 


Needs New Chevrolets 


If you are a Chevrolet dealer within a 
300 mile radius of Kansas City, Mo., 
and are overstocked on any model 
1956 Chevrolet, call us collect and we 


will pick up cors. 


JERRY GREEN'S UNION 
CHEVROLET CO. 


Phone: HA 1-6600 
Mr. 


Kansas City, Mo. 


Call Mr. Branstetter or Woodroof 





BUSES FOR SALE 


CONN MASS R.I, dealers. Blue Bird 
bodies-—supreme in quality. Quickest de- 
livery. Penn Yan, N. Y. assembly. Pete 
Cousins, Hartford, Conn, Jackson 9-3100 





SCHOOL BUSES ON HAND 


6 International 60 pass 
4 International 54 pass. 
3 Chevrolet 54 pass 
? Ford 60 pass 


Transit Sales & Service, Inc. 
23 South Street Danbury, Conn. 
Ploneer 3-4437 
Call—Frank T. Mee, Jr 


unreconditioned 
reconditioning. 
Allowing for wear, these sub assemblies must 
be of standard sizes. Engines already recon- 
ditioned are not required. For further infor- 


Johannesburg, S. Africa 


Austin 3, Texas 
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BUSES WANTED | MISCELLANEOUS 
WILL BUY USED echool buses -36 to 66 
passengers, One or twenty also airpor- 
ters. Dealer, Box 6194, c/o Automotive 


News, Detroit 26 
SHOP EQUIPMENT FOR SALE DRIVEAWAYS USE IT 


FOR SALE—DeVilbiss spray paint booth 
12’ x 24° including fan and lights. Yours FITS ALL CARS 
for $850 at our place of business. Al ; 
Hetrick, Inc., 323 E. State St., Fremont, $45.00 Buys This $60.80 Towbar 
Ohio : : 
|| Complete With Steering Cables 
NEARLY NEW CLAYTON Dynamometer . 
$1.000 discount, $2,700 or will trade for | Most Complete Line of 
a wrecker. Must have Holmes 225 with T ° . 
factory box Gortsema Motors, Inc owing Equipment 
Grangeville, Idaho 
Whitemule Truck Towbars 
‘LAYTON DYNAMOMETER, top floor and Truck Saddles 
model with tune-up panel, portable Also | 
other tune-up equipment Reasonable. | 
Carl Tengdin, 705 Whitley Ave... Joliet MARION MANUFACTURING CO. 
Il Marion, Ohio Phone 2-7594 
ACCESSORIES FOR SALE 
hea The NEW 
8 tube—push button 
Dodge Rao | BLUE © CHIP 
$25.00 
| 
MOZEL AUTO RADIO 
Sales—Service WITH LUBRICATED 
4041 Fenkell 


UN. 1-0350| 
Detroit 38, Mich. 


AUTOMATIC BRAKE 


Meets 1|.C.C. Requirements 


ONLY ONE CHAIN LOCK BOLT 
— ATTACHES COUPLING HEAD 


|} FOUR CLAMPS TO FIT 
98°>o OF ALL CARS, PLUS 
2 Large adaptor clamps 


ANTIQUE CARS WANTED 


WANTED | 


STANLEY STEAMER 
Send details to 


W. O. SEARS 


1245 Farmington Avenue | 


included with each unit. 


West Hartford, Conn SPECIAL (F.0.8. Factory Net) 
S 35 FED. TAX 
INCLUDED 
MISCELLANEOUS 
ae WITH AUTOMATIC BRAKE 
TRADEMARK TRANSFERS, truck signs, | 
etc. No charge for sketch, Durable plas- | AND BRAKE CABLE 
tic colors. Write Allied Decals, 8400 
Hough Ave., Cleveland 3, Ohio 


THE FAMOUS 
MOTO-MATIC 


TOW + GUIDE 


Four Clamp Unit 
SPECIAL (F.0.8. Factory Net) 


SAA Neivden 


Meets 1.C.C. Requirements 


“Leaders Since 1939" 


Automatic BrakinG 


THE ORIGINAL YELLOW BAR 


ONLY .. $49? 


Less 
ALL 
CABLES 


WITH BRAKE HOOK-UP 


ONLY ..$5 945 is 


GUIDE 
Meets 1.C.C. Strength Requirements 


CABLES 
COMPLETE with $615 


Guide Cables and 
BRAKE HOOK-UP 
Meets ALL 1.C.C. Requirements! 


PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


Call Collect 


40 So. Clinton St., Chicago 6, Ill. 


FIVE WHEELS LIMITED 
599 Yonge St. 
TORONTO 10, ONTARIO 


We pay charges 
on $100.00 orders 


| 
| 
| 
| 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [[] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 
Truck Dealer [) 
Insurance (_] Financial 


Car Dealer () 
Jobber [] 


Manufacturer (1) 
Supplier C) 


Make of Car 


BLACK BEAUTY TOWBAR 


Write for Illustrated Catalog 


Factory Sales Division 


Canadian Factory Distributors 
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HEN HIGH VACUUM 
ON DECELERATION 
CREATES AN 
OIL-WASTE PROBLEM ... 


has the answer. 


Many modern engines tend to create a high 
vacuum on deceleration, permitting oil to 
escape past the oil rings. To correct this con- 
dition, Sealed Power engineers have developed 
a special oil ring. The new Sealed Power CS- 
50U ring has a crowned spring which forces 
side rails snugly against the sides of the ring 


oon oe 
‘o * 


x RS ee Both side rails have solid chrome faces for 
long ring life, and the design of the new steel 
, spacer assures resistance to sludging, with a 
full flow of oil at all times. Easy installation 

Ve LA keeps assembly costs low. 
PLB SSNS The new Sealed Power CS-50U is already in 
PATS OE: | use as Original equipment, and is ideal for re- 

placement use. 


Te ok Mn groove, preventing excessive by-passing of oil. 


SEALED POWER CORPORATION * MUSKEGON, MICHIGAN ¢ ST. JOHNS, MICHIGAN ® ROCHESTER, INDIANA ¢ STRATFORD, ONTARIO 
DETROIT OFFICE © 7-236 GENERAL MOTORS BUILDING—PHONE TRINITY 1-3440 


Sealed Fewer Piston Rings 


Leading Manufacturer of Automotive and Industrial Piston Rings Since 1911 
_ largest Producers of Sealing Rings for Automatic Transmissions and Power Steering Units 





